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Painting the Way to Victory 


* WOOSTER WARTIME BRUSHES are spreading protective coatings on 
products and in plants vital to the cause of Victory * * * * 
Wooster Jobbers will be glad to aid our dealers in determining 


what uses are essential to the war effort and in interpreting 


present regulations. *« * * * k* kK wk wk kk ok ok 
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THE WOOSTER BRUSH CO. © WOOSTER, OHIO iy 
Brush Manufacturers Since 1851— Thru 4 Wars . 
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With things you can sell... 
they'll keep the Home Front Strong 


House Maintenance is another in the 
series of promotions which YALE is 
offering this year to help keep wartime 

. sales moving in your store. 

A new advertisement will soon appear 
in the SATURDAY EVENING POST 
urging its millions of readers to shop at 
their local hardware stores for products 
they still can buy (or rent) for house 
improvements and essential upkeep. 

YALE’S Wartime Progress Plan also 
includes publishing the “Yale Victory 
News”, which regularly furnishes you 


The name YALE helfrs make the Sale 


THE YALE & TOWN 








with business-building suggestions, hints 
for new lines and special promotions. 
Watch your hardware papers for the 
one on “House Maintenance’”’. 
Meanwhile, YALE’S national adver- 
tising is also reminding the public of 
your contributions to the war program. 
Through this advertising, we are doing 
our best to keep faith with you, the 
hardware dealers who helped us through 
the years to make the name YALE known 
for the best workmanship and quality in 
locks and builders’ hardware. 





Yale Puts 3 Big Sales Movers 
Into Your Business 
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4 WAYS TO SAVE WITH 
PURE SPIRITS 
OF TURPENTINE 











SAVE PAINT... 
Thin your paint with 
Pure Turpentine. 
Clean, clear, water- 
white, it blends without 
discoloring even the 
palest paints. And, rich 
with pinene, it attracts 
oxygen, thus aiding 
quick, even drying. 

















SAVE BRUSHES... A good brush nowadays is 
hard to find! Make sure yours is cleaned carefully, 
just as soon as you're through using it. Then sus- 
pend bristles in Pure Turpentine. 








SAVE SURFACE... Pure Turpentine helps pro- 
tect surfaces from action of elements. Because it 
penetrates deeply, the paint when dry is anchored 
firmly, therefore, is less liable to crack and scale. 


SAVE MONEY... Actually, the best Turpentine 
money can buy averages only 2¢ for every dollar 
spent on paint. And what a whale of a job it does! 
Get Hercules, now sold in convenient handy-pour 
glass containers as well as cans. 


a. baie . 
HERCULES 


) TURPENTINE 











HERCULES POWDER, COMPANY 


938 Market Street, Wilmington, Delaware EE-35 


NAVAL STORES DEPARTMENT 


INCORPORATED 
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“How's Your Stock of 
Simoniz and Kleeners?” 


1943 is a Simoniz Year! 





Turn “Save-what-you-have”’ 
Desire into Big Profits. 


You're going to sell a lot of Simoniz and 
Simoniz Kleeners. Now that Spring is 
here, they’re already ‘‘on the march” 
off the dealer's shelves. More motorists 
and housewives are buying and using 
Simoniz and the Kleeners than ever be- 
fore. Natural enough! Simoniz and the 
Kleeners not only beautify but protect 
and preserve the finish . . . on furniture, 
woodwork, floors, linoleum, refrigera- 
tors and other kitchen equipment, as 
well as cars. So display Simoniz and 
the Simoniz Kleeners! Let your custom 
<S ers know you have them. And see to it 
© Guaranteed by 

Good Housekeeping you have a good stock. Better order 
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New Self Polishing SIMONIZ 
FOR FLOORS! 


Now housewives can give 
their floors the same lasting 
beauty so famous for cars... 
and without rubbing! Just 
put on Self Polishing Simoniz 
and it dries toa shine. Some- 
thing every woman wants. 
Sells itself. A volume profit 
maker. Getastock right away! 





anaes 








FF, 
mit: THE SIMONIZ COMPANY 





a 2100 Indiana Ave., Chicago, U. S. A. 
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War on the “Wolf Packs” 
takes plenty of TOOLS... 


Boat building centers throughout the nation 
teem with busy men at work on vitally needed 
small craft... escort and patrol boats to clear 
the sea lanes of menacitig subs... hard-hitting 
PT boats the enemy has learned to fear. . . less 
spectacular work boats and barges. 

Getting them down the ways fast enough to 
speed Victory uses up hand tools by the thou- 
sand, many of them Stanley Tools. 

No peacetime production measures would 
be adequate to meet this demand, and the many 
equally essential war requirements. Only dras- 


tic “streamlining” of our production methods 
has enabled us to deliver enough tools in time. 

Manufacture of non-essential items is sus- 
pended. Minor variations of tool lines, frills, 
and unnecessary paper work are out for the 
duration. The result is tremendously increased 
production. Critical materials are used more 
effectively, man power more efficiently. 

Your customers will understand why, with 
our total efforts directed to war needs, tools for 
ordinary use are searce. Stanley Tools, Division 
of The Stanley Works, New Britain, Conn. 


Tools Are Vital for Victory ... Sell Only for Essential Use 


_. STANLEY TOOLS 


THE TOOL BOX OF THE WORLD 


1843 [STANLEY 


13, 1943 
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A vital message for every man who 


PLAIN TALK ABOUT 





Preventive maintenance will save 
your truck and money too! 


How will your business run if your truck stops? 


What are you doing to keep your truck running? 


You can prevent breakdowns before they happen, 
maintain your truck in good running order for the 
duration, and control its cost of operation. 


How? By using ‘“‘preventive maintenance control” 
—a simplification of the system which operators of 
big fleets have used for years to make their trucks 
last longer, reduce road failures and cut operating 
costs. 

““‘Doesn’t that take a lot of time and elaborate 
bookkeeping?’’ you ask. Not today! Your service 
station or garage can make it easy for you. 


How does “preventive maintenance” work? 
In essence, it is plain common sense put on a sys- 


tematic basis. It’s a practical use of that ‘ounce of 
prevention” to save a “‘pound of cure.” For example: 


It’s cheaper to adjust a fan belt than pay for a 
new radiator. 

lt’s cheaper to change the oil regularly than put 
in new piston rings. 

It’s cheaper to tighten a few bolts than buy a new 
set of springs. 


“Preventive maintenance control” consists of a reg- 
ular schedule of check-ups, adjustments and servic- 
ing to prevent mechanical failures. There are dozens 
of points on every truck which need regular atten- 
tion. So today many service men are using special 
check-lists which guard against overlooking a single 
point. 

Every 1,000 miles the check-list calls for a grease 
job, the oil checked, the engine adjusted and inspec- 
tion of tires, brakes and battery. 


The 5,000 mile check-up also covers the oil filter, 
valve adjustment, rotation of tires, etc. 


QUICK QUIZ FOR TRUCK OWNERS 





CAN YOU ANSWER “NO” TO THE FIRST SIX QUESTIONS—AND “YES” TO SEVEN AND EIGHT? 


1. ts your clutch slipping andthus Yes No 
wearing out quickly for lack of 


2. Has your truck been more than Yes NO 
1,000 miles without correct lu- C] C] 
brication at every point of me- 

chanical friction? 


3. Have you got a brake shoe yes no 
drum mityene congeeguand 1B 


the drum overheats and may 
crack any day, requiring an expensive re- 
placement? — 


4. Are your tires wearing out too YEs NO 
Se * e900 


out of line? 
Or because they have not been YES NO 


rotted? OO 


5. Have your axle bearings been yes No 
more than 15,000 miles without C) C] 
the wheels being removed for 
inspection and repacking? 





6.1s your oil filter cartridge getting yes ‘thb 
clogged up with dirt and threat- 
ening a complete engine failure? CJ Oo 


7. Have your spring clips been Yes NO 
tightened recently to prevent 
breaking of spring leaves and 
expensive repairs? 


8. Do your brakes take hold yes no 
smoothly and equally so that they C] CI 
are always ready in an emer- 

gency to prevent accidents? 


These are only a few of the many points 
which will be checked regularly when you 
give your truck “pr ti int " care. 
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HARDWARE TRUCKS 


Every 15,000 miles or so there should be an ex- 
haustive check-up with general tightening, wheel 
bearing overhaul, etc. 


These check-lists insure that you get good “‘pre- 
ventive maintenance”—but only if you send your 
truck for regular and systematic check-up service. 


What will it cost you? 


The out-of-pocket expense is low . . . and you ac- 
tually save money in the long run, just as “‘big 
fleets” have been doing for 
years! What pays them in 
peacetime is doubly profit- 
able for you today, when 
trucks and truck parts are 
difficult, if not impossible, to 
replace. 


Taking care of your truck 
is a patriotic duty — good bus- 
iness for you and good busi- 
ness for your country. Every 
truck is vital to winning the 
war! 

It’s up to you. So when 
your service station or ga- 
rage offers you a plan for 
“preventive maintenance control’’ —remember, they 
are prepared to help you save your truck for your 
business and your country! 


President Roosevelt and the 
Office of Defense Transporta- 
tion urge every truck owner 
to use preventive maintenance 
in order to preserve the truck 
as a vital asset to the nation. 








HOW PREVENTIVE MAINTENANCE 
SAVES YOUR MONEY 
WHILE IT SAVES YOUR TRUCK 















z NEGLECTED 
Cost per mile of TRUCKS 
replacement 
parts... 
ORDINARY 
‘ gem mmm MAINTENANCE 
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PREVENTIVE 


MAINTENANCE 
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TOTAL 
150,000 pease 











50,000 100,000 





CHART COURTESY OF “BAKERS WEEKLY” 


This advertisement is published 
in the interest of national needs 
for truck conservation by the 


ETHYL CORPORATION 


Manufacturer of Ethyl fluid, used by 
oil companies to improve the antiknock 
quality of motor and aviation gusoline. 


When he offers you a plan for 
PREVENTIVE MAINTENANCE CONTROL 


he’s prepared to help you 
SAVE YOUR TRUCK AND MONEY TOO 
with “big fleet’? methods 
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G’BYE BOYS, IT’S — 





Bug-a-boo! 








THE LINE WHOSE SALES 
GO UP AND UP! < 
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THE SUPER INSECT SPRAY 










































¢ Victory Ug-a-boo | 
arden Spray } ; Kills flies, mosquitoes ; ae ? i 
for Home Gardens : ‘ ee M h Moths, ants and man ¥: a : \ 
ae Cc - | Other household inses |AMm \ 
, iene Wete pias } ace oe 5 L 
2. : rystals 
“OCONY - vacul® | : Ritts y sore wor 
\ we 2 sas gl 
Sg Ny-v rrr S 


* Bug-a-boo Products « 


BY SOCONY - VACUUM 


Quickly available from coast to coast, with direct deliveries from 
our own warehouse stocks or through leading wholesalers 
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READY FOR DIG SUMMER 
SEAUTIFUL BEVERAGE SETS 
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22K GOLD BANDS. SAT! 
Set No. 26763, B- 567 — \ce lip pitcher and 
six 12 97: heavy bottom tumblers- 
22K GOLD BANDS. CRA 
Set No- 25812 p-567 — Eight 12 o2- 
Set No. -_ 55,8 575. \ce lip ure (80 oz.) and 
six 13 © heavy 6° ottom fa ney * blers- 
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Set No. 26783, 8- 575. Set No. 26401, 8- 575. 
Tall ice lip pitcher (48 Ice lip pitcher (80 ot.) 
oz.) an six 342 0%- and six 1002- tumblers- 
heavy bottom fancy 
tumblers 
? i 
10 Ove 
22K GOLD BANDS 
Set No- 26376 , B 254 9° old. Ice lip pitcher 
(80 o2.) potty six 10 02- tumblers- 
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22K GOLD BANDS. S 
Set No. 267 63, B- 570 — Ice lip pitcher and 
six 12 02- heavy bottom tumblers- 
Set No. 25812, p-570 — Eight 2 ot 
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Fashi giasses, d Ic u 
oned glasses, and Ice Tub. 


CORNING GLASS WORKS vennsyiveni 











ovely to look at...and easy to sell 





| OOK at this setting of Corning Regency Petalware. 
4 Beautiful 


warm the heart and catch the eye of every woman. 


‘ expensive-looking. Its sure to 


Yet it is priced low enough to match the pocket- 
book ol every customer. W ide appeal low cost 
a good profit... they all add up to make this line 
a “natural” for you to sell. 

The seventeen-piece Regency Petalware Lunch- 
eon Set (illustrated above) consists of: 4 cups. 4 
saucers, 4-8” salad plates. 1 vold-decorated 9 oz. 
Fifteen-piece 


tall tumblers. and | 11” salver. 


Regency Petalware LuncheonSet consists of: 4 cups. 


ORATED PErq, 
R 


"ty 3 fon SETS 


, Regency 





1 saucers. 4 


8” salad plates. | cream pitcher, l 


sugar bowl, and |--I1” salver. Decoration is gen- 
uine 22 karat gold. 

This lovely luncheon set is a good sales-getter at 
any time. Right now. with so many lines hard to 
get. it provides an ideal way to replace lost volume 
and to keep customers coming to your store. 

Get all the facts about Regency Petalware now. 
Place an order and see how fast it moves off your 
shelves. Get in touch with your jobber, or write to 
Macbeth-Evans Division. Corning Glass Works, 


Charleroi. Pennsylvania. 


Dwison CORNING GLASS WORKS pennssiveni 
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It takes TOOLS to win the war 


Don’t abuse them! 


NE of the indications of a good workman is the way he cares 

for tools. Today, with the Army and Navy demanding quality 
tools in unheard-of quantities, there are few that can be spared for 
civilian needs. It is doubly important then that we make every tool 
we use give its full measure of service. 

Most tools do not wear out. They are broken, damaged or lost 
long before they serve their full life. Conserving tools will add 
months, even years to their usefulness. 

As a contribution to this tool-conservation program, we have 
prepared a booklet packed with suggestions on the care and safe 
use of tools. A copy of this booklet will be sent to anyone interested. 


Handle tools carefully—treat them well. Quality tools are built 
to stand hard use—not abuse. Remember that a broken tool is a 
“break” for Hitler. 


Mathias 
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KLEIN 


3200 BELMONT AVENUE, CHICAGO 


Write for this free 
booklet on the care 
and safe use of tools. 











Mathias Klein & Sons 
3200 Belmont Avenue, Chicago, Illinois 

Gentlemen: Please send me without charge a copy of the booklet 
“Long Life to Tools.” 
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Here’s what you get Today 
in PANTHER and DRA 


FRICTION TAPE 


. Guaranteed Footage 

. Substantial Fabric 

. High Tensile Strength 

. High Dielectric Strength 
. High Adhesive Strength 
. Uniform Thickness 

. Uniform Width 


. Excellent Tackiness 
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. Strong, Durable Core 
. Colorful, Attractive Boxes 


PANTHER and DRAGON Friction and Rub- 
ber Tapes comply liberally with all the require- 
ments of Federal Emergency Specifications as 
well as those of A.S.T.M. 

Sixty-five years of manufacturing wire and 
cable insulation as well as tapes has taught us 
how to make long-lived tapes that will provide 
firmly adhering, weather-resisting mechanical 
splices for insulated wires and cables. 

You make no mistake when you stock 
PANTHER and DRAGON Tapes and recom- 
mend them to your customers. 
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RUBBER TAPE 


. Guaranteed Footage 






. High Grade Compound 

. High Tensile Strength 

. High Elongation 

. High Dielectric Strength 

. Uniformity of Thickness and Width 


. Excellent Fusion 


CN A YA Rh we NO = 


. High Insulation Resistance 





9. Excellent Tackiness 
. Colorful, Attractive Boxes 













Rubber tapes are 
available in both 
PANTHER and 
DRAGON Brands. 


Sold Through 
Recognized > 
pendent Whole- 
3291 salers. © * © * 


PANTHER & DRAGON 


FRICTION AND RUBBER TAPES 








DIVISION OF 
THE OKONITE CO. 


OFFICES IN PRINCIPAL CITIES 


HAZARD INSULATED 
WIRE WORKS 


WILKES-BARRE, PENNSYLVANIA > 
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PHOTOS BY U. S. ARMY SIGNAL CORPS 


“FOR ACCOMPLISHING MORE THAN 
SEEMED REASONABLE OR POSSIBLE” 


—from a letter to Ray-O-Vac by 
Robert P. Patterson, Under-Secretary of War 


SEALED- 
A \N-STEEL 
4 10 PREVENT 

7g CORROSION 





i aos Army-Navy “E” flag proudly flies over our YOU, OUR CUSTOMERS, 
SHARE THIS AWARD 

plant, symbolic of performance on the production Your loyalty and increasing 

business over the years 

front “for accomplishing more than seemed reasonable enabled us to build our fac- 


tories, laboratories and or- 
ganization to the point of top 
performance. Your patience 
and understanding in the 

PROOF and communication batteries are delivering face of civilian supply short- 
1 ages have helped us convert 
quickly to war production. 


or possible.” We are proud that Ray-O-Vac LEAK- 


needed power in front line service all over the world. 


After the war we will gladly offer you and your customers 


the fruits of Ray-O-Vac’s wide and varied war effort. 





BUY WAR BONDS BUY WAR STAMPS 


FLASHLIGHTS a BATTERIES 





RAY-O-VAC CO., MADISON, WIS. 
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IN HACKSAWS, NOTHING FINER THAN 














@ In war production plants all over the 
Nation, Atkins “Silver Steel,” “A-Mol” and “AAA” 
Hacksaw Blades are doing a stand-out job. Their 
contribution to the national war effort consists in 
saving time... by cutting longer periods without 
requiring replacements ... by standing up under 
the hard usage inflicted by inexperienced plant 
workers ... by cutting faster on a wide range of 
metals up to the hardness of modern, tough alloys. 














In hacksaw blades—as in the many other types 
of saws used throughout industry — there is truly 
nothing finer than Atkins. 





In accordance with WPB rulings standardizing 
hardware items in the saw industry, it has been 
necessary for Atkins'to confine production to stand- a 
ard items for the duration. A list of the saws we om 
are permitted to make has been prepared. Write 
today for this list. 


E. C. ATKINS AND COMPANY al 
410 S. Illinois St. Indianapolis, Ind. e 










CUTTING A NAME FOR THEMSELVES IN WAR PRODUCTION 
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New 
FRIGIDAIRE 
campaign an 


outstanding success 








ge wapeted s plan was announced only a few weeks ago! 
The second campaign advertisement has just reached 
the newsstands! Yet even at this early date Frigidaire’s new 
program has created widespread interest and enthusiasm. 
Frigidaire dealers hail the campaign as an exceptional 
good will builder. They are carrying out extensive promo- 
tions in their communities to get full benefit from the 
— appeal of Frigidaire’s WARTIME SUGGESTIONS 
ooklet. They are using it to maintain their identification 
with the Frigidaire business, and to build good will that 
will be increasingly valuable to them as time goes on! 


How dealers build good will with 
WARTIME SUGGESTIONS 


Quick to seize an opportunity, Frigidaire dealers are tying 
in with Frigidaire’s national advertising, and are providing 
refrigerator users with WARTIME SUGGESTIONS booklets in 
many resourceful ways: 


Giving to store visitors 

Mailing to Frigidaire users 

Leaving on service calls 

Mailing to store customers 

Giving to Home Economics classes 

Giving to Red Cross or other groups 

Offering in advertising 

Distributing in cooking schools 

Distributing through County Home Demonstration Agents 
X Offering in window displays 


Hm Mm KK KO 


For Excellence 





in War Production 
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FRIGIDAIRE 
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Every day brings thousands of requests for WARTIME SUG 
GESTIONS book lens from refrigerator users everywhere. 
Many request specific information. Others tell how proud 
they are of their Frigidaires and how interested they are in 
receiving help on today’s food and refrigeration problems. 











COMING! «How to make room in a crowded re- 
frigerator” is the next timely message that will appear 
during May and June in Life, Ladies’ Home Journal, 
Woman’s Home Companion, Good Housekeeping. 
McCall’s, Better Homes & Gardens, American Home, 
True Story and Farm Journal and Farmer’s Wife, with a 
combined circulation of more than 27 million copies. 
Watch for it! 


FRIGIDAIRE Division of GENERAL MOTORS 


Peacetime Builders of Home Appliances, Commercial Refrigeration, Air Conditioners 


HARDWARE AGE 


tio =). SSN! Ee” 


This advertisment appears in May in eight “outdoor” magazines, 
in two popular science magazines, in American Legion and N. Y. Times Magazine 



















LT. RAWLINGSON’S 


One 
Shot 

















IN GREECE, a weary British rearguard slogs over a bridge of the Corinth Canal. Engineers 
remain to lay demolition charges. Before they can be fired, German parachutists shower down, 
seize the bridge. Engineer Lt. Rawlingson escapes, hides in a hole. The Germans search frantically 
for the hidden TNT. Suddenly, Rawlingson spies one of the distant detonators—no larger than a 
cigarette, hanging by the connecting wire against the gray stone of the bridge. Raising his rifle, 


he sights carefully—fires! A deafening roar. Bridge and Germans fall, a tangled mass, into the 


EVER SINCE rifling turned guns into deadly precision 
instruments, the trained rifleman has been the back- 
bone of the army. 

Our own history, especially, has been the history 
of men who shot faster and straighter than their 






This program trains qualified 
men in the use of small arms. 
It is invaluable to civilian de- 

fense units, guards, etc., and to all prospective 
= service men. Even quartermasters, signal corps and 
cooks are armed—and must learn how to shoot— 





re- in this war. And the basic principles of aiming 
ear and trigger release are the same for riflemen, artil- 
nal, lerymen, pursuit pilots and bombardiers. 

ng. ° ° : 

= So... share your rifle with your neighbor, under 
ha 


les. 





Today, 100% in war work. In normal times, manufacturers of 22 cal. 
RIFLES, SHOTGUNS, TELESCOPE SIGHTS, TARGO GUNS AND EQUIPMENT. 


SE MAY 13, 1943 


Canal. The British trudge on toward their ships—saved by a rifleman. (This is a true story, 
except for the rifleman’s name, from the September 1942 issue of The American Rifleman.) 


foes. But America is no longer “a nation of marks- 
men’’—/ess than 2% of inductees know anything 
about rifle arms. That is why fire-arms manufac- 
turer O. F. Mossberg & Sons, Inc. urges a// owners 
of .22 calibre rifles to... 


Share your rifle with your neighbor 


Under the nationwide Training Program sponsored 
by the National Rifle Association, Washington, D.C. 


the NRA training program, Help teach patriotic 
boys—and men—how to use a gun. Ammunition is 
made available through the National Rifle Ass’n. 
Join, or start, a local rifle club—now! 


Take a real step toward making America, once 
more, a nation of marksmen—anconquerable! Mail 
the coupon for helpful, free booklets—today. 

——— ET a 


©. F. Mossberg and Sons, Inc., 3165 St. John St., Check 


New Haven, Conn. booklets 
Please send my copy of ‘The Guidebook to Rifle desired 
Marksmanship.”’ C] 


Please send me the N. R. A. booklet on how to 
organize and conduct a shooting club. C] 


PLEASE PRINT 
Street 


City este , State 


| Name 





Ke HELP FOLKS 


MAKE OLD THINGS DO! 


DISPLAY Du Pont Duco Cement; remind your customers 
how easy it is to repair broken articles now hard to replace. 

Duco Cement is clear, waterproof and flexible. It mends 
broken china, glassware and toys—repairs torn luggage, scuffed 
shoes and damaged books—fixes loose rungs in chairs and 
tables—mends nearly everything except rubber. 

Duco Cement is easy to apply—dries quickly— mends per- 
manently. It sells on sight! 


E. I. DU PONT DE NEMOURS & CO. (INC.), WILMINGTON, DEL. 
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WESTINGHOUSE 
ELECTRIC & MANUFACTURING COMPANY 
























246 EAST FOURTH ST. 
MANSFIELD, OHIO 


May 3, 1943 


POSTWAR PLANNING 
WITH BOTH FEET 
ON THE GROUND 


When peace comes and the postwar planning you're hear- 
ing so much about now can be expressed in actual products -- 
what will you, as an electrical merchant, be most interested in? 


First, we believe, you will want a line of products 
which you can get for actual selling -- fast! 


It's all right to talk about new plastic refrigerators 
and glass ranges -- but if you have to wait for months before 
you can get such products, you're not going to play many tunes 
on your cash register meanwhile! 


Second, you will want products that have acceptance. ot wed 


Neither you nor your customers will want to experiment with new af. 


SS 


S 


and untried products and materials, no matter how novel and 


glamorous. yt 


So we think postwar planning in your interest means 
our getting into production fast -- getting you a line of 
products you know will give customer satisfaction -- products 
that give you low selling cost, low service cost with quick 
turnover and profits. 


'y 
= 





To be sure, we have our share of new and revolutionary 


designs for ranges, refrigerators and whatnot -- and we're as 

far advanced with them as any patriotic manufacturer should be ~ 

who is 100 per cent in the war effort. yo 
But -- we have been in this business a long time, and etn 


we know that nobody can introduce new and revolutionary things AG uy 
without bugs. And bugs mean delays in getting onto the mar- 4. 
ket, service expense to dealers, disappointment to customers. 

So we submit that wise postwar planning in your inter- 
est should prompt us to go through two stages: 


1. Get into production fast on essentially those 
products you have sold before -- improve, but 








(over) 


EVERY HOUSE NEEDS WESTINGHOUSE 





(POSTWAR PLANNING -- Page 2) 


don't experiment then with radical changes. 


Bring along the revolutionary new develop- 
mente as quickly as they can be "proved." 


You're going to hear a lot about the new appliances 
that are coming, postwar. You're going to be told to wait 
for them. You're going to be told that everything you sold 
in the past will be obsoleted by what's coming. And that's 
so -- eventually. 


All we can say ie that products that are “coming” 
ring no cash registers until they arrive. Rushing into them 
may mean expense to you. We all know that the products you 
sold in the past gave mighty good customer satisfaction and 
performance. And with the huge postwar demand, what is more 
sensible than to give the public good, proven products -- 
pronto! 


We hope you will agree with this outline of our 
thinking. We call it “Postwar planning with both feet on 
the ground." 


Of course, there may be some radioal new products 
in the immediate postwar period as @ result of new manu- 
facturers who haven't any time-tried prewer designs. 


But we (and certain other manufacturers like us) have 
an experience in this business -- an experience that involves 
a lot of “know-how” in appliance engineering, manufacturing, 
and in working with and making money for dealers. 


And we know that’ postwar success involves far more 
than merely postwar products, Your future and ours is de- 
pendent upon continued CONSUMER ACCEPTANCE. That suggests 
there are many things we both should be doing now for later, 
Our program for doing these things is outlined in a little 

ok entitled "Y ture " which I am sending you. 
I should appreciate your reading it carefully and letting me 
have your reactions. 


Sincerely, 


A, | 


Tt. J. oy, Sales Manager 
Electril’ Appliance Division 
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AND STILL GOING STRONG... | 


Back in 1914, two world wars ago, the erector of this Pittsburgh Welded 
Farm Fence marked the date on the concrete post-anchor. Today, after 29 
years of stout, successful resistance to service demands and the deteriorating 
effects of the elements, it is still firm and intact, rendering the same 
dependable service as the day it was installed. 

This worthy record is typical of Pittsburgh Welded Farm and Poultry 
Fence. Engineers know that the Pittsburgh method of automatically welding 
fence joints at the intersection of line and stay wires, results in unparalleled 
strength and permanency in comparable gauges. Pittsburgh Welded Fence 
Joints are firm, strong and sag resistant. 

Of vital importance now, Pittsburgh Welded Fence requires from 12% to 
15% less precious steel to manufacture because wire-wasting wraps and ties 
are eliminated. The resulting reduction in weight-load on the line wires 
further discourages sag and increases stability. These combined advantages 
assure maximum service with minimum maintenance. 


PITTSBURGH STEEL COMPANY 


1621 GRANT BUILDING PITTSBURGH, PA. 
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\P7 Pittsburgh ‘2°; Fences 


A complete line of Fences and Fabrics 





ON THE NATIONAL MAP — 






DEVOE ADVERTISING 
puts up sales-markers that direct 


customers and prospects to your store 
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Devoe advertising in national magazines reaches millions of 
home owners and important paint users—prompts them to buy 
Devoe products. These ads are “sales-markers” directing traffic 
to you, and to the great company of Devoe dealers, dotted all 
over the U.S. A. 

There’s nothing mysterious about national advertising. Like 
the great national highways of the country, advertising creates 
the flow of buying traffic. Converting it into the /ocal highways 
and right to your door...calls for cooperation on your part—win- 
dow displays, counter displays, advertising in your local papers. 

To supplement Devoe advertising in magazines which reach 
millions of paint buyers every issue—we have created for you 
colorful, sales-making material that you may employ locally to 
bring this national advertising —and the buying urge it creates 
—right to your store. This material is FREE to our dealers. 


A DEVOE Agency Franchise is a valuable asset . . . an “insurance policy” for 
successful paint departments. They are still available in some communities. It will 
pay you to get complete details from the Devoe representative in your territory. 
A request on your letterhead will bring immediate action. 

“People who know — handle Devoe.” 


DEVOE & RAYNOLDS CO., Inc. 


The 189th Year of the Oldest Paint Maker in America 





787 First Ave. 825 W. Chicago Ave. 
NEW YORK CHICAGO 
HARDWARE AGE M 
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Dewyerwetter |! 


Can there be a 
tougher job for 


> sJUSTRITE 
MEYERCORD DECALS ? OILY WASTE CANS | 
The sensible way to store oily 
waste and other ‘flammable 
materials without fire hazard. 
24 Gauge galvanized sheet 
steel, double seamed and sol- 
dered. Foot lever for easy ' 
opening — automatic closing. 
Approved, inspected and indi- 
vidually numbered and labeled 
by Underwriters’ Laboratories, Inc. 6 sizes, 6 to 40 gals. 





Decal nameplates on propeller blades! Blades 
that cut the bitter cold winds of the Arctic... the 
humid air of the Tropics... that claw through 
sand storms of the desert...cold, heat, the 
wrack of battle, hour upon gruelling hour. That’s 
one of Meyercord’s many wartime assignments. 
Have you a tougher task for Meyercord Decals? 


Meyercord Decal engineers are constantly solv- 
ing problems where lightweight, low-cost, non- 
metallic nameplates, identification, dial faces, in- 
formation markers, insignia, etc., are required. JUSTRITE 

Decals are ideal for fast production. Quick and SAFETY FILLING CANS 
easy to apply. Adaptable to any surface. Durable, a 
uniform, highly visible and permit use of color. No satis Chisthin ahs aus: be eemeed tal 
sharp edges, no screws, bolts or rivets. The un- fuel tanks, etc., with minimum fire risks. 
limited uses for Decals challenge the imagina- ; No splashing, spilling or waste.Sturdy 24- 
tion. Meyercord technical and designing service ) gauge steel body, baked enamel finish. 


is available without cost. Address Dept. 1145. Pienible motel epeut. 4 sian, 5 to 
quarts. Approved and listed by Under- 


Photo of propellers and writers’ Laboratories, Inc. 


nameplate courtesy of JUSTRITE TWIN-BULB 


Hamilton-Standard Di- 

Vee | SAFETY CANS ELECTRIC LANTERNS 
similar to above but Ideal light for watchmen, guards, and 

= without flexible spout. general blackout use around factories. 


ig RODE oF 
RCRAFT j 
, Don't delay. Ask your jobber today, 


PRop LLERS or write for catalogue and prices. 
ea JUSTRITE MANUFACTURING COMPANY 
2073 NORTH SOUTHPORT AVENUE, CHICAGO 


FAST * COLORFUL * DURABLE IDENTIFICATION Sa 
MEYERCORD DECALS (NCL CRLULON eoy 4 


SAFETY CANS - FILLING CANS - OILY WASTE CANS 
APPROVED SAFETY ELECTRIC LANTERNS 
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JOBBERS ONLY 


Obligation 


To keep you supplied—even to a very 
limited extent under wartime restric- 
tions—allotments of Edlund Egg Beat- 
ers and Can Openers are necessarily 
based upon previous sales. 
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TO MAKE FRIENDS For US 


We are giving away this little book on the 
use, maintenance and repairs of Porter Bolt 


Clippers — and other hand tools used in 
metal work — soliciting requests for it 
through extensive trade paper advertising — 
because it will make friends for us, and for 
our dealers and distributors. These friends 
will be our customers — your customers too 
— when the war is over. 

Now Porter metal cutting tools are serv- 
ing on the production front as well as on 
the battlefront — saving man hours and 
production costs — speeding the day of 


Victory. Write for illustrated catalog and a copy 
of this new tool maintenance book. 


The Army-Navy ‘‘E’’—an honor all 
Porter men and women pride. 


Note: We are using every available man, 
twenty-four hours a day, to meet Government 
requirements, and especially to meet our job- 
m, bers’ needs with the earliest possible shipments 
permissible.) 





H. K. PORTER, INC. 


EVERETT, MASS. 


War or No War!) 


ROGERS CARRIES ON 


With Exclusive Hardware Jobber Policy 
During these strenuous days we are doing our utmost to 
supply our customers with Rogers liquid fish glue as rapidly 
as possible ... and we are abiding by our exclusive policy 
of offering the hardware trade absolute protection by not 
selling to chain store groups, group buyers and mail order 
houses. In fact, be- 
cause of the excel- 
lent cooperation that 
has developed as a 
result of our strict 
herdware trade 
policy, we are ex- 
panding the program 
for your benefit, and 
. « « WE ARE NOT 
ADVANCING OUR 
PRICES! 


Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 





If you have suffered any delay in ob- 
taining Rogers’ liquid fish glue, it is 
because Uncle Sam is the man ahead 
of you . . . we know that you won't 
mind waiting in line behind him. We 
assure you that we are doing our ut- 
most in research and production to 
fulfill all of your orders absolutely as 
rapidly as possible. Please bear with 
us in this respect . . . we expect that 
you will receive your shipments 
promptly. 



















GLOUCESTER, MASS. 


‘Victory Wick 





FOR O/L-BURNING WICKLESS STOVES 


.... PINCH HITTING 


FOR THESE FAMOUS WICKS 


FLAMEMASTER 


AND 








.... and doing a REAL JOB ! 


Government need, in connection with the war effort, has 
sharply curtailed the production of both GLASWIK 
Spun Glass wicks and FLAMEMASTER asbestos wicks 
—but we will continue to fill your needs as fully as 
conditions permit. As a “‘Big League’’ substitute we 
offer you the VICTORY WICK. . . a tested and proven 
asbestos paper wick that lights quickly and produces s 
good flame . . . it’s really more than a pinch hitter 
because its performance is strictly ‘‘First Class.’’ Con- 
veniently packed in 5% foot lengths; in four sizes to 

fit any standard stove. Don’t risk the loss of sales 
ee ORDER YOUR SUPPLY OF VICTORY WICKS 
NOW! 


ASBESTOS CO. 


Manufacturers of Glaswik and Flamemaster Wicks 
PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 


North Wales, Penna. 
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rs HE armed forces are using 

huge quantities of hardware 
cloth—for protection of food and 
countless other needs. However, 
the government recognizes that 
limited quantities of hardware 
cloth must be provided for essential 
civilian uses, such as rat-proofing, 
floors for poultry houses and other 
places where food and protection of 
health are concerned. 

Quantity limitations make cus- 
tomers more eager than ever to get 
quality hardware cloth. For they 
know it will have to last a long 
time. That’s why you make such 
a hit when the cloth you show 


them bears the Cyclone name. 

U-S-S Cyclone “Red Tag” Hard- 
ware Cloth is well known for its 
lasting qualities. It is strong. It has 
a firm welded selvage, with a 
straight edge that fits snugly into 
frames. Wires are straight and par- 
allel. Galvanizing is evenly applied 
to provide maximum protection 
from rust. In every way this fa- 
mous cloth is made for long life. 

Just how much cloth can be had 
now or in the future, is hard to say. 
But your jobber will do all he can 
to help you get Cyclone Hardware 
Cloth. Keep in touch with him for 
information on available supplies. 


NR 


CYCLONE 
Red Tag 


HARDWARE 


= | UeS*S CYCLONE ‘“ze°o?’ HARDWARE CLOTH 


ICKS 
CYCLONE FENCE DIVISION 


AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Ill. - Branches in Principal Cities 
United States Steel Export Company, New York 


woNiBeD STATES. STEEL 


MAY 13, 1943 
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For Closet Doors 
Federal Type 150A 








Entrance Set 
Federal Type 150-154 


For Bedroom and Bathroom ! E 
Doors Federal Type [51 Tl S fF aA} 
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. « « Mew Catalog 


shows permitted items — the Dexter- 
Tubular Commander Line and Cabinet 
Hardware that conform with Federal 
specifications on War Housing. Write 
today for your copy — sent at once 


without obligation. 
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You can be envious of the dealers handling the National Brass Line 
— particularly those in War Housing areas. They have the “lead-off” 
of Dexter-Tubular — can actually demonstrate savings via Drill-Hole 
installation — can confirm rugged, dependable quality by showing 
the Warranty. Then, they have a supporting line of Cabinet Hard- 
ware, Shelf and Screen Door Hardware — conforming to applicable 
Federal Regulations. 


WHAT IS AVAILABLE WITHOUT PRIORITY — Many items of Cabinet 
Hardware and DEXTER-TUBULARS illustrated in the regular catalog are 
still available. Lines are broken — you may not find the finish or design 
desired — but we will advise you of the closest alternates in stock. Available 
without priority while existing stocks last. Don’t hesitate to write or wire 
us — as always, we want to serve you to the best of our ability. 


National Brass’ Company, Mfrs. 


GRAND RAPIDS, MICHIGAN 


Builders Hardware 
Lr Cabinet Hardware 
Screen Door Hardware 
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We're out of manila rope, Bill, \ 








but here’s a chain you can use 


We have developed considerable respect for the 
resourcefulness of American hardware dealers. 
And never has that respect been better justified 
than in recent weeks when hardware men have 
begun to sell weldless chain to do many of the 
jobs ordinarily handled by small and medium 
sized manila ropes. 


This trend is evidence of straight thinking. We 
are confident that it’s a sound move and to help 
things along, we submit to you hardware men 


the comparative table of tensile strengths shown 
below. 


Select the size of rope your customer needs 
which appears in the left-hand column. Then 
follow the line of figures to the right. You'll find 
it easy to pick out the correct size of Tenso, Lock 
Link and Niagara weldless chain which will do 
the job and which you can recommend without 
hesitation. 

Additional information desired will be cheer- 
fully supplied on request. 

Will you please remember, when placing your 
orders for chain, to supply the highest preference 
ratings you can obtain. 


COMPARISONS VARIOUS WELDLESS CHAINS TO MANILA ROPE 


MANILA ROPE 


TENSO WELDLESS CHAIN _ 


LOCK LINK WELDLESS CHAIN 


NIAGARA WELDLESS CHAIN 


















































*F, * a 
Weight — py Trade Diam- Weight Break Trade Diam- Weigh Break Trade Diam- Weigh Break 
Diameter 100 ft TR-60la Wartime Size eter 100 ft Test Size eter 100 ft. Test Size eter 100 ft. Test 
(Inches) ~(Lbs.) (Lbs.) (Lbs.) (In.) (Lbs.) — (Lbs.) (In.) “(ibs:) = (Lbs.) (In.) (Lbs.) (Lbs.) 
3/16 1.37 420 336 No.3 .08 5.75 375 No. 4 072 6.00 405 No. 4 072 4.75 420 
1.71 550 440 No.2 0915 7.50 430 No. 3 080 7.00 495 No. 3 .080 5.75 505 
5/16 2.52 950 760 No. 1 .1055 10.00 785 No. 1 1055 13.00 940 No. 1/0 .1205 13.50 1130 
No. 1,0 1205 13.00 1000 
38 3.45 1275 1020 or No. 1/0 .1205 17.00 1055 No. 2/0 .135 17.00 1370 
No. 2,0 1350 17.00 1205 
7/16 5.15 1750 1400 No. 40 162 23.00 1500 No. 2/0 .135 22.00 1545 No. 3/0 _.1483 20.25 1675 
15/32 6.14 2250 1800 No. 5/0 177 26.00 1850 No. 4/0 162 29.00 1915 No. 4/0 .162 25.00 1845 
12 7.36 2650 2120 _— “ .192 37.00 2105 No.5/0 .177 34.00 2440 No. 5/0 .177 30.00 2220 
9 16 10.20 3450 2760 No.8 0 2253 47.00 2850 No. 6/0 192 41.00 2940 No.7/0  .207 40.00 3100 
58 13.10 4400 3520 No.9 0 2437 55.00 3355 ax 
34 16.40 5400 4320 No.100 _ .2625 67.00 4525 


*Minimum Breaking Strength 








AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


BRIDGEPORT © CONNECTICUT 


HARDWARE ACE 


ESSENTIAL PRODUCTS... TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope, 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolleys, 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 


READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 


HAIN 
Break 
Test 
(Lbs.) 
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Self-Service for 
Hardware Stores?— 
Department 
studying the possibilities of 
“self-service” departments for 
selling staple goods of the 
type requiring little explana- 
tion or those which are bought 


stores are 


largely because of need. 
Chain stores have had semi- 
self-service for years. This 


has permitted some economies 
of operation and slightly lower 
selling prices. In _ today’s 
picture, the scarcity of help is 
giving these larger operators 
an added urge to expand the 
self-service idea, in the belief 
that the consuming public will 
accept any added inconven- 
ience in the spirit of war-time 
sacrifice. The wide-spread 
growth of self-service super- 
markets also would serve to 
indicate that there is little 
public prejudice to the idea— 
even before the war caused a 
shortage of man power. How 
will self-service work for the 
hardware business? We be- 
lieve that for most, if not all, 
retail hardware stores the idea 
would not be satisfactory or 
even practical. Too many 
hardware store sales are tied 
closely with some service re- 
quirement needing explanation 
and demonstration. Many peo- 
ple come to hardware stores 
for paints, household utensils, 
tools, harware, etc., because 
they know that they can obtain 
advice as well as merchandise. 
Since the open top table dis- 
plays became popular in hard- 
ware ranks, there has been 
some self-selling but it has not 
been sufficient, either by 
volume or percentage of the 
number of annual transac- 
tions, to permit any economy 
in manpower. Hardware 
stores are seldom overstaffed, 
even in normal periods. What 
do our readers think of “self- 
service in hardware stores?” 
Let us hear from you. 
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Black Markets 
for Hardware:— 


Believe it or not—I do not 
know of a single “black mar- 
ket” source for hardware. 
Nor do any other members of 
the HarpwareE AGE staff. And 
we don’t want to learn of 
them, either. We are sorry 
they exist. My recent com- 
ments on this subject (See 
H. A., April 15, p. 21) have 
provoked considerable corre- 
spondence, a few phone calls, 
some visitors who were seeking 
the names and addresses of 
such illicit sources for scarce 
merchandise and a_ few 
readers bitterly complaining 
of such practices. I have 
talked with a number of 
manufacturers whose goods 
are allegedly sold through 
such channels. They have 
disclaimed any knowledge of 
the subject and have expressed 
themselves as being at a loss 
to understand how the goods 
are obtained in any sizeable 
quantities. And that is what 
perplexes me most for every 
visiting buyer who discovers 
black markets, here and else- 
where, is amazed at the large 
quantities and varieties of 
merchandise on hand. If 
these reports are accurate, 


such inventories can hardly 
be incidental job lots picked 
up from liquidation sales and, 


very definitely, I am_ told, 
little of the merchandise can 
be classified as “rejects” or 
“seconds.” 


Patman Committee 
Will Investigate 
OPA:— 

The OPA is due for a 


searching investigation by the 
Committee on Small Business 
of the House. Representative 
Wright Patman of Texas is 
chairmah of that body. He 
promises: 

“*. . an investigation into 
all phases of the issuance of 
orders and regulations which 
have been issued by the 
Office of Price Administra- 
tion. Our committee is con- 
vinced that the Emergency 
Price Control Act has not 
been complied with. Con- 
ditions are forced upon re- 
tailers wholesalers 
which do not follow the 
provisions of this Act. This 
has caused no end of 
trouble for retailers. Be- 
ing shorthanded, these mer- 
chants do not understand 
why they should be sub- 


and 
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jected to do so much paper 


dollar and cents ceilings, 
especially when such _per- 
centages are contrary to 
their usual policy in pric- 
ing their merchandise. 
There have been numerous 
instances when they have 
been asked to accept a re- 
duction in their mark-up de- 
spite higher operating 
costs and higher taxes.” 
Such an _ investigation, 
honestly and intelligently con- 
ducted, should prove very 
beneficial to all distributors 
and would be truly in the best 
interests of proper price regu- 
lation to curb inflationary 
trends. OPA rules have be- 
come top-heavy and, in too 
many instances, are made by 
persons without any wholesale 
or retail experiences—in fact 
often completely innocent of 
any practical business train- 
ing. Although OPA Adminis- 
trator Prentiss Brown will 
have to bear the brunt of the 
criticism that such an inquiry 
will develop, it should be 
remembered that he inherited 
a tremendous organization 
already in motion and also in- 
herited many of the rules and 
policies which have caused 
the complaints that have en- 
couraged the Patman Com- 
mittee investigation. Taking 
Mr. Brown at face value, 
which I still do, and believing 
his freely expressed views on 
the subject, I believe he might 
properly welcome a searching 
inquiry and that, as an out- 
come of such an inquiry, many 
needed reforms may be expe- 
dited. 





Regarding Essential 
Civilian 
Requ irements:— 


Ever since the first big de- 
fense production program got 
under way more than two years 
ago, the prospects for even 


work, figuring mark-ups or 





the most essential civilian 
goods distribution were dis- 
mal. As we progressed from 
the defense stage to actual 
combat in World War II this 
situation became increasingly 
worse. Hardware wholesalers 
and retailers lived on their in- 
ventories with scant replace- 
ment rations. And they lived 
surprisingly well almost up to 
the present writing. Really 
acute shortages are just begin- 
ning to be really serious in our 
trade. Fortunately, the im- 
portance of maintaining a 
proper civilian economy, even 
in war time, is now thoroughly 
realized in Washington. Many 
present signs point encourag- 
ingly to some relief in the 
production and distribution of 
essential civilian _require- 
ments. If the program pro- 
gresses as promised, it should 
release materials, and _ later 
finished goods for hardware 
store sales, as hardware store 
goods have nearly front rank 
next to foods and clothing. 
Such a development surely 
comes under the heading of 
good news—providing the en- 
tire project doesn’t get delayed 
too long with red tape, sur- 
veys, questionnaires and what 
have you such as has been the 
case in too many other govern- 
mental activities. 


State Laws 
Restricting Knife 
Blade Lengths:— 


Knives, of the pocket or 
folding type, with blades over 
a certain length are illegal in 
many states. When they are 
over the legal blade length 
limit they are designated as 
“dangerous concealable weap- 
ons” and are fully as taboo as 
are revolvers without permits. 
The legal blade length allowed 
varies in most states. It is 
likely that in all states having 
such restrictions most hard- 
ware dealers and many other- 


wise law-abiding citizens are 
operating in violation of the 
law. The most stringent re- 
striction that has come to our 
attention is the reported Wim- 
bish Bill (Illinois S. 326) 
which would prohibit “carry- 
ing a knife having a blade 
length in excess of one and 
three-quarters inches.” This 
proposed Illinois law is ob- 
viously intended to curb a 
current wave of pocket knife 
stabbings, some of which 
have proved fatal. But as 
Illinois Retail Federation Sec- 
retary Joe Meek asks, “Is 
limiting the length of knives 
carried the real way to stop 
criminal actions in certain 
neighborhoods?” Certainly it 
is not and any state law which 
cuts the blade length of 
pocket knives down to one and 
three-quarter inches sounds 
ridiculous, hasty and unfair. 
Many knives worn on the end 
of watch chains have blades 
above that limit. Hardware 
dealers are sufficiently hard 
pressed today for merchan- 
dise to sell and should not be 
harassed by such a silly state 
law. You might just as sen- 
sibly stop making chairs be- 
cause occasionally some one 
runs amok and strikes another 
person over the head with a 
chair causing injury and even 
death. Lack of police enforce- 
ment and patrol cannot be 
cured nor improved by the 
substitution of the Wimbish 
Bill or other similar state 
laws. In recent months, 
pocket knife stabbings have 
been reported in many other 
parts of the country. If Illi- 
nois passes and enforces the 
one and three-quarter inch 
knife blade law other states 
may follow suit which is often 
the history of such restricting 
legislation. Hardware men 
in Illinois should fight against 
S.326 and dealers in other 
states should watch their state 
law making bodies to prevent 
similar action. 
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“Jim, you’ve got 


a nice place 


9 


here, but... 


ce ES, I know you've had to put in play 
Vos and china and records and un- 
painted furniture ... You’ve done a swell 
job keeping the hardware store going during 
the war. 

“But what are your plans for after the 
war? Are you going on competing with drug, 
department, furniture and chain stores? Or 
are you planning to get some of the rea/ 
money in the hardware business? 

“TI mean Builders’ Hardware, Jim. It’s 
going to be hot!’’ 


Demand for Builders’ Hardware is piling up. Reports show 


that hundreds of architects are working on plans and specifi- 
cations for millions of dollars’ worth of building to be erected 
starting V-Day, using Builders’ Hardware of the sort avail- 
able before the war. Lockwood Builders’ Hardware Dealers 
are working with these architects. 

There’s no mystery about the Builders’ Hardware busi- 
ness. Before the war you could put in a model stock for 
a moderate investment. With a little ingenuity you can set 
up a fine showroom. Stock forms simplify handling of re- 
cords and ordering. And a good Builders’ Hardware man 
can soon pay his way and show you a nice profit in a steadily 
growing business. 

It’s worth planning now. You’ve always carried some of 
the items needed: let us show you how you can plan to add 
the other lines required for a model stock; how to arrange 
and display them; how to record, order, and sell them. 

Builders’ Hardware has always been the foundation of 
a good hardware business. The Lockwood Franchise is a 
firm foundation, offering you a name famous for quality 
and style, a record of outstanding improvement and prod- 
uct development, and a live-and-let-live dealer policy 
that you will find profitable. ‘ 





HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS 
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MODEL STOCK 


*BUTTS and HINGES 
*FLOOR HINGES 


RESIDENTIAL 
HANDLE SETS 


*BROAD BEVEL 
DESIGN 


COLCNIAL DESIGN 


MODERNISTIC 
DESIGN 


PUSH BUTTONS 


*MORTISE BOLTS 


*SURFACE BOLTS 


*ELBOW CATCHES 


*CUPBOARD TURNS 


*DRAWER PULLS 


“Items generally carried in stock by all hardware stores 


Information obtained from 


Builders’ Hardware,’’ published by HARDWARE AGE. 





*CHAIN DOOR 


FASTENERS 


*CASEMENT 
FASTENERS 


*SASH FASTS 
*C & H HOOKS 


*LETTER BOX PLATES 


*SASH LIFTS 


*PUSH PLATES 


*DOOR STOPS 


WINDOW BEAD 


SCREWS 


SHELF RESTS 


TRANSOM 


HARDWARE 


DOOR KNOCKERS 


“Taking the Mystery out of 
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Soft lines com- 
prise the greater 
portion of stock 
in this infant's 
shop. Attractive 
displays and com- 
plete stocks of 
the unusual mer- 
chandise gained 
immediate accep- 
tance for the de- 
partment among 
regular patrons. 


Infants’ Shop 
Attracts 
New Customers 
to Pettee’s 


Oklahoma City firm gives 
an intimate, personalized 
service which has brought 
new patrons to the store 
from entire trading area 





/, J. PETTEE & 


Co. of Oklahoma City, Okla., last 
fall announced a new department 
which was successful from the 
start and which immediately at- 
tracted new customers and new 
volume. The “new arrival” was 
an infants’ department, the sug- 
gestion of Lila Davis, buyer for 
several first floor departments. 
Nurse Margaret Lowrey is in 
charge of the department. She has 
both the knowledge and the per- 
sonality to put the prospective 
mother at ease. 


Knit Goods in Demand 

The greatest response has been 
shown in tiny knit-goods and 
buntings, shawls, etc., for the at- 
tractive display of these little 
things creates interest in all the 
other articles needed for a baby. 
Considerable space is given to 
things for the baby that is just 
getting out and around. ‘Tiny 
hand-made and hand-embroidered 
coat and cap ensembles in both 
pastels and white are among the 
items in greatest demand. Added 
pull is given the department by 
the underlying suggestion always 
made that Pettee’s offers Ameri- 


HARDWARE AGE 


ref 


- 
2 





Mothers Look for These Items: 


Absorbent cotton 


Baby pants 


Baby record books 


Bed pads 
Blankets 
Bootees 

Bottle holders 


Bottles (nursing and 


utility jars) 
Coats 


Decalcomanias (for 
decorating cribs, car- 


riages, nurseries) 
Diapers 


Feeding sets (fork and 
spoon) 

Funnels 

High chairs 

Measuring cups and 
spoons 

Photograph albums 

Safety pins 

Shirts 

Soft soled shoes 

Talcum powder (baby 
type) 

Toys (teething rings, 
rattles, stuffed animals, 
dolls, wooden toys with 
vegetable coloring) 

Training pants 

Wash cloths 

Waterproof triangles 

Wrappers 

Play pens 

Bathinette 

Double boilers 

Trays 


Baby carriages 
Baby baskets 
Enamel baby baths 
Baby harness 

Baby swings 

Bands 

Bibs 

Bonnets 

Folding guard gates 
Baby oil (also olive oil) 
Bath thermometers 
Bottle brushes 
Bottle warmers 
Castile soap 
Comforters, covers 
Diaper holders 
Diaper linings 
Dresses 

Food warmers (hot 


plates) 


Gauze 

High chair pads 
Nursery chambers 
Nursery toilet chairs 





Sheets 

Skin creams 
Socks 

Strainers 

Towels 
Waterproof triangles 
Waterproof sheets 
Cribs 

Bassinettes 

Toilet seat chairs 
Sterilizers 

Nipples 

Racks and trays 
Baby scales 
Clothes hampers 
Baby strollers 
Baby auto seats 


— 





ON AVAILABLE GOODS 





can-made merchandise for Ameri- 
can babies. 

Nurse Lowrey gets a case his- 
tory of the expectancy, and by 
charting the time of the arrival 
she can better help with the type 
of garments most needed for the 
season. This plan is quickly ele- 
vating the Pettee department to a 


f 


('e 
‘| 


These show cases 
are ideal for fea- 
turing this type of 
article. They help 
concentrate the 
attention of the 
passerby and 
ample illumina- 
tion does the rest. 
Smaller items are 
shown effectively 
upon the shelf at 
the case’s top. 
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place of unquestioned authority 
among young mothers-to-be. 
Advertisements on this depart- 
ment are usually run in Sunday 
papers. These editions reach many 
people who live some distance 
from the city but who desire the 
intimate service offered by this 
department. An analysis of sales 


shows that this advertising is ex- 
tremely effective. 

An envelope enclosure on pas- 
tel pink coated paper printed in 
blue was used to acquaint old- 
time customers with the new de- 
partment. The slogan is “Let 
Nurse Margaret Lowrey plan your 
layette.” 














37 





HE first post-war 
delivery plan for major appliances 
is now being tested by the Hart- 
ford Electric Lighting Co., Hart- 
ford, Conn. For several months 
this utility company has been edu- 
cating dealers in the program and 
as word of the plan has spread it 
has attracted considerable interest 
among both business men and the 
public. 


The plar has several objectives. 
It will provide a means for siphon- 
ing off and converting some of the 
present excess purchasing power 


“Buy Now—Post-War Delivery” 


Business men and the public are 
interested in some plan whereby 
consumer items can be purchased 
now for post-war delivery. The 
Hartford “Victory Sales Plan” is 
simple and will be run by dealers 


into savings which can in turn be 
invested in government securities, 
therefore aiding in the financing 
of the war effort. It will also 
build up a backlog of orders for 
delivery immediately after the war, 
and this will aid greatly in the 
transition from war production to 














Serial No. 


DUPLICATE 


VICTORY SALES PLAN ORDER 


Date 


To 


Nome ons Address of Ovcler' 
and Hartford National Bank & Trust Company 


rictory Sales Plan: 
1 hereby order the following appliances on the Victory Sale —_ 






: } 
; | Estimated Price To Be Deposited } 
Appliance Estimated | 





Amount deposited with order__ | 


Balance | 
- - sciisinanatetl 


ational Bank and Trust Company, 
per month. Said Bank shall 


above appliances. 


“or e is to be deposited by me with the Hartford N 
ce is 
hly installments of $ 
the purchase of the : 

i sptions of the above appliance 

i goon as prices and descrip Sa 
a ae a am to select the models that I desire, nena en 

gern der will be made out and my deponite with hase a 
rae vi 7 . “ : 
a by over ae Sealy with the dealer's usual terms. 
' reference in delivery 
Mlished prices on any 


The above balan 
Trustee, in approxima 
hold said money in trus 






tely equal mont 


t for me for s become available at 







ction 0 

At that time & selec ee oe 
urchase price. Any excess 1 

ea Gatien any amount lacking will be pai 












and installation, 
' at es f the following 
i s assigns, agrees to give | : 

boy undersigned deste as follows from the regularly esta 

and to further 3 3 f 
.ppliances purchased on this plan: 7. 
Electric Refrigerator Por 4 
10.00 


Electric oy H aie : 
Electric Water Heate hen existing in- 
ty benefit of all the 
o give 7 Electric Light Company for 










: . 
The un lersigned dealer, or his assigns, also agree A 
t ty wances established by recognized dealers and The Hart 
allation allowanc i} 


ranges and water heaters. 
This order may be cancelled in writing 


eturned in ful 
ellation all my deposits will be r 


‘of models, In the event of can- 
up to the time of selection’ of mode 


| by the Bank. 










(Customer) 
(Address) 


(Dealer) 
Accepted this day of 


Hartford National Bank & Trust Company 







. lations hh may apply.) 
ia (Subject to any Government regulations which y app 








such as this. 
gn a regular order form en 


y the customer at an 


Customers si 
It may be cancelled b 


peace production by creating em- 
ployment at that time. 

It will aid dealers in the present 
period when electrical appliances 
are limited or non-existent, thus 
helping to maintain the sales or- 
ganizations for such appliances. 
The company also hopes that the 
plan will help it to continue its 
program of rate reductions 
through the maintenance of a high 
consumption of electrical power 
during the time that it takes indus- 
tries now engaged in war work to 
convert to peace time production. 


Plan Is Simple 


The Hartford plan is simpler 
than most programs of this type 
which have received recent men- 
tion in the news. Present dealers 
of major appliances will carry on 
most of the selling under the plan 
since the utility does not sell ap- 
pliances itself. It is interested, 
however, in seeing the market for 
these products in the community 
developed to the greatest possible 
degree. 

Under the plan, the customer 
will be able to go to dealers in the 
city and actually order an appli- 
ance, the delivery of which is to be 
made on a priority basis in the 
post-war period. Electrical refrig- 
erators, ranges, and water heaters 
can be purchased under the plan 
at the present time. Other appli- 
ances may be added later. The 
customer simply executes an or- 
der, sample of which is shown 
at the left, and makes the ini 
tial down payment. The contract 
does not specify a set selling price 
for the appliance. The customer 
merely agrees on the price range 
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of the appliance desired, say 
$150.00 or $200.00. 

Amounts suggested for deposit 
under the plan are not appliance 
prices. They are simply to be used 
as guides in setting up amounts to 
he deposited under the Victory 
Sales Plan. They are as follows: 


Wedinum 


Deluxe Priced Utility 
Vodel Model Model 
Electric 
Range $240.00 $185.00 $135.00 
Electric 
Refrig- 
erator .. 280.00 200.00 150.00 
Electric 
Water 
Heater 350.00 225.00 165.00 
Large Medium Small 
Family Family Family 
Size Size Size 


Monthly payments on the con- 
tract are made to a local bank 
which acts as trustee or to branch 
offices of the utility. The money 
received is invested in Government 
bonds. , 


Discounts 


Customers are extended instal- 
allowances and 
from the prevailing post-war list 
prices established on the appli- 


lation discounts 


ances as incentives to buy now. 
Discounts specified in the contract 
are as follows: 


Electric Refrigerator $5.00 
Electric Range 7.50 
Electric Water Heater 10.00 


Should the customer pay in 
more than the cost of the appli- 
ance he finally selects, the differ- 
ence will be refunded to him. If 
he picks a product that costs more 
than his contract called for, he 
merely adds the difference in cash 
or arranges for additional install- 
ment payments. The order may be 
cancelled at any time by the cus- 
tomer up to the time a selection 
order is signed. In case of cancel- 
lation, all deposits are refunded 
to the customer. 

Dealers receive a commission 
from the utility for each approved 
taken. The 


order commissions 
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rogram Sponsored 
y Hartford, Conn., Utility 


cover the installation costs and the 


discounts 


allowed 


orders. 
customers on 






These funds, in turn, are 
deposited with the trustee bank 











ANNOUNCEMENT! 


A 





on which our customers 


SSS 


Victory Sales Plan 


can make 


their money do TWO jobs 


Payments on the Victory Sales Plan go NOW into Government 


Bonds for war expenses. 


tric appliances on attractive terms. 


After the war the payments go into elec- 


Customers place orders now through their regular dealers for electric refrig- 


erators, ranges or water heaters to be delivered after the war. Monthly pay- 


ments are made to the Hartford National Bank & Trust Company. 


Existing credit regulations do not apply to this plan, and payments can be 


made to suit the pocketbook. 


, 


At the end of the war customers select models they wish and receive prefer- 


ence in delivery, substantial discounts, and other benefits 


If any customer 


feels he must withdraw, his payments will be refunded in full. 


Money paid in on this plan helps the war effort now, helps the fight against 


inflation, and helps make jobs after the war is over. 


Bombs For Hitler NOW 
Electrical Comforts For 
Yourself After the War 





For Full Details See Your Dealer 





(ay HARTFORD ELECTRIC LIGHT 


Company 











Advertisement announcing the Victory Sales Plan to the public was 
surrounded by smaller ads of the dealers cooperating in the program. 























by the dealer as soon as received 
from the utility. They are held in 
trust for the customer and ap- 
plied to his final billing for the 
appliance when it is delivered and 
installed. Schedule of commis- 
sions under the plan are as fol- 


lows: 


Paid to Dealer for Benefit of 
the Customer 


Refrigerator $5.00* 
Range 17.50* 
Water Heater (40 gal.).. 25.00* 
Water Heater (50 gal.) .. 35.00" 
Water Heater (60 gal.) .. 40.00* 


*Total of discount allowed customer 
for buying now and installation costs. 


Dealers also receive a $3 bonus 
in cash from the utility for each 
approved order. This commis- 
sion is to be paid the salesman se- 
curing the order. 

These allowances and discounts 
have nothing to do with the deal- 
er’s normal profits from the sale 
of the appliance. Every sale made 
at the list price in effect at the 
time would show the dealer his 
regular profit margin. 

The utility company is support- 
ing the plan with a program of 
advertising in local newspapers 
which is designed to inform con- 
sumers about the plan. Ads also 
stress how surplus earnings can 


perform a double duty if invested 
in the Victory Sales Plan. In some 
of the advertisements, mention is 
made of the dealers who are en- 
gaged in cooperating in the pro- 
gram. 


Dealers Sold on Idea 


“Results to date, while not out- 
standing, have been in line with 
our expectations,” says R. A. Gib- 
son, assistant to the vice-president 
of the utility. “Dealers in the 
community are sold on the idea 
and residents will eventually real- 
ize the advantages of such a pro- 
gram, we believe.” 


Definition of Priority Terms 


DMINISTRATOR—Man who 
says “No” to everything. 

Deputy Administrator—Man who 
says “No” to everything when the 
administrator gets tired. 

Controller—Controls flow of mate- 
rials you don’t get. 

Deputy Controller—Same as 
above but tries to make you like it. 

Director General—If your request 
is big enough, he’ll say “No.” 

End Use—You are the last per- 
son to use it so the last to get it. 

Rerating—You weren't going to 
get it anyway, but this makes you 
feel they are thinking of you. 

PD-1A—Some of our very best 
current fiction. 

Essential—Is what if you go to 
bed thinking you are and have a 
dream thinking you're not, it’s not 
a dream after all. 

Fill Out Form PD-500—Try and 
get Form PD-500. 

Priority Granted—Brother, your 
story must have been good. 

Prime Contractor—A guy that can 
take it and dish it out . .. to the 
sub-contractor. 

Sub-contractor—The guy that can 
really take it. 

P.100—Sure, we'll give you an 
A-10 but try and get delivery. 

Application Under Consideration 

Start looking for substitutes, 
brother. 

Critical Material—Anything you 
need. 


PRP—It did happen here. 


Allocation — Theoretical transac- 
tion only. 


Serial Number—The number you 
always confuse with the date. 


40 


Quota—This permits you to make 
up to 70 per cent of what you made 
last year if you can get the mate- 
rials which aren’t available. 

Temporary Building “E”—Where 


a bunch of the most courteous and 
engaging fellows discount everything 
you say by 99 per cent—and almost 


make you like it. 
—The Stove Builder. 


Features Farm Supplies 


HE informal arrangement of 

farm supplies in this window 
display attracted a lot of interest 
to it and the direct sales resulting 
were most satisfactory. The display 
was installed by the Babcock Hard- 
ware, Oconomowoc, Wis. This com- 
pany is located in the heart of the 
state’s finest milk producing section 
and enjoys a fine farm business. 


Barn brooms, sweat pads, milk 
pails, milk cans, pitchforks, shovels 
for barns, electric fence controllers, 
lanterns, dairy can brushes, paper 
egg cartons and other related items 
were displayed. The window was 
well lighted and the illumination was 
maintained every night until the 
theater, located in the neighbor- 
heod,. closed for the evening. 





Everyday items needed on the farm were featured in this display. 
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ON AVAILABLE GOODS 


The breakfast set 
and accompanying 
dishes and glass- 
ware show up well 
in the setting of 
a model kitchen. 





Features Obtainable Merchandise 
in Converted Model Kitchen 


as 


space in a model kitchen located 
at the rear and in one wing of 
the store to profitable use posed 
several problems for D. & F. 
Kusel Co., Watertown, Wis. These 
were overcome by shifting dis- 
plays of new housewares lines 
to this section and directing cus- 
tomers’ attention to the space by 
means of special illumination and 
promotions. 

The first step in this conversion 
was to place in the space a color- 
ful kitchen breakfast set. A table 
setting composed of dishes, glass- 
ware and silver was arranged 
upon it. Although these items 
were normally stocked in another 
part of the store, the space in the 
model kitchen was considered the 
display space for the line. This 
made excellent use of the center 
part of the floor and added much 
to the appearance of the entire 
space. 


(Continued on page 112) 
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D. & F. Kusel Co. is featuring a breakfast 
set, dishes, baskets, woodenware and 
mothproof cabinets in this problem space 





Mothproof cabinets are now ranged along the wall 
where major appliances were formerly displayed. 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 














Retail Sales Idea Club. 
are a member, you are entitled to 
participate in the club’s activities 
to any extent you desire. All you 
have to do is register for member- 
ship. You will find a handy regis- 
tration form on the opposite page. 
Just fill out and mail to Harp- 
ware ACE Retail Sales Idea Club, 
100 E. 42nd St., New York, N. Y. 


Once you 


Cash Prizes 


WARE AGE and by consulting with 
your employer. 


Contest 


HE response to the April 
“What Do You Know?” 
Contest has exceeded all of 
our expectations. We are de- Membership 
lighted that so many old members 
took the time to participate in this 
new contest and that many new 


Any person employed in a re- 
tail hardware store may become a 
member of the HARDWARE AGE 
members sent in entries and reg- 








istered for membership in the club 
at the same time. 

Details for the May Contest are 
Remem- 


i 


May Contest 


“What Do You Know?’ 


$20.00 in Cash Prizes 


For Answering These Questions Correctly: 


announced in this issue. 
ber this month cash prizes of $20 
will be awarded. The prize money 
will be divided as follows: $10 
First Prize, $5 Second Prize, $3 
Third Fourth 


Prize. 


Prize, and a $2 
In other words, this month |—-What advertising media are usually available to the retail 
hardware store? In your opinion, which one produces the 
best results? 

2—John Brown wants to price an item so it will show a 
mark-up of 40 per cent on the cost. The goods cost $9.00 per 
dozen f.o.b. dealer's store. Figure the retail price for the item. 
: Show all calculations to prove your answer. 
answer to a question, consult your 3—A good mailing list is the basis of effective direct-mail 
He will be glad to help advertising. What points should be considered in developing 
you learn more about the hard- and maintaining such a list? 
Ordinarily, what is the lowest priced item that should be 
Why? 

5—You can easily find the approximate inventory of a busi- 
ness at the end of the month. Work this out from the follow- 
ing information: Sales for the month $3,500.00; Inventory at 
the beginning of the month $9,230.00; Margin 31 per cent: 
Purchases for the month $1,900.00. Be sure to show all your 
calculations to prove your work. 


Send in Your Answers — $20.00 in Cash Prizes! 


you will have four opportunities 
to participate in the prize money. 
Please note that it is necessary 


to answer all five of the contest 


questions. If you do not know the 


- 


employer. 


ware business. | 
advertised by direct-mail? 


You will frequently find the 
answers to some of the questions 
in the current issue of HARDWARE 
AGE or in some of the preceding 
issues. Therefore, be sure to keep 
a complete file of HARDWARE AGE 
issues on hand so you can refer to 
them whenever it is necessary. 


CONTEST RULES 


HarpwareE AcE Retail Sales Idea Club, 


Also, read every issue thoroughly. 


This contest 





is designed _pri- Harpware Ace will pay a First Prize 











marily for the employees of retail 
Some of the 


questions will deal with manage- 


hardware stores. 
ment problems and policies about 
which you may not be too well 
informed. However, do not let 
this stop you from participating in 

the contest. You 
= will be able to 
work out the 
answers to these 
| questions by 
| Harp- 


reading 





of $10.00, Second Prize of $5.00, Third 
Prize of $3.00, and a Fourth Prize of 
$2.00 for the four best papers submitted 
in answer to the above questions. En- 
tries must be received not later than 
May 31, 1943. The winners will be an- 
nounced and correct answers to ques- 
tions published in the June 24 issue of 
Harpware Ace on the Retail Sales Idea 
Club pages. In case of ties, duplicate 
prizes will be awarded. Decisions of 
the editors will be final. All material 
becomes the property of HaArpware 
AGE. 

}—-Just write your answers to ques- 
tions on a sheet of paper and mail to 





100 East 42nd Street, New York, N. Y. 

2—Be sure your name and address is 
written on the paper, as well as the 
name of your company. 

3—Write the name of the contest 
May “What Do You Know?” Contest 
on your entry. 

4—Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 
to participate in this contest. If you 
are not a member, you can become one 
by filling in the simple registration 
form shown on these pages, and mailing 
it to the club. There is no cost for 
membership. 


: 
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You receive $1.00 for each idea 
considered worthy and accepted 








The club has for its chief objec- 
tive the exchange of information 
and ideas among employees of 


* 





for publication. Watch these 
pages of successful ideas. 
hardware stores. You can take do with furnishing them the 
part by submitting your successful names of handymen, painters or 
ideas. other individuals who can do 


maintenance work of various 
types. We have a list of these 
* . . d 
workmen in our community an 


furnish names to customers on re- 


FOR EACH OF THESE IDEAS $1.00 WAS PAID quest. The workmen appreciate 


Card Boosts Interest 
in Victory Gardens 
“A novel shaw card stimulated 
interest in seeds and the planting 
of Victory Gardens for us a short 
time ago. The card was pasted on 
the plate glass of the window. 
Copy on the card was as follows: 
“If you think we 
Artichoke Hitler 
Beet Mussolini 
and Squash Hirohito 
Lettuce help you to start a 
Victory Garden.” 
LENA Day ' 
Devore Hardware Co.. 
Vonongahela, Pa. 


* FF ® 


Notifies Customers of 
Arrival of Repairs 
“We use a simple postal card to 
notify customers of the arrival of 


Copy this form on a penny 
post card if more than one 
form is necessary. 


our efforts also and in turn pur- 

: ; chase much of their materials 
special order repairs. These are 
made up on a duplicating machine 
which we have. The card simply 


from us.” 
Mary Woop 
Hyde Park Lumber. 


states that the special repair order sc ge : ‘ 
Cincinnati, Ohio. 


has arrived and invites the cus- 
tomer to call for it. Blank spaces 
> . ‘ * ® @ 
on the card are filled in with the 


customers name and the type of 
repair ordered. Events for June 


“Our customers like this notifi- Events of national significance 


cation service and call for items to be celebrated in Jane and 
promptly as a result.” which are of interest to retail 
Haro! D R BARI ow hardware dealers from the promo- 
4 . , 4 . 
Owen Hulett tion standpoint are as follows: 
Williamstown, Ky. June 14—Flag Day. 


June 19-—Children’s Day. 
k ok : 
° June 20-——Father’s Day. 


Recommends Handymen June 22——Summer begins. 


and Painters Window displays during the 

“Customers appreciate one of month should be tied in’ with 

our services and are calling upon these national celebrations when- 
us for it all the time. This has to ever posstble. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 
HARDWARE AGE 


Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


Name 
Firm St. 
City State 


| am submitting the following idea which may be of interest to other mem- 
bers of the club. 
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Items from the kennel department are featured prominently and in large quantities at 
the foot of the stairway. The “Pet Shop Bulletin” and the “Map of Dogs” interest patrons. 


A NTICIPATING an 


increased demand for prepared 
dog foods, as a result of rationing, 
together with a knowledge of the 
market for dog supplies, which lit- 
erally sums into millions of dol- 


lars, prompted Morehouse & Wells 


Everything for Dogs in 


Co.. Decatur, JIL. to launch a new 
sales promotion program on_ its 
kennel department and pet shop a 
short time ago. To date, excellent 
results have been obtained. In- 
creased volume and greater cus- 
tomer traffic are anticipated in the 
future. 

One of the first steps in this 


The Annual Market for Dog Food and Supplies 








$50,000,000 is spent for 
packaged dog foods. 
$8,000,000 tor processed 
dog foods. 


Millions of dollars for 
medicines and veterinary 
supplies. 


Millions more for dog 
supplies—collars, pads, 
brushes, beds, toys, etc. 


changeover was to enlarge this de- 
partment. Several years ago a 
small pet shop had been set up 
and what were then considered to 
be the most popular sellers were 
stocked, displayed, and otherwise 
merchandised. The line proved 
profitable, sold readily, had a 
good turnover and increased store 
trafic. It consisted mainly of 
food and remedies for birds, fish, 
etc. Some dog goods were stocked 
but they were not important items. 

Now the emphasis is being 
placed on dog supplies. This is 
carried out in the company’s ad- 
vertising and in the store itself 
where this section is known as the 
kennel department. 

The pet shop proper is located 
at the rear of the sporting goods 
department in the large basement 
of the store. It occupies a strate- 
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gic spot for it can be seen by any- 
one descending to the basement 
on the spacious, well-lighted stair- 
way. 

When half way down the stairs, 
the customer can see, directly 
ahead, an eye arresting display of 
dog food. A colorful show card is 
in front of the table and a flasher 
sign tops the well arranged show- 
ing of packaged goods. 

To the right of this, is the “Pet 
Shop Bulletin,” a bulletin board 
approximately 4 ft. wide by 5 ft. 
high. It is stressed in each adver- 
tisement relating to the kennel de- 
partment. The company wants the 
public to make use of this board 
and repeatedly mentions this fact. 
Pictures of dogs, their owners, 
pertinent write-ups about dogs. 
feeding problems, ailments and 


WANT TO BUY A PET? Or sell one? 
Post, your notice on the Bulletin Board 
in our Pet Dept. free of charge. More- 
house & Wells. Phone 4231. 


Sample of the type of classified 
ads used to inform people about 
the free bulletin board service. 


the like, are clipped from maga- 
zines, newspapers and advertising 
literature and are mounted on 
this board. 

In the mid-section is this re- 
minder: “If you want to buy, sell 
or trade a dog, tell us and we'll 
post a notice fer you on this bul- 
letin board. No charge for this 
service. This same message is 
broadcast in classified advertise- 
ments and in the company’s dis- 
play ads. News items are changed 


Morehouse & Wells, Decatur, Ill, met 
with such success in selling canine 
supplies that its kennel department 
was enlarged to meet growing demand 


This Kennel Department 


frequently in order to keep pet 
owners interested in this news 
center and to keep them coming 
back to the department. 

“Customers tell us that they get 
a lot of pointers and much solid 
satisfaction from their contacts 
with the bulletin board,” says 
H. Ray Myers, manager of the 
store. “We view the board as a 
fine advertising medium, a good 
will ambassador and an excellent 
business getter.” 

Some distance away from the 
table of dog food is the pet shop. 
\ large sign in black and silver 
identifies this section. Shelving 
along the wall and show cases is 
used to display a large stock of 





ON AVAILABLE GOODS 





A large sign along the wall identifies the pet shop. This department is at the rear of 
the basement. Pet supplies are displayed on shelving along the wall and in show cases. 
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KENNEL DEPT. 


Everything for Your Dog: 


—Puppy and Dog Food 

—Medicine —Collars 
—Harness —Leashes 
—Combs —Brushes 


PET SHOP 
BULLETIN BOARD 


If you have a dog or 
puppies for sale or trade, 
Phone 4231, Sports Dept. 
and we will gladly post 
a notice for you. 





Bulk or Package 


MOREHOUSE 
& WELLS CO. 


Kennel Dept.—Basement 
Water & E. Main Streets 














Small ads of this type are 
used to tell the community 
about the depuriment. This 
ad is shown in actual size. 


Four 


YANVAS paint. excellent for re- 

A newing faded awnings. is mak- 
ing sales history for L. S. Winne & 
Co.. Kingston, N. Y. During the 
four months the item has been in 
stock, the original investment of 
$150.00 has been turned more than 
According to B. J. 
Winne, owner, the line will be one 


four times, 


of the best in the store this year 
and will establish a new high for 
perlormance, volume and investment 
considered. 


Good Site for Display 


Two of the best tables in the 


store from the trafhe standpoint are 
used to show — this 
These are located near the wrapping 
counter towards the rear of the 
store, 

Ten colors are offered in this can- 
vas paint line with buff being by 
far the most popular. All are shown 
on the table display in which half- 
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merchandise. 


pooch bars, dog soap, dips, flea 
powder, bubble bath, dog dresser, 
ointments, dog and cat dry clean- 
ers, dewormers, various medi- 
cines, combs, brushes, locks for 
dog collars, toys for dogs and ex- 
ercise goods. 


The “Map of Dogs” 


An illustrated “map of dogs” is 
featured in the department. It is 
about the same size as the “pet 
shop bulletin” board. It shows 
114 different types of dogs, lists 
interesting facts about each breed 
and indicates the part of the 
world from which each particular 
type of dog comes. It unfolds an 
interesting story, arouses curiosit) 
and wins .speedy attention from 
all dog lovers. 

Salesmen on this floor strive to 
become personally acquainted 
with all patrons of the department 
and to know the type of dog each 
customer owns. Thus, whenever 
something new comes into stock. 
the salesmen gets this information 
to the proper customer either by 
means of telephone calls or by 
letters. 

Kennel department merchandis° 
is now being high-lighted in all 
window displays of pet shop mer- 





chandise. Whenever possible. the 
store ties in with national celebra- 
tions such as National Dog Week. 
and cashes in on these opportuni- 
ties to increase the sale of dog 
food and other dog supplies. 
The basement kennel depart- 
ment works out very well with 
this company. Customers coming 
to the basement for other mer- 
chandise are reminded of these 
goods and vice versa. Frequently 
the buying of dog supplies is a 
long drawn out affair. In the 
basement department, customers 
can spend as much time as they 
like without disturbing people 
who are purchasing other goods 
or being disturbed by them. 
“The fact that we have enlarged 
our kennel department and are 
promoting it extensively in all our 
advertising indicates that we have 
faith in the possibility of a still 
larger growth of dog supplies 
business for the future,” says Mr. 
Myers. “We should gain more 
than we have in the past by stock- 
ing reputable brands which have 
a strong consumer appeal and by 
promoting the department to dog 
owners. This should be supported 


with the right kind of attention 


and service. 


Turnovers in Canvas Paint 


in Four Months 


pint. pint, and quart size jars are 
Color cards are also in- 
corporated in the display and add 


featured. 


to the general interest. 
“It is surprising how many of our 
customers have need for this type 


of paint.” says Mr. Winne. “They 
are using it on awnings primarily. 
but some customers are using it to 
refinish canvas used on boats, also 
on auto tops and other canvas prod- 
ucts.” 


This display reminds people that paint gives first aid to canvas. 
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ing 
1er- a . * * e hi ]? 
_ How’s for giving this business a whirl? 
itly ee 
5 a 
the i ; : 
ers HAT with gasoline rationing, tire ration- 
1e) ing, already overtaxed transportation fa- 
ple cilities, and one thing and another . . 
ods ... It looks as if a lot of folks were going to 
do their vacation traveling right in their back- 
red yards this year. Not much farther. 
sn But you can help add a seashore or woodsy 
sie flavor that can make all the difference between 
till an “Oh, shucks’ backyard vacation and an 
a Isn’t this nice?” one. 
fr. For instance, a good big sand box with beach 
ore toys, a beach umbrella, a couple of beach chairs, 
ck- and perhaps a garden sprinkler will provide a 
ive degree of seaside fun and relaxation for both 
by kids and grown-ups. 
og 
ol yi tie ee ae ae ra a Foto make people’s stay-at-home vacations more 
- sucaiavesdl ddenidand, Manas the teens “4 anes. or git a age Mery gy antes" 
a equipment business all the whirl it deserves? 
meval. Then, for the older folks, there are 
backyard barbecue sets, camp chairs, and a host And, by the way, why not remind folks that 
of other things to add to the pleasure of doing a little Remington Oil is a fine way to keep gar- 
some gentle outdooring-it at home. den equipment running properly—not to men- 
As for sporte—suppose the country club is 2 ane preresting Seen and aehing sneee from 
precious quart or two of gasoline away? Bad- rust and co! rosion. Remington Arms Company, 
: ? : : Inc., Bridgeport, Conn. 
minton is easy to set up in most backyards. 
“f And table tennis. And croquet. 
to There are all sorts of things you can sell to 


Iso 
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Are busy bees really so busy? Maybe 
they just can’t buzz any slower! 








Hot-Stove Stuff: It’s impractical to 
shorten a long shotgun barrel because 
the choke is in the last two inches of 
the business end. If that part is dis- 
turbed, shooting qualities are, too. 















* * 











They give their lives—-you lend your 
money. Buy War Bonds! 





“Boss, old Skinflint Williams sent your bill back 











marked ‘Insufficient Funds’!” 
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A table setting on 
a white cloth at- 
tracts many a 
customer. Behind 
it is a part of the 
store’s display of 
pottery and glass- 
ware. ; 





Variety Aids Dinnerware Sales for 





wee, The Terminal Hardware Co 


Wilmette, IIl., firm carries 
20 patterns in wide price 
range and enjoys two turn- 
overs in a very short time 





ON AVAILABLE GOODS 


V srry in both 


merchandise and price is helping 
Terminal Hardware Co., of Wil- 


mette, Ill., start rolling in the sale 





of dinnerware and other giftwares. 





With a basic stock of more than A partial view of 
20 patterns of dinnerware, includ- the giftwares de- 
; partment. This 
ing both open and closed stock may be seen from 
patterns, the firm has enjoyed the street and 


many a passerby 
gets the buying 
bids fair to even better results. urge after she has 
seen it. 


two turnovers on this line and 


Being within easy reach of Chi- 
cago with its department and spe- 
cialty store competition, the firm 
must carefully select its stocks 
and have them priced right. 

As to his Chicago competition, 


Harry A. Dornbos, proprietor. j 
states, “It surely is present but we ; 
meet it by carrying the same or 4 





similar merchandise at the same 
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“YOUR MILK IS BEING 
GRADED HIGHER SINCE 
YOU'VE BEEN USING 
PERFECTION 
DISCS” 












“I LIKE 
THEY'RE FASTER FILTER- 
ING AND EACH 
DISC FILTERS 
MORE MILK” 


"EM BETTER. 










GOOD REASONS WHY FARMERS LIKE 
PERFECTION MILK FILTER DISCS 


PERFECTION'S ‘free Trial’ Offer Created 


Thousands of New, Steady Customers 


OE ee IR 


Schwartz's sensational “Free 
Trial” Combination Package Offer 
enabled thousands upon thou- 
sands of dairy farmers to see for 
themselves the trouble-free per- 
formance of Perfection Milk Filter 
Discs . . . These thousands are 
keeping right on using Perfection 
Filter Discs — are buying Perfec- 
tion Milk Filter Discs regularly 
from the hardware dealers who 
stock and display them. 





Aside from the attractive profit 
possibilities of Perfection Milk 
Filter Discs is the positive fact that 
we : only Perfection Discs combine 


mT 
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all these features: Unsurpassed 
efficiency; faster filtering speed: 
greater capacity: extra thickness 
and wash-resisting strength. 


Dairy farmers get bétter results 
with Perfection Discs without 
pounding the milk can to hasten 
the milk flow through the filter. 
And plants buying milk from farm- 
ers note the improvement when 
milk is filtered the Perfection way. 


Sell Perfection protection to your 
dairy farmer customers. Help 
them meet America’s wartime de- 
mand for cleaner milk and im- 
provement of all dairy products. 
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FOR EVERYONE 
FOR EVERY OCCASION 


7 lighted with the wide var ely of 
owers, birthden no gift department, sud 

| aa ; n >, burt days, parties and all other pr 
akfast Sets. — POTTERY PYREX WARE 
4-6-8-12., STAN woo, woowane DLEWICK GLASSWARE 


Colorful Fiestaware. | 
Dainty Pastels of Elmhurstware. | 
Attractive W.S.George China. 
32 pee. Luncheon * Bre 
Sas for 
Complete Service 


You will be de 


for weddings, 


; CHINA 4 METALWARE NoveLne: 
TOYS - PLAYTHINGS - . 
TERMINAL ARE eon Re- 


TERMINAL HARDWARE | 


RADE 4 a 
TWHERE YOU'LL LIKE TO DEMIS i merre2642-) 44) LINDEN ave. 


au &INDEN AVE. 


" where youll like to trade “ 


—a ————— eines 


PHONES WILMETTE 2642-3 


Two of the firms’s giant 8 by 5!/, in. post cards. Similar cards were sent out for toys, games 


and sander rentals. 


prices. On-the-spot friendly ser- 
vice, convenience and _ attractive 
display of table settings. using 
table 


cloths, also help to attract sales 


both white and colored 


to our store. Price. as always. is 
of secondary importance in this 
type of merchandise when com- 
pared to such factors as value. 


design beauty and serviceability.” 


Stock Carried 


About half of the store’s present 
stock of dinnerware is in open 
stock numbers, offered in 96-piece 
sets, and about one-fourth are spe- 
cial low price feature 32-piece 
breakfast sets which are frequent- 
ly replaced in order to determine 
the best sellers. The balance con- 
sists of medium priced breakfast 
and luncheon sets. In addition to 
the sets there is also a line of cups. 
saucers, oatmeals and plates in 
plain whiteware. Present stocks 
include 32-piece sets priced from 
$4.95 up to $49.50 for a 90-piece 


set. 
Unusual Display Units 


At one time, two unusual dis- 
play units were installed at the 
back of the windows with the units 
facing inside. These units were 
removed and this helped increase 
dinnerware volume. In comment- 
ing on this, Mr. Dornbos states: 
“We opened our window displays 
in order to provide a full view of 
our store interior and cut down 
the size of our window ledges to 
give more wall and counter dis- 
play. This added over 12 ft. of 


50 


wall display to our gift and din- 
nerware department and over 16 
ft. of wall and floor display space 
at the opposite end of the store 
which we use for seasonal goods. 
It also made it easier to trim the 
windows and, as a result, we 
change them more frequently than 
in the past. The most improve- 
ment, however, is the gain in sales 
trafic. 
interesting 


derived from passing 
People can now see 
items and this induces then to 
enter the store. All in all, the open 
window idea has turned out to be 
a very low cost advertising me- 
dium that really pays.” 

In order to add to the advertis- 


These messages on bond paper go in packages and statements. 


ing value of the open back win- 
dows. the firm has also mailed 
some decidedly unusual advertis- 
ing cards, including one on gen- 
eral giftwares and another de- 
signed specifically for dinnerware. 
These cards, which are 8 by 514 
in. in size, have brought new cus- 
tomers to the store. In addition 
to the two shown above, the firm 
has used similar mailings on toys 
and games and on its floor sander 
rental service. All of the messages 
used on these cards were also re- 
produced on fine bond paper for 
enclosure with packages and for 
attachment to monthly statements 
to customers. 





Features Utility of New Paint 


Colorful manufacturer's display cards were used in this window installed 
by the Babcock Hardware, Oconomowoc, Wis., to bring out the many 
uses of a new line of paint which the company had recently added to 


its stock. 


Various sized cans of the product were shown as well as 


color cards, paint brushes, roller appliers, and other related articles. 


HARDWARE AGE 
















| AMERICA’S 4th LARGEST ALL-FAMILY MAGAZINE 


reaches more rural customers than any 
other magazine published 





DISPLAY THESE 
PRODUCTS 


Advertised in 
Current Issues 


of 


FARM 
JOURNAL 





AC Spark Plugs 
Auto-Lite Spark Plugs 
Ball Ideal Jars 

Boss Kerosene Stoves 
Burks Water Systems 
Champion Spark Plugs 
Cyanogas 

Frigidaire 

General Electric 





Gold Bond Structural Gypsum 
Hammond's Slug Shot 
Harrington & Richardson Guns The manufacturers whose products are-listed here are adver- 
Hotpoint Appliances 
Kerr Mason Jars & Caps tising in FARM Journat to help move goods from your shelves 
Marlin Firearms 
Myers Pumps to farm shelves. 
Ottawa One-Man Tractor Saw 
Parmak Electric Fencer 


A display of these products in your store will pay you well — 


Pennzoil Farm Oils 





Peters Cartridges 

Philco Products 

Pittsburgh Paints 

Planet Jr. Farm & Garden Tools 


for farmers remember what they read in FArm Journa.. And 





more farmers read more things in FArM JouRNAL than in any 


other magazine in America. 


FARM JOURNAL 


Republic Steel Products 
Ruberoid Tite-On Shingles 
Sani-Flush 

Shaw Garden Tractors 
Spred Washable Paint 
Stevens Rifles & Shotguns 
Texaco Products 





OVER 2,650,000... Overwhelmingly 
America’s Largest Rural Magazine 


GRAHAM PATTERSON, PUBLISHER WASHINGTON SQUARE, PHILADELPHIA 


True Temper Tools 
Westinghouse 


Winchester Flashlight 
Batteries 
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HARDWARE AND LEATHER 
manufacturing companies are among 
the list of buyers who have been assured 
supplies of tallow and grease by an 
OPA amendment effective April 12, au- 
thorizing dealers in these commodities 
to charge a premium for deliveries in 
drums, barrels or tierces. (A tierce is 
a cask between a barrel and a hogs- 
head in size.) 

Most tallows and greases are sold in 
carload lots and no premium had been 
allowed by OPA for sales in lesser lots. 
Some industries, however, cannot use 
them in carload lots, and prior to price 
control it had been customary for sell- 
ers to obtain premiums for smaller 
deliveries in sales to these industries. 
Without the premiums, sellers had been 
unable to supply these customers, some 
of whom are engaged in war work. 

The amendment, incorporated in the 
Fats and Oil Price Schedule, allows 
sellers to add premiums of *% cents a 
pound when returnable drums, barrels 
or tierces are shipped in carload lots; 
% cents a pound when such containers 
are shipped in less than carload lots. 
On non-returnable drums, the premiums 
are 1 and 1% cents. 


x * & 
WPB SAYS that there are plenty of 


tools to make the nation’s gardens as 
beautiful as those in seed catalogs. 
Lawns can still be velvet-smooth. With 
good care, existing lawn mowers will 
give years of service. And repair parts 
are available. But no new lawn mowers 
are being made. The industry is con- 
verted to war goods and turning out 
small parts for bombs, tanks, aircraft. 

Last year’s garden hose must be kept 
in good condition, because the rubber 
is precious. But some reclaimed rubber 
is permitted for new garden hose. Those 
needing an extra length to water victory 
vegetables should be able to find it in 
a local store. 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 
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That vast variety of cultivating tools, 
so fascinating to gardenrs, shows only 
minor reduction so far. This spring’s 
retail selection of forks is probably 
close to the normal 324 types. But, 
under WPB’s recent order, forks will 
be reduced to 76 types and other im- 
plements comparably simplified. Forks, 
hose, rakes, hand cultivators and simi- 
lar implements, now in manufacture, are 
being standardized for the efficient war- 
time use of facilities and critical mate- 
rials. Essential sizes will still be made. 
Qualities will be designated as A, B, C. 

Under the tool simplification order, 
about 700 unnecessary garden items will 
be eliminated for the duration. The 
saving in critical, steel is expected to 
be as much as 1000 tons a year. With 
repaired lawn mowers, as few feet of 
hose as possible, and a choice of about 
150 small tools, wartime gardeners 
should encounter no mechanical diffi- 


culties, 6 ~@ 
RADIO TUBES currently manufac- 


tured to keep home sets in repair will 
carry familiar brand names instead of 
the general name, “Victory Line,” re- 
cently considered by the industry and 
by the WPB Radio Division. WPB of- 
ficials said that brand names will prob- 
ably be retained for at least 90 days. 
Most manufacturers have indicated that 
they will mark tubes made from mate- 
rials allotied by the WPB for civilian 
use by the initials, “M. R.” standing 
for “Maintenance and Repair.” 


xk 
PROCEDURE under which the 


seller of any commodity who has 
been found by FTC or a court to have 
discriminated illegally in prices between 
different purchasers may apply for ad- 


justment of his maximum prices, has 
been provided by OPA. Under Supple- 
mentary Order No. 41, the seller may 
apply to OPA in Washington for ad- 
justment of his ceilings if his case 
meets the following conditions: 

1—The FTC or any court of com- 
petent jurisdiction has found that he 
has discriminated in prices between dif- 
ferent purchasers of commodities in vio- 
lation of the provisions of the Robinson- 
Patman Act or of any statute prohibit- 
ing price discrimination. 

2—That the elimination of the dis- 
crimination by lowering his price to the 
purchasers against whom he has dis- 
criminated would cause him substantial 
hardship; and 

3—That the elimination of the dis- 
crimination by raising his prices to the 
purchasers in whore favor he has dis- 
criminated is prohibited by the price 
regulation under which the sale is made. 

The application must be filed under 
provisions of Revised Procedural Regu- 
lation No. 1. OPA does not assert that 
a price regulation affords a seller im- 
munity from proceedings under anti- 
price discrimination status, it was 
pointed out. 

xk kk 


THE “AMERICANO” dry - hide 
market, with lower offerings and sub- 
standard quality, shows the effects of 
the drought in Argentina, now of sev- 
eral months’ duration, the Department 
of Commerce reported recently. Pack- 
ing-house salted hides have been lower 
in weight as a result of the continued 
dry spell. Local tanneries report large 
orders pending for sole leather for the 
United Nations. There has been some 
foreign trading for Spanish and Swedish 
buyers. 

= 2 @ 


ALL SALES of commodities or ser- 
vices to the United States Government 
(Continued on page 110) 
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TINY G-E LAMPS SAY "BOMBS AWAY!” 





PRESS ASSOCIATION PHOTO... ALL RIGHTS RESERVED 


Bomb indicator lamps on the instrument panels on this AT-11 Beechcraft 


Bombing Trainer tell the bombardiers how many bombs have been released 
in this salvo above the clouds over a practice range ‘‘somewhere in Texas.’ 


Whenever our bombers release bombs, tiny 
; indicator lamps on the instrument panel tell 
how many bombs have been dispatched and 
how many remain. 

This G-E Bomb Indicator lamp is one of more 
than 150 G-E lamps developed since the war 
started to meet specific military needs. In this case, the 
U. S. Army needed a lot of tiny lamps to fit into the 
small space on bomber instrument panels. The lamps 
had to be of a distinguishing color. No existing lamp 
would serve the purpose. Closest was G-E’s tiny “‘grain- 
of-wheat”’ lamp used in surgical instruments . . . but 
that produced a white light—and color could not be 
satisfactorily applied. 

G-E engineers solved the problem very simply. They 
designed a special plastic color cap to fit over the surgi- 
cal instrument lamp and combined it with a proper 
base. This experimental lamp, after weeks of inten- 
sive experiment, served as the model for thousands 
of G-E Bomb Indicator lamps now on the instrument 








* panels of our bombers. 





MAY G-E LAMP AD 





This G-E MAZDA lamp ad in the May Ist 
Collier’s, May 3rd Life, and May Better 
Homes and Gardens gives customers six 
practical wartime ideas for getting better 
light for better sight. Other G-E lamp ads 
appear in the May 8th issues of Post, 
Liberty, and Business Week, in the May 
10th and 24th issues of Time and News- 
week, and the May True Story. 
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Single Filament Doubles } 
for Double Filament Lamp 


Since manufacture of three-lite 
lamps with medium base has been 
discontinued for the duration, some 
of your customers may ask you 
what to do with their portabl 
lamps. ‘ 
Simply tell these customers that 
they can use a standard 60-watt, 
100-watt, or 150-watt lamp bulb to 
replace the 30-70-100-watt or 50- 
100-150-watt lamps that have burn- 
ed out. They may have toturnthe , 
switch twice before the lamp wiil ‘4 
light, but no harm will be done. 
Single filament lamps are usable in 4 
sockets designed for two-filament 
lamps. Many customers will ap- , 
preciate your advising them about /{ 
this. } 


ew 


ee 
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G-E MAZDA lamp advertising over the 
G-E Hour of Charm program and in con- 
sumer, business, and trade publications 
will total more than 336,000,000 impres- 
sions during 1943. 








G-E “HOUR OF CHARM” 
SINGER 1S HONORED 


Vivien, lovely sing- 
ing star with the 
G-E Hour of Charm 
(Sundaysat10P.M. 
Eastern War Time, 
NBC) has been 
chosen this year’s 
best dressed radio 
star according to 
the 12th annual 
Fashion Academy vote. The citation came 
as a great surprise to Vivien. Upon hearing 
it she said, “But I’ve bought fewer, more 
practical clothes this year than ever before 
so I could get more War Bonds!”’ 





The amount of light you get from G-E 
MAZDA lamps depends not alone on the 
excellence of those lamps and all the 60 
years of research that have made them 
better and better—but on the way you use 
them. You can throw away the benefits 
of many years of G-E MAZDA lamp im- 
provement merely by allowing dirt and 
dust to collect on bulbs and fixtures. 
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For June—Feature Gifts for Brides, 
Picnic Goods, Sanders and Polishers 


T JUNE BRIDES 
WINDOW 


MERCHANDISE: 
Electric irons, waf- 
fle irons, sandwich 


SuGGestions For grills, coffee mak- 


WEDDINGS Soubio. halle 
AND 























wood salad bowls, 
SHOWE sets of chinaware 
RS and dinnerware, 
= silverware, 
1 carving sets, glass 
oven baking dish- 
es, custard cups, 
glass oven cas- 
seroles, glass 
even pie plates, 
glasses, electric 
toasters. 
BACKGROUND: 
Center panel of 
light green (pastel 
shade) corrugated 
board or painted 
wallboard. Side 
panels of light 
pink and light yel- 
low pastel shades. 
Cut-out letters of 
dark yellow mate- 
rial. 











































































SANDER AND 
_ POLISHER 
HARDWARE AGE Original Window Display IDEAS MERCHANDISE: 


Floor sander and 
polishers, floor 













































































wax — paste and 
liquid, varnish 
and paint remov- 
er, crack filler, 
sandpaper, scrap- 
ers, paint brushes, oul 
putty knives. Fo 
4 
Take Care OF LetS Have A So 
Pee gee PICNIC 
es _ PICNIC GOODS | 
fly 
MERCHANDISE: 
FLOOR POLISHER Have Fun} Picnic baskets, pa- ple 
OR SANDER per cups, paper ; 
>; napkins, paper Li; 
i] plates, charcoal in : 
sacks, charcoal in ; i 
bricks, skillets, r pl. 
= ket a 5 = charcoal broilers, 
Sa ae) = slicing knives, : 
7 — long handled | he 
forks, long han- £ 
S} pa} pen dled grills, salt fo! 
2 s. OF SR and pepper shak- ; 
=a ha \ ers, gloves. lin 
TT . BACKGROUND: we 
Li] / aren Center panel of , 
Rcatiai \ light green corru- fo 
Y Ncuserott| garcxs gated board or 
NY painted wall- 
YA sual c@ {es board. Side strips 
of dark green. 











oo Cut-out letters of 
dark yellow. 
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Neatly painted on the dirty-gray shoulder of a 
fighter plane . . .one for each Jap plane destroyed... 
these little Jap flags are the favorite decoration of 
our fighting pilots. And they are appearing regularly. 
Four of them for every plane of ours that is lost, 
according to statistics. 

U. S. pilots are consistently out-thinking, out- 
flying, out-gunning the little yellow men. And our 
planes—the Grummans, the Corsairs, the Cobras, the 
Lightnings, and the Warhawks—every one of them 
seems to have proved itself a better all-round fighting 
plane than the Zero. 

We of Bethlehem are proud to say that we’ve been 
helping, from the first, in the production of power-plants 
for these aircraft. Cylinder sleeves, thrust-bearing 
liners, cams, gears, connecting rods, shafts, counter- 
weights, spacers, housings, brackets, and dozens of other 


forgings for fighter-plane and bomber-plane engines. 
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One place we like to see Jap flags 





In addition, Bethlehem is making steel for the am- 
munition used by our aerial fighters. Special steel of 
“‘music-wire quality”’ for machine-gun recoil mechan- 
isms, bullet-core wire for millions of rounds of machine- 
gun ammunition, and shell-case steel for 20 mm. and 
37 mm. aerial cannon. 

In the air, on the ground, and on the sea, Bethlehem 
steel is in the fight. That’s why there is less of it on 
hardware shelves in the form of woven-wire farm fence, 
sheets, bolts and nuts, and other items normally 
furnished in peacetime. Our main job now is doing 


everything we can to win this war, and to win it quickly. 


ENNIS LOE LE CEE 












How to Find Approximate Inventory 


and Profits or Losses Each Month 


Monthly inventory and profit or loss 
figures aid the merchant in the effec- 
tive operation of his business. Such 
information is valuable today when 
changes in operating policies must be 
made quickly and correctly. This arti- 
cle tells how to obtain these figures 
and how to use them to the best ad- 
vantage in a business. 


= showing the 


merchandise inventory and_ the 
extent of the profits or losses each 
month are operating results of vi- 
tal interest to every retail hard- 
ware store owner. This informa- 
tion can be easily obtained for 
any business. It helps the dealer 
do a better job of managing his 
business and also guides him and 
enables him to make correct deci- 
sions when changes in operating 
policies have to be made. 

The monthly inventory figure is 
a valuable one. It shows the ap- 
proximate amount of money in- 
vested in merchandise. This in- 
vestment would normally vary 
from month to month. However, 
if the desired turnover is to be ob- 
tained, it must not exceed a cer- 
tain amount, and must always 
bear a specific ratio to the volume 
of the business. The dealer who 
knows his approximate inventory 
is in a position to exercise some 
measure of control over it. Capi- 
tal is thus used more efficiently 
and earnings on the money in- 
vested in the business will be 
greater. 

An analysis of the monthly in- 
ventory figure will reveal a great 
deal as to what is happening in 
the business. Profits, which nor- 
mally should swell the cash ac- 
count, are often invested in mer- 
chandise. This usually occurs 
during a successful year, and it is 
done without the dealer realizing 
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it in most instances. An increas- 
ing monthly inventory, with no in- 
crease in accounts payable, should 
warn the merchant of this condi- 
tion, and cause him to find out the 
reason for it. Thus, corrective 
steps could be instigated in time 
to correct the situation. 

A dealer sometimes builds up 
his inventory on credit extended 
by suppliers. In this instant, the 
monthly inventory increases at the 
same time increases in accounts 
payables occur. This situation 
usually results when a dealer buys 
heavily as a protection against 
rising merchandise costs or as a 
speculation. 

A declining monthly inventory 
may indicates :that the dealer is 
“living out of his stock”—deplet- 
ing his stock faster than he is re- 
plenishing it. This will result 
when credit from suppliers is cur- 
tailed for one reason or another. 
Also, when a reduction in stock is 
desired. 

These are just a few of the 
things the monthly inventory fig- 


x * 


Distributors whose inventories of 
one or more types of supplies are 
limited under Limitation Order L-63 
are required to keep sales and in- 
ventory data for each month in the 
year. This information is to be filled 
out on Form PD-336. The record 
must be kept up-to-date and must 
be in the possesion of the distributor 
at all times for inspection by author- 
ized agents of WPB. This article tells 
how to determine the book value of 
your inventory at cost each month. 


* 


By GEORGE G. HOY 


Associate Editor 
of Hardware Age 
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ure will reveal about conditions in 
a business. It should be figured 
carefully, compared with the esti- 
mated inventory for the month, 
and with the previous month’s in- 
ventory to note trends. All trends 
should be closely scrutinized. 

Certain operating figures are 
needed to determine this monthly 
inventory. All are, or should be, 
readily available from the records 
of the business. Here they are: 


1—Sales for the Month. 


2—Average Margin in Per Cent— 
Actual margin percentage 
for previous year may be 
used. 


3—Inventory First of Month—In 
January this inventory will 
be the same as the year end 
inventory of Dec. 31 of the 
previous year. 


4—Merchandise Purchased for 
Month. 


Start calculations .with the 
month of January if records are 
kept on an annual basis. If the 
business operates on a fiscal pe- 
riod, start with the month follow- 
ing the end of the period. This 
must be done because it is neces- 
sary to have an actual physical in- 
ventory figure as a starting point. 

These figures will be used in the 
following example _ illustrating 
each step in working out inven- 
tory figures for a business: Sales 
for January, $2,500; average mar- 
gin percentage for the previous 
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PARMAK 


PRECISION 


ELECTRIC Binal 


© They Are In Huge Demand 
© You Get Prompt Delivery 
© Large Discounts-—Freight Paid 


Shortage of ordinary fencing materials and labor 
makes electric fencing the farmer’s solution to 
increased wartime stock and crop production. As 
it saves so much material vital to war, electric 
fencing has been recognized with a large allocation 
and high priority. 


NATIONALLY ADVERTISED (for Years) 


PARMAK Advertising appears each month in 
farm publications with a combined circulation of 
more than ten million. The Largest Selling Brand 
—proved on over 200,000 farms. 


EXCLUSIVE DEALER FRANCHISE 


Sold direct from our factory to established dealers. 
Good discounts and large profits. Exclusive sales 
franchise, sales program and national advertising 
enables you to cash in on an increasing demand. 
Please mail coupon TODAY, as territories are 
rapidly being closed. 


This fine precision model 
with dry weather intensifier, e 


MAIL THIS COUPON 


fence testlite, Battery miser fj PARKER-McCRORY MFG. COMPANY 
175 sect for many menthe,* g 2609-15 Walnut, Kansas City, Mo. 
Housed in heavy storm- @ Please send me full details regarding your 


proof sealed case. 
exclusive dealer franchise. 
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year, 31 per cent; inventory at the 
beginning of January (same as 
year end inventory as of Dec. 31 
of previous year), $10,500; pur- 
chases for the month of January, 
$1.860. and for the 


month, $675. 


expenses 


To determine the approximate 
inventory at the end of January 
from these figures. first determine 
the cost of goods sold in the 
month. 

To find the cost of goods sold 
subtract the margin in dollars 
from sales for the month. Mar- 
gin in dollars can be found by 
multiplying sales by the margin 
percentage. 

For example: 

Sales $2.500 31 Per Cent 
Margin $775 Margin. 

Sales $2,500-—$775 Margin 
$1.725 Cost of Goods Sold. 

The next step is to determine the 
total merchandise on hand and re- 
ceived during the month. To do 
this, add the total merchandise 
purchased for January to the in- 
ventory on hand at the beginning 
of January. 

For example: 

$10,500 Inventory on 

Jan. 1. 1943 
1.860 Merchandise’ Pur- 


chased and Re. 


Hand 


ceived in January 


$12.360 Total on Hand and Re- 
ceived 
To find the inventory at the 
end of January. subtract the cost 
of goods sold from the total mer- 
chandise on hand and received. 
For example: 
$12.300 Total on Hand and Re- 
ceived 


1.725 Cost of Goods Sold 


$10,635 New Inventory End of 


January 


The inventory at the end of 
February can be determined by 
repeating the process using the 
necessary February figures. Use 
the inventory at the end of Janu- 
ary as the starting inventory. 

Comparing the inventory at the 
end of January with the inventory 
at the beginning of the period in 
this example, it is apparent that it 
has increased approximately $135. 
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Thus. more of the business’ capi- 
tal is being invested in merchan- 
dise. This may be desirable or 
undesirable. If undesirable, action 
can be taken to correct the condi- 
tion during the following month. 


Easily Determined 


Approximate profits or losses 
for the month can also be deter- 
mined very easily. One other fig- 
ure, total expenses for the month, 
is necessary. 

To find the monthly profits or 
losses. subtract the total expenses 
from the dollar margin. 


For example: 

Margin $775—$675 Ex- 
penses = $100 Profit. 

Profit or loss figures and inven- 
tory figures determined by these 
formulas are as accurate as is pos- 
sible without taking an actual 
physical inventory each month. 
This would not be practical. The 
methods do not and cannot, for in- 
stance, take into consideration 
merchandise shortages that may 
have occurred. Charges for bro- 
ken or damaged merchandise can 
be entered. However, the extent 
of the losses from theft each 
month cannot be known. 


Prime Location of Tackle Display 
Hooks Customers’ Attention 


RACK attached to the back of a 
glass covered case is used to 
show a wide variety of fishing rods 
at the store of Valmassei Bros. Hard- 
ware, Monroe, Mich. Customers see 
this display. which faces the front 
door, as soon as they enter the store. 
This is an excellent location and it 
is directly responsible for the in- 
creased volume which the store has 
secured on the line in past years. 
The rack is made of half-inch gal- 
It is fastened to the 
fixture with screws and pipe flanges. 


vanized pipe. 


Butts of the rods are supported by 


the case while the upper parts are 
held in place by the rack. 

The case to which the rack is at- 
tached is covered with a glass top 
which can be lifted to procure mer- 
chandise on display. Reels, lines, 
baits, artificial flies and other fish- 
ing tackle are shown here. Merchan- 
dise is protected but the customers 
can see every item on display. 

Tackle boxes, minnow pails, and 
other bulky items are arranged in 
the open space below the top of the 
table. Surplus stocks are carried in 
the storage shelves in the rear. 








Fishing rods lean against the rack and can be seen from a considerable 
distance. Reels, lines, baits and other items are in the case in front. 
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HOW TO BUILD ROOFING BUSINESS TODAY! 






The tremendous impact of America’s all out Victory 
program has given Americans more money to spend 
and less opportunity to spend it... for hundreds of items 
that normally take their share of the consumer’s dollar. 

But home-owners can still spend money on their 
homes —for modernization, repairs, and other im- 
provements that enhance the long term value of their 
investments. Re-roofing, for instance— 

Not in years has there been an equal opportunity to 
‘sell re-roofing. Here are three ways to make the most 
of it: 

1. Carry acomplete line of Barrett Roofing and Build- 
ing Products— Asphalt Shingles and Sidings, Asbestos 
Sidings, Roll Roofings, Rock Wool Insulation, Build- 
ing Papers, Barrett Paints and Roof Repair Materials. 
They're all backed by “the greatest name in roofing.” 
Be ready to cash in on the available business, wher- 
ever it develops. 

: ‘ 2. Make use of Barrett’s 1943 promotion material 
mail campaigns, direct selling aids, job signs, product 
literature ... 

3. Make your dealer-contractor partnerships count. : 
Work toge ther to he ‘Ip each other do more business 
and make more money. 

Your Barrett salesman will gladly help you. Orwrite us. 


THE BARRETT DIVISION 


ALLIED CHEMICAL & DYE CORPORATION 
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q 40 RECTOR STREET, NEW YORK 


2800 So. Sacramento Ave., Chicago Birmingham, Ala. 


SHINGLES AND SIDINGS...ROLL ROOFINGS...ROCK WOOL INSULATION...PAINTS AND CEMENTS 
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Unusual Type Gift Shop Attracts 


Many Women Customers 








ON AVAILABLE GOODS 


A N out-of-the-ordi- 


nary type gift shop is winning 


new customers and setting new 
sales records for L. S. Winne & 
Co., Kingston, N. Y. It is located 
at the front of the store and the 
merchandise is displayed in a 
space which was formerly used as 
a ski shop. 
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Mirrors are used to provide a suitable background for 
the merchandise and to give depth to the department. 
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This section in L. S. Winne & Co. 
store held responsible for the 
doubling of feminine patronage 


Every item in this gift shop is 
unusual. Many are imported, a 
fact that appeals to customers who 
are looking for gifts which are 
just a little bit different. Since the 
opening of the shop, store traffic, 
particularly of women customers, 
has increased more than 100 per 
cent. The idea for this new and 
different department originated 
with Mrs. Winne, wife of B. J. 
Winne, the owner. 

Many items, completely foreign 


to the hardware store, are in- 
cluded in the stock of this shop. 
Chowder bowls shaped like huge 
fish, figurines and hand-decorated 
brass candle sticks are among the 
items featured. There are lamps, 
vases, glasses and sherbets, crock- 
ery and china. It is the unique- 
ness of the merchandise in this 
shop that attracts. 

Merchandise for the most part 
is reasonable in price but there 
are some comparatively high 
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priced articles. These seem to be 
most in demand. This is one of 
the quirks of consumer prefer- 
ences that has made operation of 
the shop so interesting. 

“Volume has been satisfac- 
tory,” says Mr. Winne. “Our ex- 
perience with the fish - shaped 
chowder bowl serve to indicate 
the volume potentialities. We pur- 
chased one of these at the start. 
This was done mainly because the 
items retailed for $24. We have 
had to reorder on these four or 
five times to date. Some of the 
figurines sell for as much as $465. 
There are many popular priced 
items. 

The ski shop was converted into 
the gift shop in short order. 
Mirrors were installed on the 
background. Additional lighting 
equipment was also used since the 
new merchandise required a high 
degree of illumination. A show 
case, located across the front of 
the shop, protects some of the 
more expensive pieces. Entrance 
to the main display is through a 
narrow aisle at the end of the 
show case. The merchandise can 
be handled but, because some of 
the items are delicate, the custom- 
er’s activities are usually . super- 
vised by a salesman. 


Sales Vary 


Sales in the shop vary greatly, 
depending upon the time of the 
year. Gifts for birthdays and 
party prizes bring in a regular 
demand for popular priced items. 
Volume improves around holidays 
and on special occasions. The 
Christmas and Easter seasons and 
the month of June are high peaks. 

The uniqueness of the merchan- 
dise in the department has been 
exploited through window dis- 
plays and in newspaper advertis- 
ing. These promotion mediums 
have brought forth excellent re- 
sults. 


Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 75 
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“ED FOR EXCELLENCE 


in production of the tools that safeguard 


the accuracy of American Industry ... 


We, at The Lufkin Rule Company, are proud 
to have received the Army-Navy Production 
ya force Mp teMec-rerelepetlicoyeMme) @ntel Mme telot tia mmoteleMment lose! 
tity of precision measuring tools we have pro 
duced. Scarcely a single part of the vast sup 
ply of war equipment America today is pro 
ducing can be made without the aid of pre 


cision tools, measuring tapes or rules 


| Foto (oler-} 0) obele mm tebl-mmea, ZotcotMn, 4mm eo) (-1ele(-Mmolbbe-1-) ha -s- 
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complete victory has been achieved 


PRECISION TOOLS + TAPES + RULES 
SAGINAW, MICHIGAN NEW YORK CITY 
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Johnson-Price Repair Department 


Serves a 300-Mile Area 


Amarillo, Texas, firm has solved 
manpower shortage by employing 
high school boys and men over 
the age for military service 





i Johnson-Price 


Company, Amarillo, Tex., will “re- 
pair it for you, even if they can- 
not obtain new merchandise to 
sell you.” Advertising has carried 
this message to the public until 
the repair department of the firm 
receives washing machines for re- 
pair from Kansas, Oklahoma, 
Colorado, New Mexico and the 
Panhandle section of Texas, or 
from an area with a 300-mile 
radius. The milking machine re- 
pair is in equal demand, and the 
repair department has proven so 
profitable that it will be continued 
as a permanent part of the estab- 
lishment. 
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/ 
Jack Thornton in the department of which he is the head. 


The firm had always main- 
tained a dependable repair depart- 
ment to care for its own customer 
needs. Jack Thornton, with 15 
years experience in this field, is 
head of the department. Mr. Price 
and Mr. Thornton decided to en- 
large the repair department for 
the duration. “Really, we were 
more concerned with making jobs 
for ourselves than anything else 
then. Later we realized we were 
doing worth while conservation 
work,” said Mr. Price. 

“The first thing we did to boost 
the department was to run some 
good ads—-and we advertise regu- 
larly. No business can live with- 


out advertising,” Mr. Thornton 
explained. 

“We had another worry as soon 
as the ads took effect. That was 
a labor problem. The washers be- 
gan coming in at once. First | 
tried to hire experienced men, but 
they could not be found, and 
about the time I would get a new 
man trained so he could work 
alone either the draft or defense 
work would take him. I had to 
find somebody to work.” 

The “somebody” that Jack 
Thornton found was not one but 
several schoolboys. He went to 
the high school principal and 
asked him to recommend boys 


HARDWARE AGE 











geoant 


MA’ 









* Now Our Wicks Are 
Passing Ammunition 

















Kn 
>Cartridge belt webbing instead and machined pins for tank tracks 
=of stove wicks now comes are made to exacting specifications. 
from the looms of Lindemann _In thus serving the United Nations, 
& Hoverson. Steel tool boxes for this pioneer. stove manufacturing 
trucks and metal cases for electrical organization is achieving new pre- 
control apparatus have replaced cision methods of manufacture that 
ranges and ovens in L & H produc- will be apparent in improved L& H 
tion. Metal containers for bomb post-war products. In your plan- 
parachutes are helping to blast the ning for peace, keep L&H in mind. 
way to Freedom. Anti-aircraft shells It will be a good line to tie to. 
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A.J. Lindemann & Hoverson Co. 


MILWAUKEE «+ Since 1875 + WISCONSIN 
MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
KEROGAS GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS ALCAZAR 
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who wanted to earn and learn, 
boys who were apt mechanical 
students. These boys now go to 
school an hour early in the morn- 
ing and do their shop work so that 
they may get off early in the after- 
noon. They work from 3 to 7 
p-m. on school days and all day 
Saturday. Mr. Thornton says the 
boys learn rapidly and are now 
good mechanics. 

But boys working after school 
were not enough help. Johnson- 
Price now employs older men, 
men past the draft age and too old 


A fixed price schedule is used 
on all repair work. The factory 
list price plus transportation costs 
is charged on all parts. An hourly 
basic pay is charged for labor, 
with the skilled labor naturally 
taking a higher rate than the com- 
mon labor. 


Machines from out-of-town cus- 
tomers are returned C.O.D. but 
work from dealers is handled on 
open account with discount for 
parts. Laundry repair work— 
many washers from laundries in 
other states are received for re- 





Ready to deliver. Two of the high school boys, Jack Thornton and “Pop”, 
have just completed the job of loading some washers upon the truck. 


for the strenuous defense jobs. 
They tear machines down, clean 
all parts and get them ready for 
repairing. All grease and paint 
work is handled by the older men, 
and they have learned to do much 
repair work, although they are 
much slower than the boys. 

Mr. Thornton puts in full time 
in supervising or doing the most 
difficult and exacting type of work 
and Mr. Price also spends consid- 
erable time in the repair depart- 
ment. 

Pick-up and delivery service at 
a fixed charge of $1.50 for the 
two trips is maintained on Mon- 
day, Wednesday and Friday of 
each week in Amarillo. Adver- 
tisements always tell out of town 
customers to “Bill your machinery 
to Johnson-Price. It will be re- 
turned when it is repaired.” 


pair—are also given parts dis- 
count. 

Johnson-Price keeps a large 
stock of parts. A monthly inven- 
tory of all parts is regular shop 
routine, but a daily list is also 
kept of parts used. Replacement 
orders, calculated from this daily 
list, are made three times each 
week, 

Even with the large stock of 
parts conveniently shelved and 
ticketed, even with constant re- 
ordering, the firm is forced to 
make many of their parts. Many 
washing machines that have. set 
out in sheds for 10 or more years 
have been sent in for repair dur- 
ing the last few months. In many 
cases it is impossible to get parts 
for them. They have to be made. 

Jack Thornton casts the molds 
for repair parts that must be 
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made, and the firm has a contract 
with a local foundry and welding 
company for making the parts. A 
labor and materials base is used 
in computing charges for these 
parts. ‘ 
All repair work done by the 
firm carries a 90-day guarantee. 
“If there were any defects they 
would certainly show up in 90 
days,” Mr. Thornton explained. 
“I see to it that no machine leaves 
the shop until every worn part is 
replaced and everything possible 
done to recondition the entire ma- 
chine. In that way I can stand 
back of our guarantee.” 


Get Right of Way 


Washing machines are taken in 
turn as they are brought into the 
shop, but each milking machine 
part or separator received is con- 
sidered an emergency. “We drop 
everything and stay with dairy 
equipment until it is repaired, 
even if it means all night work. 
Milking equipment ties in with 
food for children and the sick. 
Even it is above cleanliness—and 
that is what the washing machine 
is for,” Mr. Thornton states. 

The one exception to the rule 
that all work is done in the shop 
is with milking equipment. Natu- 
rally much of the dairy machinery 
cannot be brought in. The same 
emergency rule holds for work 
done at the dairy; hours, sleep or 
rest is not considered until the 
milk is flowing again. 

When the repair department 
was first enlarged and pushed 
with advertising, radio work was 
included, but when the draft took 
the last experienced man in that 
division it was dropped. “We al- 
ready had more work in the other 
divisions than I could supervise, 
and we simply will not put out 
bum work. That is why we do not 
work on any refrigerators except 
our own. Naturally that is house- 
work and I cannot supervise it. 
Better not undertake a job at all 
than to do it half-way,” was Mr. 
Thornton’s way of expressing it. 

The school boys who work with 
Johnson-Price take pride in their 
work and in their appearance. 
(Continued on page 108) 
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Tis is more than a war of mechanical 
monsters clashing in the night. . . 
more than a war of production. 


It is a war for markets—your markets! 
The Axis wants your business—wants to 
destroy it once and for all. 


With so much at stake, there is no doubt 
you will want to do everything you can to 
meet this Axis threat. Two ways are 
open: Speed production and put 10 per- 
cent of your income into WAR BONDS! 
The only answer to enemy tanks and 
planes is more American tanks and 
planes—and your regular, month-by- 
month purchases of War Bonds will help 
supply them. Buy now and keep buying. 


THE GOGAL: 10% OF EVERYONE'S 
INCOME IN WAR BONDS 


When you install the Pay-Roll War 
Savings Plan (approved by organized 
labor), you not only perform a service, 
for your country but for your employees. 
Simple to install, the Plan provides for 
regular purchases of War Bonds through 
voluntary pay-roll allotments. 


Write for details today! Treasury Department, 
Section R, 709 12th St. NW., Washington, D. C. 





War Savings Bonds 
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Animal Trap Co. Awarded 
Army-Navy “E” 





Displaying the Army-Navy “E” flag on the speakers’ platform at 

the ceremony are: Col. D. N. Hauseman, District Chief, Phila- 

delphia Ordnance District; Lt. Commander David S. Craven, 

U.S.N.R.; Ellis Spickler, representing employees; and Chester 
M. Woolworth, president, Animal Trap Co. of America. 


At a ceremony held April 15 at 


the company 


the Army-Navy “E” Production 
Award was presented to the 
Animal Trap Co. of America. 


For the company’s outstanding 
record in the production of war 
goods, Col. David N. Hauseman, 
Philadelphia Ordnance District 
Chief said, “the Animal Trap 
Company, in Lititz, has won 
great competition the 
highest award that the military 
forces in this great nation may 


against 


confer on American industry.” 
Chester M. Woolworth, presi- 
dent of the company, in accept- 
ing the Army-Navy pennant said, 
“we will to discharge 
the grave responsibility the award 


endeavor 


plant, Lititz, Pa., 


contribution to the country’s war 


| 


| time, the company manufactures 


carries by increasing the flow of | 


armor piercing bullet cores and 
other articles we manufacture for 
the war effort. 
the fact that our armies win the 


We appreciate 


battles, but we must pass the 
ammunition.” 
The award ceremony was at- 


tended by more than 2,000 per- 
including 
tinguished 
was 


sons, many 


guests. The Navy 
represented by Lt. Com- 
mander David S. Craven, U. S. 
N. R., who presented the “E” 
lapel pins to the employees. 
Governor Edward Martin of 
Pennsylvania congratulated the 
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| ville, 


dis. | 


company for its “tremendous 
effort.” Ted Husing, well-known 
sport:caster, was master of cere- 
monies. 

The Animal Trap Co. of 
America was cited as one of the 
early industries to convert to war 
production. A year and a half 
before Pearl Harbor, it began 
manufacturing war materials and 
has been expanding and increas- 
ing its production 
since that date. 


constantly 
During peace- 


steel animal traps, hand garden 
tools and duck decoys. Today, 
90 per cent of its production is 
devoted to war materials. 


F. S. EARNSHAW MADE 
EXECUTIVE VICE-PRES. 


At a recent meeting of the 
board of directors of the United 


Robinson, sales manager. 


FORMICA INSULATION CO. 





Since 1919 he has been identified 
with the hardware 
| furnishing fields. 
For the past year he has been 
serving on the Industry Advisory 
Committee for the War Produc- 
tion Board, making frequeni 
visits to Washington, D. C. 
understood that the company’s 
manufacturing facilities have 
been confined principally to the 
production of war materials. The 
company continues to maintain 
sales and sample rooms in New 
York, Chicago, and Portland, 
Ore., under the direction of E. M. 


and house- 


NAMES WHITE VICE-PRES. 


3 White has _ been 
elected vice-president in charge 
of sales and advertising of the 
Formica Insulation Co., Cincin- 
nati, Ohio. He has been with 
the company since 1928. formerly 
in charge of the New York area 
and for the past three years was 
general sales and 
manager. 

Other new vice-presidents are: 
W. J. Gebhart, for finance and 
accounting; R. W. Lytle, for spe- 
cial engineering; H. 
Clark, for engineering; and Ells- 
worth Williams, for manufactur- 
ing. Walter H. Kruse was 
elected secretary of the company. 

The company, peace - time 
manufacturers of laminated prod- 
ucts, is now engaged in war pro- 
duction for the Army Air Forces 
and Ordnance Department. 


Roger 


advertising 


George 





States Stamping Co., Mounds. | 
W. Va., manufacturers of 
enameled ware, F. S. Earnshaw 
was made executive 
dent of the company. 
newly created position. 


vice-presi- | 
This is a 
Mr. Earnshaw has been secre- | 
tary-treasurer and a director for | 
the past 16 years. In recent years 
his activities have been confined 
to problems the 


executive at 


| home office and in Washington. 


It is | 


READ IT IN HARDW ARI 
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HARDWARE AGE FOR 


WESTINGHOUSE NAMES 
TABLE APPLIANCE MGR. 


Appliance Department of 





RALPH Z. SORENSON 


Division, Mansfield, Ohio, 
ceeding John A. Sullivan 
resigned to become a lieutenant 


suc: 
who 


in the United States Naval Re- 
serve. In making the announce- 


ment, T. J. Newcomb, sales man- 
ager, said Mr. Sorenson’s imme- 
diate duties will be in connection 
with the Westinghouse War 
Products Department. 

Mr. Sorenson joined the West- 
inghouse Electric Mfg. Co. as 
supervisor of major accounts for 
the Northwestern District, with 
headquarters at Chicago. In Jan- 
uary of 1941 he became appli- 
ance supervisor for the same dis- 
trict, handling the sale of heat- 
ing appliances, fans and vacuum 
cleaners in 10 midwestern states. 
Before joining Westinghouse, he 
merchandized appliances for 
manufacturers in St. Louis, Chi- 
cago and Pittsburgh. 


THIRD OF STOWE STAFF 
IN THE ARMED FORCES 


The Stowe Hardware & Supply 
Co., wholesale hardware distribu- 
tors, Kansas City, Mo., is justly 
proud of the fact that out of an 
organization of about 115 people 
the company has sent its fortieth 








J. ROGER WHITE | 





| man to war as a member, of the 


Army, Navy, Marines or Coast 


| Guard. 





HARDWARE AGE 


Ralph Z. Sorenson has been 
| appointed manager of the Table 
the 
Westinghouse Electric Appliance 
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S. Schraffenberger Elected President 
of A. S. Boyle and Midway Chemical Cos. 


Alvin G. Brush, 


chairman, | 


American Home Products Corp., | 


the election of 


announced 


has 





STRIEDER SCHRAFFENBERGER 


Strieder Schraffenberger as presi- 
dent of The A. S. Boyle Co. and 
Midway Chemical Co., both of 
Jersey City, N. J., the two sub- 
sidiaries of American Home 
Products in the household prod- 
ucts field. 


Mr. Schraffenberger had been 


| Cincinnati 


| salesman in 


| February, 





vice-president and general mana- | 


ger of both companies. He suc- 
ceeds Walter F. Silbersack, presi- 
dent of the two companies for 
years, who was elected to the 
newly-created post of chairman 
of both Boyle and Midway. Mr. 
Silbersack also is vice-president 
of American Home Products in 
charge of all advertised products. 

Starting his business career 
with Procter & Collier Advertis- 
ing Agency, Cincinnati, Ohio, 


Mr. Schraffenberger later went | 


with Thompson-Koch Advertising 
Agency, also of Cincinnati. He 
joined the Boyle company in 1926 
as advertising manager. In 1936 
he became sales manager, and 
also became sales manager of 
Midway when that company was 
acquired by American Home 
Products in 1937. He was named 
Vice-president of both companies 
in 1941, 


Mr. Brush at the same time 
announced a number of other 
Promotions in the Boyle and 


Midway companies. Ralph Hart- 


MAY 


13, 1943 


man, division manager of 
Chicago area, was elected a vice- 
president of Midway. Louis G. 
leirtag, divizion manager of the 
area, was named a 


of Boyle. Ross 


vice-president 


| Covert, Pacific Coast manager of 


both Boyle and Midway, was 
elected a vice-president of Boyle. 
Mr. Hartman started with the 


Boyle company in 1920 as a 
district salesman. Mr. Feirtag 


| also joined Boyle as a district 


1927. Mr. 
was the former owner of Antrol 


Covert 


| Laboratories, which was acquired 


by American Home Products in 
1940. Morris Cohen 
remains as a vice-president of 


Midway. 


FORMER REPRESENTATIVE 
RETURNS TO DISSTON 


Emmet F. Harding, until re- 
cently located on the west coast, 
has ‘returned to the Hardware 
Sales Department of Henry Dis- 
ston & Sons, Inc., Philadelphia, 
Pa. 

Mr. Harding started with the 
Disston firm in 1923 as a retail 
salesman calling on the hardware 
trade in eastern territory. In 
1925 he was transferred to the 
west coast in a similar capacity. 
After two years in the west, Mr. 
Harding was brought back to 
the Disston home office, Phila- 
delphia, for work in the hard- 
ware sales department. In 1932 





EMMET F. HARDING 


the | 


he was assigned to the metro- 


politan New York and New En- | 
gland territory as senior salesman. | 


For six years Mr. Harding cov- 
ered this territory for Disston and 
is well known in the wholesale 
trade throughout this section. 
Just recently he returned to his 
old employer to take a new job, 
that of assistant to the sales man- 
ager of the hardware department. 
He will direct the activities of 
all Disston hardware salesmen. 


DREVES JOINS ELASTIC 
STOP NUT AS VICE-PRES. 


William T. Hedlund, president, 
Elastic Stop Nut Corp., Union, 
N. J., has announced the appoint- 
ment of Walter J. Dreves as vice- 
president and comptroller of the 
company. 

Mr. Dreves is resigning his po- 
sition as factory comptroller for 
Sears, Roebuck & Co., and will 
assume his new duties early in 
May. While with Sears, Roebuck 
& Co., he has been an active di- 
rector in 1] important affiliated 
or owned factories. Before join- 
ing the Sears organization in 
April, 1939, Mr. Dreves was as- 
sociated with Marshall Field & 
Co. for 17 years. 


SYLVANIA OPENS SALES 
OFFICE IN PHILADELPHIA 


Don G. Mitchell, vice-president 
in charge of sales of Sylvania 
Electric Products, Inc., Salem, 
Mass., has announced that effec- 
tive June 1 the company will 
open a new sales office in the 
Lincoln-Liberty Bldg. at Broad 
and Chestnut Sts., Philadelphia, 
Pa. 


Maintaining headquarters at 
this new office will be Garlan 





Morse, recently appointed man- 
ager of the Philadelphia sales 
division and a group of Sylvania 
| lighting product sales represen- 
| tatives. The Sylvania Philadel- 
phia sale: division embraces 
| metenpoliien Philadelphia, East- 
| ern Pensylvania, Delaware, and 
adjoining sections of New Jersey. 


L. GOULD & CO. 
MOVES QUARTERS 


L. Gould & wholesale 
hardware distributors, Chicago, 
'll., has moved its quarters to 325 
S. Market St., Chicago. 


Co., 





BARCALO NAMED HEAD 
OF WMC COMMITTEE 
Edward J. Barcalo, chairman 

of the board of Barcalo Mfg. Co., 
Buffalo, N. Y., has been named 
chairman of the Labor Require- 








EDWARD J. BARCALO 


ments Committee of the Area 
War Manpower Commission. The 
announcement was made by Mrs. 
Anna M. Rosenberg, regional di- 
rector of the War Manpower 
Commission, who with John P. 
Maguire, regional director of the 
War Production Board, chose 
Mr. Barcalo from a list 
mended by the Area Manpower 


recom- 


Committee. 

‘Based of 
war and domestic economy, Mr. 
Barcalo’s committee will receive 
instructions on the prime needs 
of the time. The committee in 
turn will transkate this need into 
quotas for the plants in the area 
with the foremost objective be- 
ing to channel the male workers 
to plants most in need of men. 


on national needs 


STANDARD TOOL NAMES 
NUCKOLS SALES MANAGER 


R. B. Nuckols was appointed 
sales manager of The Standard 
Tool Co., Cleveland, Ohio, as of 
April 1, 1943, according to an 
announcement by W. P. Ross, 
vice-president and director of 
sales. 

Mr. Nuckols has been associ- 
ated with the company for 24 
years as a salesman with head- 
quarters in St. Louis, Mo., and 
assistant sales 





subsequently as 


manager. 
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These men constitute the Westinghouse Electric Appliance Divi- 


sion’s Planning Committee. 


Standing, left to right, are: J. H. 


Ashbaugh, Division manager; W. W. Grant, director of market- 
ing research; E. C. Brauning, vice-president, American Sales Co., 
Columbus, Ohio; and T. J. Newcomb, Division sales manager. 
Seated, same order, are: Henry Czech, district manager, W est- 
inghouse Electric Supply Co., Chicago, Ill.; H. B. Donlev, gen- 
eral appliance manager, Westinghouse Electric Supply Co., New 
York City; J. S. Shaw, manager, Electrical Department, Moore- 
Handley Hardware Co., Birmingham, Ala.; E. B. Ingraham. 
president, Times Appliance Co., Inc., New York City; and T. F. 
Savage, president, Intermountain Appliance Co., Denver, Colo. 


Westinghouse Names Planning Committee 


Discussion of post-war plans 
and the development of war- 
time activities for distributors 
and retailers are the objectives 
of a nine-man planning com- 
mittee recently appointed by the 
Westinghouse Electric Appliance 
Division at Mansfield, Ohio. 

In announcing the formation 
and aims of the committee, T. J. 
Newcomb, sales manager of the 
Division and chairman of the 
planning group, said such activi- 
tes as appliance service, nutrition, 
conservation of materials and 
consumer education in the care 
and use of electric appliances 


will be recommended to the 
Westinghouse distributors and 
dealers. 

Another major objective of 


the committee is the discussion 
of broad post-war plans to be 





developed in detail later. Mr. 
Newcomb emphasized that in 
connection with the post-war era 
the nine-man group was more of 
a “discussion” than a “planning” 
committee. 

All Westinghouse distributors 
and retailers are represented on 
the committee by the six dis- 
tributor members who serve with 
three factory executives in chart- 
ing wartime plans and discussing 
post-war activities. Distributor 
members have the responsibilty 
of contacting other distributors 
to get their views. 

These views will be studied at 
periodic meetings of the com- 
mittee and plans will be devised 
to solve problems and put into 
effect programs and _ activities 
recommended by dealers and re- 
tailers, Mr. Newcomb explained. 








PLAN TO BUY STOCKS OF 
LIQUIDATING STORES 
ANNOUNCED 


J. V. Guilfoyle, managing di- 
rector, Southern California Retail 
Hardware Association, recently 
announced a _ proposed non- 
profit corporation among associa- 
tion members to be known as 
“Hardware Associates.” The pur- 
pose of the organization would 
be to buy hardware and house- 
ware merchandise from stores 
that are forced to liquidate. Mr. 
Guilfoyle believes that the or- 
ganization could offer the hard- 
wareman, who is forced to close, 
a better price for his stock and 
at the same time, could supply 
members of the Hardware Asso- 
ciates with merchandise that is 
not otherwise obtainable. All mer- 
chandise bought would be inven- 
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toried on the premises, taken to 
a small, inexpensive warehouse, 
cataloged, and notices of goods 
on hand sent to. subscribing 
members. Membership donations 
may be in any units of $500 up 
to $2,000 total. 

Members then will have the 
opportunity to buy such mer- 
chandise at about five per cent 
over its cost and replenish their 
stocks at a lower than average 
cost. 

It is estimated by Mr. Guil- 
foyle that a fund of $100,000 
would be necessary with which 
to operate and not only would 
members be able to obtain scarce 
merchandise but, it is believed, 
that a profit on the investment 
would be possible. The plan is 
to keep hardware merchandise in 
the retail hardware field rather 





than in the hands of professional 
liquidators. 


WESTERN FALL MARKET 
TO BE HELD JULY 12-17 


Frank K. Runyan, vice-presi- 
dent of the Western Furniture 
Exchange and Merchandise Mart, 
San Francisco, Cal., recently an- 
nounced that the board of gov- 
ernors of the Mart Exhibitors’ 
Association have selected the 
week of July 12 to 17 as the date 
for the 1943 Western Fall Mar- 
ket. At this 56th consecutive 
Western Home Furnishing Mar- 
ket, showings of new wartime re- 
placement merchandise. 





PENNSYLVANIA JOBBERS 
HOLD ANNUAL DINNER 


Over 200 members and guests 
attended the 43rd annual dinner 
of the Pennsylvania Wholesale 
Hardware & Supply Association 
held on March 25 at the Hotel 
Philadelphian, Philadelphia, Pa. 
Following the dinner, entertain- 
ment was provided. Officers of 
the association are: president, H. 
C. Hopkins, Reilly Bros. & Raub, 
Lancaster; first vice-president, C. 
E. Maloy, H. C. Prutzman Co., 
Inc., Altoona; second vice-presi- 
dent, Denton L. Wright, P. A. & 
S. Small Co., York; secretary, 
Samuel B. Smith, Steinman 
Hardware Co., Lancaster; and 
treasurer, Maxwell Krause, Geo. 


Krause Hardware Co., Lebanon. , 





SLOAN RETIRES FROM 
MASTER METAL PRODS. 


Samuel W. Sloan, metropolitan 
New York district sales manager 
for the past 16 years for the 
Master Metal Products, Buffalo, 
N. Y., manufacturers of Sanettes 
and Master Tool Boxes, took ad- 
vantage of the company’s Retire- 
ment Plan on April 30. “Sam’s” 
many friends will be glad to 
know of his plan to take a well- 
earned rest at his Indian Lake 
home at Denville, N. J. 

He will be succeeded by his 
close friend and associate, A. 
Harold Mills, located at the same 
address, 1150 Broadway, who will 
represent Master Metal Products 
on all its lines. 





C. HUMPHREY RECEIVES 
COMMISSION IN NAVY 


Charles Robert Humphrey, sec- 
retary and buyer for the More- 
house & Wells Co., Decatur, IIl., 
has been commissioned a lieu- 
tenant (junior grade) in the 
United States Naval Reserve and 
will report for active duty at 
Newport, R. IL, the St. Louis 
Office of Naval Officer Procure- 
ment announced. 

Lt. Humphrey was appointed 
in the Supply Corps and was 
sworn in at the St. Louis Navy 
office on April 16. He has been 
associated with Morehouse & 
Wells for the past 20 years. 











PRESIDENT OF MULLINS MFG. CORP. RECEIVES ARMY 
CITATION: The first official Army citation to be conferred 
upon a civilian in the present World War was presented 
by General Campbell, Chief of U. S. Army Ordnance to 
George E. Whitlock, president, Mullins Mfg. Corp., Warren, 
Ohio. Award of the honor was in recognition of devotion to 
duty on the production front and the efforts of Mr. Whitlock 
in the development of an Ordnance redesign and conversion 
program which has been responsible for major savings of 
critical materials and improvement of production methods. 
Citations number two and three were awarded to Marshall 
Adams and Jacques Stanitz respectively, both from the Mul- 
lins organization. Left to right: Marshall Adams, advertising 
manager, Youngstown Pressed Steel Division, Mullins Mfg. 
Corp.; George E. Whitlock, president of the corporation; 
Jacques Stanitz, director of engineering development for Mul- 
lins and General Levin H. Campbell. 
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LEYSE ALUMINUM CO. CELEBRATES 40th ANNIVER- 
SARY: April, 1943, marked the anniversary of the 40th year 
of business for the Leyse Aluminum Co., Kewaunee, Wis. 
A. B. Leyse, president and Norman Leyse, secretary-treasurer, 
founders of the company in 1903 are shown at the celebra- 


tion of the occasion at the company’s factory. 


In normal 


times the Leyse Aluminum Co. manufacturers aluminum 

utensils known as “Priscilla Ware."’ The factory now is assist- 

ing in the prosecution of the war by devoting its entire time 
and personnel to war production. 








PARNALL TREASURER 
OF OSBORN MFG. CO. 


The board of directors of The 


Osborn Mfg. Co., 
Ohio, producers of industrial 
brushes and foundry molding 
machines, announced the ap- 
pointment of Arthur B. Parnall 
as treasurer. 

With Osborn for the past 17 
years, Mr. Parnall has succes- 





ARTHUR B. PARNALL 


sively held the positions of chief 
accountant and controller. He 
has been an active member of 
the National Association of Cost 
Accountants for many years. 


TOOL CARE AND REPAIR 
BOOKLET AVAILABLE 


Cleveland, 


| and wire cutters. The object of 
this manual is to show the users 
of Porter bolt clippers how to 
get the best results and the long- 
est possible service with these 
tools. This booklet, which 
fully illustrated throughout, also 
contains information on the care 
of common tools other than bolt 
clippers. Those desiring a copy 


1s 


writing to the company. 


PLAN TO HELP DEALERS 
OBTAIN NEW BUSINESS 
INTRODUCED BY TOXITE 


Toxite Laboratories, 
town, Md., manufacturers 


introductory check plan to help 
dealers get new customers. 
Under this plan the 
lists the names of leading farm- 
ers and poultry raisers in his 
section and orders 12 gal. of 
“Toxite” for each 100 names on 
the list. When this list and or- 
der are received by the company, 
checks are imprinted with the 
dealer’s name and mailed with a 
personal letter and literature to 
the customer. The letter tells the 
customer how he can apply this 
check on his first purchase of 
“Toxite.” These checks are good 
for 90 days when presented at 
the dealer’s store and applied on 
the purchase of the product. The 
checks are taken in by the dealer 





| 


|as cash and redeemed by the 
| company at their full face value. 


H. K. Porter, Inc., Everett, | This introductory offer is limited 


Mass., has published a_ booklet | to 4 doz. gal. per dealer, which | 


on the care and repair of bolt | entitles him to 400 checks. 
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of the booklet can obtain one by | 


Chester- | 
of | 
“Toxite” disinfectant spray for | 
poultry, has introduced a new | 


dealer 














Just as Simonds Power Hack Saw 
Blades increase production and re- 
duce cutting costs, so do Simonds 
Hand Biades. Men and women can 

get far more work out of them... 
with far less “elbow grease” and 
fatigue... and with far fewer 
trips to the tool crib for replace- 
ments. 

That’s why it will both pay you 
now...and bring you post- 
war business... to fill all rated 

hacksaw orders only with 

Simonds “Red End” High 
Speed ene epee Blades 
... the most blade anybody can 
get for any amount of money. 


SIMONDS SAW and STEEL Co. 


1350 Columbia Road, Boston 
127 So. Green St., Chicago 
228 First St., San Francisco 

520 First Ave., So., Seattle 
311 S. W. First Ave., Port- 
land, Ore. 
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WAN you filam fpdiliue budieds 


When you find time to think about the stock 
you will need to regain your normal markets 
after the war, think about McKinney in your 
builders’ hardware line. 

Here's why. 

With a background of more than 75 years 
experience in hardware engineering, McKinney 
will be ready with the proper lines to suit the 
trend of the times. 

And the diversified war production which has 
been added to its regular hardware line (the 
making of parts for various war items from air- 
craft to hand grenades and landing mats to 
tanks) will add much to McKinney's production 
skill—will help make McKinney more broadly 
known than ever, after the war is over. 

First consider McKinney for wartime building . . . 
then talk McKinney and display McKinney for build. 


ing after the war. 









POST-WAR COMMITTEE 


In line with the U. S. Govern- 
ment’s present policy of planning 
now to meet post-war conditions, 
the Sherwin-Williams Co., Cleve- 
land, Ohio, has formed an 1]-man 
committee on Post-War Planning, 
it was revealed today by Arthur 
W. Steudel, president. 

In an official statement re- 
leased through Mr. Steudel, the 
committee announced that it be- 
lieved “the present war will be 
followed by a period of great 
industrial and economic opportu- 
nity requiring many revisions in 
past procedures of product for- 
mulation, distribution, advertis- 
ing and merchandising,” and that 
planning now to adjust to these 
changes is in the best interests 
of their 
tomers. 

Subcommittees of the post-war 
planning board are being formed 
to work hand in hand with simi- 
lar representatives of other in- 
dustries in order to coordinate 
product development plans and 
to keep informed of new discov- 
eries and developments for the 
purpose of creating new and im- 
proved products. 


employees and cus- 


SUBSTITUTE FOR MANILA 
ROPE SUGGESTED 


To try to help industrial and 
civilian users of the smaller sizes 
of manila rope who have no 
usable rope remaining, The 
Chain 


SHERWIN-WILLIAMS FORM 








Institute, Inc., Chicago, | 





of the proper substitution of 
weldless chains for manila rope. 

A recent appeal from the War 
Production Board for all manila 
rope that can be spared “if it is 
3/16 of an inch or more in diam- 
eter and 200 feet or more in 
length” showed the urgent need 
for this rope by the Armed 
Forces. Needless to say this ap- 
peal was not made until the Gov- 
ernment had first bought up all 
visible inventories. Hope is now 
offered for civilian users of 
smaller size ropes by the manu- 
facturers of weldless chain. 

The study made by The Chain 
Institute revealed that although 
capacity for the manufacture of 
weldless chain is being taxed to 
the utmost to fill essential war 
needs, there does exist idle ca- 
pacity for making weldless chain. 
This capacity, which under nor- 
mal conditions meets civilian 
chain needs, has been partially 
idle more than a year because 
steel was not available for this 
chain production. The breaking 
tests of weldless chain in com- 
parison with manila rope have 
been studied by the Institute and 
a table has been prepared that 
shows the comparable strength 
of each. Copies of the chart may 
be had from chain manufacturers 
and hardware wholesalers. 

The Institute also reports that 
fittings and attachments already 
developed and available for ser- 
vice with weldless chain make 
possible its adaptation to many 
uses previously handled by 


Ill., recently completed a study | manila rope. 











HARDWARE INDUSTRY LAUNCHES ITS GREATER NEW 
YORK FUND APPEAL: Members of the hardware division 
have started their 1943 effort on behalf of The Greater New 
York Fund that will benefit 406 voluntary hospitals, health 
and welfare agencies. Left to right (seated) Medley G. B. 
Whelpley, Guggenheim Bros., chairman for the industry sec- 
tion; Edwin R. Masback, Masback Hardware Co., chairman, 
hardware division; Fred L. Stellwagen, Stellwagen & Kunz; 
(standing) A. M. Glueck, manufacturers’ agent; A. Golden- 
blum, William Goldenblum & Co.; H. J. Penman, Parker- 
Kalon Corp.; J. H. Cherry, Wickwire Spencer Steel Co.; R. C. 
Woodworth; Merle L. Langel, Osborn Mfg. Co.; and Herbert 
T. Potter, Ames Baldwin Wyoming Co. 
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Army Exchange Special Order 
Purchases Limited to Military Needs 


Army exchanges in the United | 


States are now permitted to buy 
by special order for military per- 
sonnel only items of military ne- 
cessity not usually carried in 
stock, the War Department an- 
nounced recently. 

The limitation on this type of 
purchases through Army ex- 
changes emphasizes the War De- 
partment’s desire to prevent any 
encroachment on private enter- 
prise. 

Previously it has been possible 
to purchase a wide variety of 
articles through Army exchange 
special order. The new limita- 
tion, however, permits sufficient 
latitude for exchanges to fill their 
function of providing necessities 
for the Army. 


In January, Brig. Gen. Joseph 
| W. Byron, Chief of the Army 
| Exchange Service, in a speech to 
the National Retail Dry Goods 
Association, said that while spe- 
cial order business amounted to 
about two per cent of the Army 
Exchange Service’s total sales, it 
has furnished “about 80 per cent 
of the headaches.” 

An educational program was 
started at that time, designed to 
emphasize to Exchange officers 
the necessity for rigid control of 
special orders, which has result- 
ed in a steady decrease of this 
type of business. In February, 
special orders had been reduced 
to less than one per cent of the 
volume of business for that 


month. 








BOOSTERS HEAR MASBACK 
TALK ON CONCENTRATION 


More than 50 members and 
guests of the Hardware Boosters 
heard E. R. Masback, president, 
Masback Hardware Co., New 


York City, wholesalers, discuss | 


the topic, “Is Concentration of 


Wholesale Hardware Distributors 
Feasible?” at the April 30 meet- | 
ing held at Miller’s Restaurant, | 


144 Fulton St., New York City. 
Mr. Masback, reporting on a re- 
cent discussion of the subject, 
said the government had pre- 
sumably explored the subject. He 
said that although government 


agencies have indicated that no | 


further action will be taken, on 
the subject, at the present time, 
that in his opinion voluntary 
steps should be taken by groups 
in close proximity to each other 
for the purpose of accomplishing 
such savings as appear possible 
through mutual cooperation to- 
ward that end. Such concentra- 
tion has not been found necessary 
in England where distributors 
render great service to the gov- 
ernment as is the case in this 
country. Manpower and trans- 
portation are the big problems in 
distribution today. 
also urged creation of a Hard- 
ware Council in the district, 
along the lines of one operated 
during and after the first World 
War on the original suggestion of 
E. R. Darville, at that time an 
Associate Editor of HARDWARE 
\ce. Such a council would co- 
ordinate efforts of the local hard- 
ware trade in war and charity 
drives through existing local 
hardware groups and would also 
perform liaison service between 
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Mr. Masback 


E. R. MASBACK 


the hardware trade and the pub- 
| lie. 

The proposed slate for the 
election to be held at the May 28 
meeting was read. Nominees 
| are: T. J. Crofton, H. B. Sher- 
man Mfg. Co., to succeed John 
Hires, Lufkin Rule Co., as presi- 
dent and A. C. Flamman. Mellen, 
Flamman & Simpson, for vice- 
president. Nominees for reelec- 
tion are: Harry J. Schmitt, H. 
Blumberg & Sons, treasurer, and 
Kenneth A. Heale, Harpware 
AGE, as secretary. 








Latest News on 
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and 
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T’S no trick for Mother to 

keep Junior looking just like 
he came out of a hat box—be- 
cause a far-sighted Horton 
dealer has been keeping her 
laundry equipment carefully 
repaired and running at peak 
efficiency. 


In these days of irreplaceable 
appliances, customer service is 
not only imperative. but it 
creates future sales born of 
confidence and good will. 


If you have not already set up 
a checking system, do so at 
once. You can depend on 
Horton to back you up—same 
as always. It pays to serve and 
serve well. 


Horton employees, for excellence 
of production of war materials, have 
received the Army-Navy “E” award 
—and for investing 10% of their 
earnings in War Bonds they proudly 
fly the Minute Man Banner. 









FORT WAYNE, INDIANA 
MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 72 YEARS 
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Dealers who stay 
in business 

























deserve help! 


| 


Deming Dealers are performing a vital wartime 
service. Located in close proximity to farming 
areas, they are helping farm owers keep water 
systems in operation. When repair parts are 
needed the Deming Dealer meets that need. 
Where special service is required, the Deming 
Dealer is right there to cooperate. 


Dealers who stay in business under today’s dif_i- 
cult conditions deserve a Deming is doing 
everything humanly possible to help them. 


THE DEMING CO. ¢ SALEM, OHIO 


| WATER 
: SYSTEMS 


La 









‘eho | 
--.and Deming is Helping 
| 


| 
| 
| 





Sherwin-Williams Promotes Three 
In Firm’s Sales Organization 


C. M. Lemperly, director of|the Sherwin-Williams _ printing 
sales and distribution of The | plant. His new duties will include 
Sherwin-Williams Co., Cleveland, | ““Kem-Tone” national advertisiny. 
Ohio, has announced three pro-| Mr. Dasbach joined the com- 

pany at Kansas City in 1918 
| where he was district sales devel- 
opment manager. In 1927 he 





E. W. WINDSOR 





motions in the firm’s sales organ- 
ization. E. W. Windsor has been L. W. DASBACH 
appointed assistant to Mr. Lem- 


perly, C. F. Toll has been named | joined the advertising department 
general manager publicity, and | <a in Cleveland and since 1934 
L. W. Dasbach will head the com- |}, had charge of Sherwin-Wil- 
pany’s dealer and general adver- 


lye ss 
te ‘Se liams store advertising. 
tising activities. | 





Mr. Windsor, in addition to 
his new duties, will continue as 
manager of Sherwin-Williams | . — , 
“Kem-Tone” sales, automotive 
sales and graphic arts sales. He YOUR COMPANY says- | 
has been associated with the 5 
company since 1925. 














Mr. Toll, new general manager 
publicity, received the company’s 





es 
GARDEN “* VICTORY 


| VICTORY GARDEN POSTER 
AVAILABLE — This official 
poster of the National Victory 
Garden Institute is now avail- 
able to garden clubs, civic 
groups, industrial firms and 
C. F. TOLL others wishing to sponsor and 
Pe encourage victory gardening. 
Printed in six colors, the post- 
25 year service award last year.|er is 144%. by 221% inches. 
In April, 1942, he became adver- | Space is left at top for the 
tising manager after many years | P™™ting of the name of spon- 


Hi sor. Complete details can be 
of advertising —— mee t obtained from the National 
tion experience. rom to Victory Garden Institute, 598 


1935 he was superintendent of ' Madison Ave., New York City. 
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E. B. Neuman, Well-Known Builders’ 


Hardware Executive, Passes 


E. B. Neuman, 52, secretary 
and treasurer of the National 
Brass Co., Grand Rapids, Mich., 
died unexpectedly April 22. He 





E. B. NEUMAN 


was stricken with a heart attack 
soon after adjournment of the 
morning meeting of the Hard- 
ware Manufacturers Statistical 
Association in New York City. 
He had left Washington, D. C., 
the day before where he had 
served as a member of the Hard- 
ware Industry Advisory Commit- 
tee of the War Production Board. 
Mr. Neuman devoted his entire 
business life to the hardware 
field. He joined the National 
Brass Co. approximately 20 years 
ago and for the last 15 years had 
directed the sales and merchan- 
dising activities of the concern. 
He was recognized as an author- 
ity on tubular locksets and latch- 
and was an outstanding 
figure in the development and 
establishment of the tubular type 
hardware. He played an impor- 
tant part in the introduction of 
modern cabinet hardware and 
was among those instrumental in 
the conception of the styling and 
high finishing of such lines. He 
devoted much of his time to de- 
veloping more modern merchan- 
dising methods and to builders’ 
hardware catalog simplification. 
His appointment on the Hard- 
ware Advisory Committee of the 
War Production Board is evi- 
dence of the high position he 
held in the hardware industry. 
Mr. Neuman was active in re- 
ligious, industrial, and commu- 


sets 
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nity circles. He participated in 
many community projects— 
among the most recent, the es- 
tablishment of a USO Recreation 
Center. 

A most fitting tribute was paid 
in a letter to the National Brass 
staff by Lou M. Dexter, presi- 
dent, who summarized by saying, 
“Those of us who were associated 
with him for many years knew 
him not alone as a capable ex- 
ecutive, but as a man of high 
ideals and a good friend—true 
and loyal to his God, country, 
and fellow men.” 


H. H. WINTERS 


H. H. Winters, salesman for 
Ben Williamson & Co., wholesale 
hardware distributors, Ashland, 
Ky., died on March 30 following 
an illness of three months. 

Mr. Winters had been associat- 
ed with the hardware company 
for the past 23 years and at one 
time served as city alderman. 





* ROLAND H. POPKEN 


Roland H. Popken, 41, former 
president of the Chicago Retail 
Hardware Association, died sud- 
denly in the hospital in Oak 
Park,. Ill., on April 13. 

Mr. Popken retired from the 
hardware business three years 
ago when the building was rented 
to a syndicate. His father had 
been in the hardware business 
for 35 years. 

Surviving are his widow, Mrs. 
Ethel A. Popken, one son and a 
daughter. 





ROLAND H. POPKEN 








We're glad we’re old hands 
at the game. 
Many’s the problem of war- 
time 
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Carrots are 
Weapons, too 





NIONS may not be as dramatic as hand grenades 


: . . . but vitamins are weapons of victory, too. It’s 

I no easy job these days keeping the folks well-fed and 

fit. But thanks to our Grand Range, my family is get- 

: ting its quota of good nutrition. 

} The Simmer Burners, for instance, help me cook vege- 
tables to salvage all the vitamins and flavor. I transform , 
low-cost meat cuts into miraculous soups and stews. At 

the same time, we're saving precious fuel. 

t 


Yes, my Grand is on duty for the duration. It’s not new, 
but you’d never guess it to look 
at it. It'll outlast Schicklgruber, 
I’m sure! And when our War 
Bonds come due, and we can 
buy a new range, you can be 
sure I'll look for another Grand. 











GEORGE W. WELLES 


| George W. Welles, 70, tormer 
president, Kelley-How-Thomson 
| Co., wholesale hardware distribu- 
| tors, Duluth, Minn., died in Pres- 
cott, Wis., on April 3. 
Mr. Welles went to Duluth in 
1895 and took his first position 
with the Chapin-Wells Co. In 
1901, he became associated with 
J. F. Killorin and M. H. Kelley 
at which time the Kelley Hard- 

| ware Co. was founded. This | 
| group was joined by A. D. Thom.- | 
son and B. W. How in 1902 and | 
the Kelley-How-Thomson Co. 
was organized. He held various | 

| executive positions in the organ- | 
| ization and at the time of his re- | 


| company throughout his business 
life. At one time Mr. Christian- 
son did all the pricing and cost 
work for the company. Later he 














| tirement in 1932 was president. 
Due to his work in connection | 

| with the purchasing of merchan- | 

| dise and the promotion of sales, 


Mr. Welles acquired a very wide 
acquaintance among manufactur- 
ers and also among dealers. He 
was always very active in civil 


| affairs. 


Surviving are his widow and 


| his son, George W. Welles, Jr., a 


| 
| 





buyer for the Kelley-How-Thom- 


son Co. 


HAROLD G. REINICKER 


Harold G. Reinicker, who was | 
associated for many years with 
the John K. Wilson Co., manu- | 
facturers’ representatives, Balti- 
more, Md., died in that city on | 
March 23. 

Mr. Reinicker became 
ciated with John K. Wilson, Sr., | 
founder, in the early days of the | 
company. He entered as a clerk | 
and later greater re- | 
sponsibilities. For many years | 
he traveled in the south. When 
John K. Wilson passed away in | 
1922, Mr. Reinicker, Henry « 





asso- 


assumed 





Wilson and John K. Wilson, Jr., 
carried on the business of the | 
company. About three or four | 
years ago, Mr. Reinicker retired 
and moved to California. Al- 
though he returned to Baltimore | 


a year later, he did not re-enter 


the business. 


| 


He is survived by his widow. 


EMIL B. CHRISTIANSON | 
Emil B. 


Christianson, 


asso- | 
ciated with the Hall Hardware | 
Co., Minneapolis, Minn., for 
many years, passed away on 
\pril 4, in that city. He had 
been away from the office for 


only about a week. 


Mr. Christianson was one of 
the first employees of the com- 
pany, being employed early in 
1914. With the exception of be- 
ing away a few years in the early 
1920’s, he had been with the 








EMIL B. CHRISTIANSON 


became office manager, then as- 
sistant department manager and 
subsequently department 
ager. 


man- 


GEORGE E. DEMING 


George E. Deming, 55, vice- 
president and secretary of the 
Philco Corp., Philadelphia, Pa.. 
died at his home, near Bryn 
Athyn, Pa., on April 15, of a 
heart attack after an illness of 
12 days. 

In 1917 Mr. Deming 
Philco as assistant superinten- 
dent of the factory. He _ be- 
came successively superintendent 
of the factory, executive vice- 
president, vice-president in charge 
of production, and in 1941 was 
named and = sec- 
retary. 


joined 


vice-president 


Mr. Deming is survived by his 
widow, Mrs. Ethel Beck Deming, 


and his two sons. 


JOSEPH W. JOHNSON 


Joseph W. Johnson, 82, hard- 
ware merchant and banker, died 
at his home in Point Pleasant, 
N. J., on April 1. 

Mr. Johnson founded the Point 
Pleasant Hardware Co. and the 
Johnson Furniture Mart. He also 
was the founder and _ former 
president of the Ocean County 
National Bank of Point Pleasant. 
The first telephone company in 
that section of New Jersey wa- 
founded by Mr. Johnson about 
50 years ago and his system was 
later sold to the Bell Telephone 
Co. of New Jersey. 

He is survived by his widow, 
Mrs. Bertha Johnson, a son and 
three daughters. 
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WPB ALLOTS LIMITED NUMBER OF | 
BATTERIES FOR RURAL ‘PHONE USE 


Batteries to be distributed through wholesalers and ~ 


sold by retail dealers to farmers. 
batteries made on PD-1X. Farmer buys from retail 
dealer with CMP allotment symbol MRO-U, Prefer- 


ence Rating of AA-1, and indicated certification. 


(Washington Bureau 
of HARDWARE AGE) 

Because a shortage of tele- 
phone batteries has become very 
critical in certain sections of the 
country, WPB is going to try fer 
a while as a test to make distri- 
bution of these batteries through 
wholesalers who in turn will sell 
them to retail dealers. 

To this end WPB has allotted 
the Distribution Branch of. the 
Wholesale and Retail Trade Di- 
vision a limited number of bat- 
teries for distribution among 
dealers. Requests for the bat- 
teries will be made on Form 
PD-1X. At WPB it was stated 
that the applications will be 
given prompt consideration with 
the restriction that they are to 
be sold for telephone use only. 
The shortage of -batteries is par- 
ticularly acute in connection with 
rural telephone lines, which, it 
was pointed out, makes it very 
difficult for rural operating lines 
to obtain batteries for the opera- 
tion of telephones. 

The newly arranged allocation 
plan is being experimentally con- 
ducted so that may be 
analyzed to determine whether it 
should be made permanent. It is 
recognized that it might have its 
disadvantages. Indicative of pos- 
sible defects is the fact that the 
program would be greatly dis- 
turbed if too many batteries were 
placed in the hands of dealers. 
In this connection it was ex- 
plained at WPB, that if stocks 
are slow moving too large inven- 
tories in dealers’ hands would 
aggravate the shortage of bat- 
teries, 


results 


Meanwhile, it was stated that 
all a farmer has to do to get 
telephone batteries is to put an 
AA-1 preference rating on an 
order and give it to a dealer. 
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| This is provided for by Utility 
Order U-3. 
Farmer’s Certification 

Farmers having the right to 
purchase these batteries under 
this plan sign the following cer- 
tification: 

“CMP Allotment symbol 
Preference Rating...... 





Requests for 


“The undersigned operator cer- 
tifies, subject to the penalties of 
section 35 (A) of the United 
States Criminal Code, to the sell- 
er and to the War Produetion 
Beard, that to the best of his 
knowledge and belief, the under- 
signed is authorized under applic- 
able War Production Board regu- 
lations or orders, and under all 








provisions of Utilities Orders U-2 


and U-3, to place this delivery, 
to receive the 
for the purpose 
dered and to use any preference 


item(s) ordered 
for which or- 
rating or allotment number or 
which the 
has placed on the order.” 

Such certification shall in 
every case be signed manually 
and in ink by the authorized pur- 
chaser. The CMP allotment sym- 
bol in this case is MRO-U and 
the Preference rating AA-l, as 
indicated above. 


symbol undersigned 


The reason that the WPB 
Communications Division thought 
that. distributors should have 


stocks of batteries is that farmers 
are unfamiliar with the mechan- 
ics of the priority system and 
that therefore the best way they 
could be accommodated is 


through their dealers. 








With the issuance of Supple- 
mentary Order 45 by the Office 
of Price Administration, effective 
May 1, the repair of sporting 
goods, including guns, and the 
repair of signs and public ad- 
dress systems have been lifted 
from price regulations, together 
with the sale of numerous gift 
and novelty items and some 
housewares items. Notwithstand- 
ing the provisions of any regula- 
tion or order issued prior to the 
effective date of this order by the 
OPA, all sales by any person of 


the listed commodities and ser- 
vices are exempt from price 
control. 


Included in the exempted items 
are: tie racks, shoe racks, com- 
forter grippers, comb cleaners, 
book ends, portable door stops, 
paper weights, reading racks. 
novelty table centerpieces and 
decorations, including artificial 
flower centerpieces, glass flowers, 
artificial fruit and place card 
holders. Other exempted items 
include: mirror table plateaus, 
beverage coasters, dinner bells 
and chimes, figurines and orna- 
mental statuary, wood carved fig- 
ures and animals, novelties made 
of butterfly wings, sea shells and 
novelty wall plaques, 





gourds, 








Exempt Athletic Goods Repairs; 
Some Housewares, Etc., From Ceilings 


masks and decorations, — bird 
houses, floor sweeping com- 
pounds, florists’ foliage, decora- 
tive and trimming products, 


wrought iron fences and balus- 


trades, lightning rods, weather- | 


vanes, cast-iron cornices, steel or 


| 


| 


iron marquees, ornamental iron 
brackets, whole crab and shrimp 
meal and ground peanut hay. 
Services exempted include: air- 
raid precautionary services deal- 
ing with buildings or parts there- 
of, public address systems 
maintenance, rental or repair, 
and the remodeling, rental and 
repair of sporting goods, includ- 


g 9 
ing guns. 








WPB Removes Six Orders, Adds Six 
For Appeal Only Through Field Offices 


The War Production Board has 
announced that effective as of 
May 1 further amendments to 
Appendix A of Priorities Regula- 


tion No. 16 have removed six 
orders from the list of those 
which may be appealed only 


through WPB Field Offices. Six 
orders, not previously included 
in that list have been added for 
appeal only through WPB Field 
Offices. Removed from Appendix 
A were the following orders: 
L-22 (furnaces); L-23, L-23-a 
and L-23-b all on domestic cook- 
ing appliances and L-59 and 
L-59-a on metal plastering bases. 

Added to to Appendix A and 
thus to be appealed only through 
WPB Field Offices are: L-13-a 


(metal office furniture); L-22-a 





(furnaces) ; “ L-23-c (domestic 
cooking appliances); L-182 
(commercial cooking equip- 
ment); L-248 (commercial dish 
washers) and L-277 (electrical 
wiring devices). 


MAY MODIFY SCHEDULES 
ON HAND SERVICE TOOLS 


Production and delivery sched- 
ules of hand service tools may be 
modified by the War Production 
Board under a provision of Or- 
der E-6 as amended April 28 by 
the board. 

The hand service tools covered 
by the order are used in metal 
working. They include metal- 
cutting hand tools, machinists’ 
hammers, pliers, screw drivers 
and wrenches. 
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Creating Business for 
You in Thousands of 


VICTORY GARDENS 








Necessities of war greatly restrict the 
number of Hand Sprayers that may 
be produced this year. But do not 
forget that there are already hun- 
dreds of thousands of MYERS Hand 
Sprayers now in possession of growers 
and gardeners the country over. The 
several popular types of these reli- 
able small sprayers will be worked 
to the limit. Service and repairs are 
sure to be badly needed if Victory 
Gardens are to produce their utmost. 


You can contribute to the war effort 
and help your business as well by 
preparing to keep these sprayers in 
good operating condition. Repair 
parts, accessories and fittings are 
available. Order at once as a pre- 
caution against possible transporta- 
tion delays. Complete information 
on request, 


The War Food Administration 
on April 24 took steps to relieve 
| the pressure on the use of or- 
| ganic nitrogen materials in mixed 
fertilizers, and to facilitate dis- 
tribution of additional fertilizer 
needed in production of essential 
war crops. 

These changes, effective April 
24, are provided in amendments 
to Food Production Order 5, 
which governs the distribution of 
fertilizer: (1) The requirement in 
Schedule II that 3 per cent ni- 
| trogen grades in Group (3) con- 
tain a minimum of one unit of 
organic nitrogen, has been re- 
moved for the states of Georgia, 
Kentucky, Maryland, North Car- 
olina, South Carolina, Tennessee, 
and Virginia. (2) If dealers and 
agents do not have on hand the 





ordinary analysis grade which a 
farmer is eligible to obtain, they 
may deliver to the farmer, from 
stocks on hand, other grades of 
a different nitrogen content, pro- 
vided the farmer receives the 
equivalent quantity of nitrogen 
per acre that he would have ob- 


| tained from the prescribed grade. 


(3) Dealers and agents are per- 
mitted to deliver, from stocks on 
hand on April 24, the special 
1-9-3 tobacco plant-bed grade, for 
use on any Group A or Group B 


crop. (4)Fertilizer manufactur- 


| ers, dealers and agents are au- 


thorized to deliver chemical ni- 


| trogen fertilizer for starter solu- 


tions for vegetable crops in 25 
and 50-lb. packages instead of 
the minimum 80-lb. packages pre- 
viously required. (5) The War 
Food Administration is author- 
ized to establish maximum rates 
of application per acre for the 
grade approved to be used on 
specified crops in each state. 

Removal of the mandatory or- 
ganic nitrogen content of certain 
3 per cent nitrogen grades was 
made possible by an easing in 
the supply of chemical nitrogen 
available for immediate use. This 
move should tend to ease the 
organic nitrogen situation which 
is critically tight in many sec- 
tions, WFA officials said. 

Food Production Order 5 re- 
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quires, under certain conditions, 
that a nitrogen grade used in the 
base period be replaced in 1943 
by a grade carrying a lower ni- 
trogen content. As the season 
nears the close, some dealers and 
agents have approved grades in 
stock which do not fit in the re- 
placement pattern in some cases. 


To Facilitate Distribution 
Of Additional Fertilizer 


To free these stocks for use this 
season, permission is granted 
dealers and agents to deliver 
them to farmers for use at an 
equivalent rate per acre based 
on the nitrogen content of the 
approved grade otherwise author- 
ized to be delivered. Similarly, 
the special 4-9-3 grade which was 
ear-marked for tobacco plant 
beds only is released for deliv- 
ery from stocks remaining at this 
time in dealers’ and agents’ 
hands for use on any Group A 
or Group B crop. 

In authorizing that fertilizer 
for starter solutions be packaged 
in smaller containers. WFA offi- 
cials pointed out that the 80-lb. 
package contains a greater quan- 
tity than is generally required 
by many vegetable growers. 

Purpose of the measure au- 
thorizing WFA to establish maxi- 
mum rates for application is to 
provide an overall control and 
to make possible without delay 
any modification upward or 
downward which is in line with 
changes in fertilizer supplies and 
sound farming practices. 

Other provisions authorize a 
3-8-5 grade for Texas, and a 
10-10-5 and a 10-12-10 grade for 
Idaho. 

Group A crops include castor 
beans, long staple varieties of 
cotton, flax, guayule. hemp, hy- 
brid corn for seed production, 
peanuts, soybeans, green beans, 
dried beans, lima beans, beets, 
cabbage, carrots, kale, onions, 
peas, peppers, potatoes, spinach, 
sweet corn, tomatoes, vegetable 
seeds, tung, and certain fruits 
for drying. Most other crops are 
classed in Group B. 


ASBESTOS ROOFING 
RESTRICTIONS EASED 


Restrictions of WPB order 
L-41, controlling wartime civilian 
construction, no longer will ap- 
ply to certain reroofing and re- 
siding jobs where asbestos roof- 
ing and siding materials are 
used. 

A new supplementary order, 
L-41-d, eliminates restrictions on 
residing and reroofing of a struc- 
ture with asbestos materials, 
where any part of existing siding 
or roofing is in need of mainte- 
nance or repair. 

No rubber; metal, other than 
fastening; nor lumber shall be 
used in such residing or reroof- 





ing operations. 
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REISSUE HAND TOOL 
SIMPLIFICATION ORDER | 


Schedule II, Limitation Order L-157, Hand | 


Tool 
printing errors. 

To correct several errors in the | 
printing of Schedule IL of Limi- 


plification of hand tools, the War 
Production Board on April 23 re- 
issued the schedule. There is 
no change in the substance o 
the order. 


The schedule now permits the 


manufacture of a_ railroad 
\.R.E.A. design forged adze with 
a nine-inch blade and four-inch 
cutting edge, instead of a nine- 
inch cutting edge as listed pre- 
viously. 

Engineers’, blacksmiths’ and 
bricklayers’ forged light hammers 
can be made “in one style only” 
instead of “in one weight and 
one style,” while body workers’ 


Simplification 


| Limitation 
tation Order L-157, covering sim- | 





forged light hammers may be 
made only 
order of the Army, Navy, 
time Commission of the 
Shipping Administration,”  in- 
stead of “to fulfill a specific Gov- 
ernment order only.” 


“to fulfill a specific | 
Mari- | 
War | 


reissued to correct 


Substance unchanged. 


1293.3 Schedule II to 
Order L-157 was 


Part 


amended: (1) By striking out in 
Appendix B, Table 3,—Forged 
| Adzes to said Schedule II and 


| substituting the following: 


TaBLeE 3—-Forcep Apzes 
Width of 
Cutting Edge 
Pattern in Inches 
NE ona ceaoetes 4 
fh SR rr cee 4 
Full head (railroad) .... 5 
Ship carpenters, plain ... 4 
Ship carpenters, plain ... 4% 


Ship carpenters, lipped.. 4% 
Ship carpenters, lipped .. 5 


Mine track, No. 3 eye ... 3 
| Railroad, A.R.E.A. design 
Lee 4 


(2) By striking out Table | 
Forged Light Hammers in Ap- 
pendix C to said Schedule IT and 
substituting the following: 





TABLE I—FORGED 


LIGHT HAMMERS 


Kind Pattern Ounces Pounds 
Nail Octagon or hexagon 13, 16, 20 
Bell face... 7, 13, 16, 20 
; Plain 16, 20, 24 or 28..| (1) 
Ripping .. |Bell face .... 16, 20 
Engineers and black- 
smiths (2 .. |Crose pein. . 114, 2, 213, 3 
Bricklayers (2) . |Plain or adze eye 116 
Coopers . |B 3,4 
Engineers ‘Double face... | 215, 3 
|Octagon poll, driving... 7, 10. 
ts poll, curved claw, | 
—_ | 7, 10. 
a, = straight claw, 2 
Farriers ; ay 214 
[Eitting : 244 
ning | 24 
Machinists \Ball pei | 2, 4, 8, 12 | 1, 114, 1%, 2, 214 
|Straight or cross pein , | 114 
Riveting |Plain eye | 4,9, 12 | 
Tinners. . |Riveting | 8, 12. 
|Paneing or setting 12 
Raising... . 28 
Body workers (3)... 





_1In 24 and 28-ounce weights, 
factured. 
2One style only. 


’May only be manufactured to fulfill a specific order ; 
Maritime Commission or War Shipping Admin- 


Army, Navy, 
istration. 


one weight ile to be manu- 


of the 








MUST TURN IN OLD RADIO 
TUBES FOR NEW TUBES 


WPB has issued order L-265, 
requifing owners of radio sets to 
turn in an old part for corre- 
sponding new parts installed. The 
order makes certain exceptions 
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for rural set owners who can buy 
only by mail, and for those who 
have lost parts to be replaced. 
Order L-265 supersedes L-183, 
which required minimum rating 
of A-3 for transfers by manufac- 
turers of electronic equipment, 
and raises this rating to A-l-a. 
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PRO-TEX 


Victory PAD 


Here’s the new money-maker they’re all talk- 
ing about! Now ready for immediate delivery 
in the two most popular sizes, the VICTORY 
Pad is a “hot” item in housewares departments 


from Coast to Coast. 


Even more beautiful than the original 
PRO-TEX Pad—and just as practical. Protects 


surfaces against heat and scratches. Women 


admire its appearance and utility. 


Same low prices as before! Popular Coffee 
Cup pattern, in choice of red or black. Sizes: 
18”x20” and 14”x17”. 


Make this a leader in your 1943 
promotions! Write for illus- 
trated circular. 


BALLONOFF "i8: 28020015 © 
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| dollars-and-cents maximum prices 


Used Washing Machine Sales, and Rentals 


Now Under Dollar 


The Office of Price Adminis- 
tration on April 27 established 


on all sales of used washers by 
dealer, auctioneers and_ indi- 
viduals. A new regulation, Max- 
imum Price Regulation No. 372 
(Used Domestic Washing Ma- 
chines) effective May 3, 1943, 
establishes ceiling prices at 
March, 1942, levels on guaran- 
teed machines, and at October, 
1941, levels on machines sold 
“as is.” 

Householders selling these ma- 
chines are brought under price 
control for the first time. OPA 
also for the first time placed 
ceilings on rates for rental of 
used washing machines. Rentals 
are limited to $4.50 for the first 
month and $3.50 monthly there- 
after regardless of the type of 
machine being rented. These 
charges include pick-up and de- 
livery as well as service during 





the period of rental. 


All sales in the course of trade, | 


hitherto have been under the | 
General Maximum Price Regu- | 


and Cents Maximums 


average consumer or housewife 
can readily identify the class of 
any washer upon simple inspec- 
tion. The responsibility in trade 
sales of determining the class or 
category rests with the retailer. 
In person-to-person sales, the 
category can be readily deter- 
mined by sellers. In the event of 
a difference of opinion, OPA 
can be consulted. On all ma- 
chines being sold, a tag must be 
attached, either by dealer or indi- 
vidual, showing the class into 
which the machine falls, the 
length of guarantee, if any, and 
the maximum selling price set 
by OPA. If a washing machine 
is being offered for rent, a tag 
must state the maximum monthily 
rental rate. 


REVISE ORDER L-252 
ON VARIOUS VALVES 


(Washington Bureau 
of HARDWARE AGE) 


Order L-252, issued in Janu- 
ary, to reduce the types of gate, 
globe, angle, cross and check 
valves, has been revised to elimi- 


lation. The new regulation 
covers sales and rentals of all 
washing machines 
ever been used or which have 
been in a consumer’s possession 
for at least 90 days even though 
not actually used. 
foreign seller to any domestic 
buyer are the only exemptions 
from the regulation. 

Ceilings will range all the way 
from $6.67 to $147.50 in the new 
regulation. Twelve categories 
are established, A to L, following 
traditionally accepted quality 
brackets. Four types of sales 
may be made in each category. 
Used washing machines guaran- 
teed for 12 months or more will 
from $34.75 to 
$147.50 depending on the cate- 
gory in which it falls. Machines 
guaranteed for at least six months 
will have maximum prices rang- 
ing from $29.75 to $142.50. Ma- 
chines sold “as is” and not guar- 
anteed have two groups, with 
maximum prices of $6.67 to 
$70.00 on sales to dealers, and 
$10.00 to $105.00 on sales to con- 
sumers. 


have ceilings 


In establishing the categories 
for the different price levels, 
OPA considered all major utility 
factors such as the size of wringer 
rolls, tub capacity and finish, 
motor power, agitator control and 
other functional or quality fea- 
tures. 


These qualities have been so 
defined in the regulation that the 


Sales by a| 


which have 


nate certain specification of 
physical properties of some of 
| the steels contained in the orig- 
|inal order, WPB announced re- 


| cently. The changes cover spee¢i- 


fications of bodies and bonnets, 
bonnet bolting and bonnet bolt 
nuts of steel valves. 

The order is intended exclu- 
sively to conserve materials and 
to raise production by simplify- 
ing valves and valve parts. Speci- 
fications of physical characteris- 
tics of materials, on the other 
hand, relate to standards of effi- 
ciency or safety, which are gov- 
erned by the contracts between 
producers and their customers, 
WPB officials said. The inclu- 
specifications in 
L-252 is not considered neces- 


sion of such 


sary. 


RESTRICT METAL USE 
FOR SUN GLASSES 


Use of metal in the manufac- 
ture of sun glasses, or cases for 
sun glasses, has been restricted 
by WPB order L-238. Official 
aviation sun glasses are exempt 
from the limitations imposed, if 
specifications cannot be fulfilled 
otherwise. 

Order L-238 is effective imme- 
diately, but finished parts on 
hand may be assembled by the 
manufacturer, into products that 





can be completed before May 23. 
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To Permit Manufacture of Baby Scales; 
And Partially Ration Agricultare Scales 


Baby scales will be produced | 
at one-quarter of the 1941 rate | 
but will be sold to the public | 
only on a doctor’s prescription, 
under terms of Order L-190 
(scales, balances and weights), 
as amended April 29 by the War 
Production Board. Previously, 
production of baby scales for 
household use had been banned, 
except for clinical-type scales 
made for sale to physicians and 
hospitals on A-9 ratings. 

The order, as amended, also 
institutes a partial rationing con- 
trol over sale of certain types of 
agricultural scales selling for less 
than $50. With production of 
such scales (including egg grad- 
ing scales, grain sampling, grad- 
ing and testing milk 
scales and cotton scales) limited 
to 100 per cent of 1941 output, 
they can be sold only on certifi- 
cates from County Farm Ration- 
Committees. Such 
priced at less than $5 can be sold 
without restriction. 

However, production of baby 
scales is subject to certain rigid 
restrictions. No manufacturer 
may produce more than 
model, and that model must be 
the one made by him in 1942 
which used the least amount of 


scales, 


ing scales 


one 





steel. No metal whatsoever can 


be used for making the tray. Sale 
of baby scales to doctors, hospi- 
tals, distributors, and dealers is 
permitted without restriction. 

Other changes made by 
amended order provide: 

(1) With certain exceptions, 
sale of scales in amounts over 
$50 after May 19 is restricted to 
orders with ratings assigned on 
Form PD-857. Sales of 
scales on ratings issued on Forms 
PD-1A, PD-3A, PD-1X, PD-200, 
PD-408, and similar forms—as 
well as on ratings issued under 
various P-orders and CMP regu- 
lations 5 and 5A—are prohibited. 
Excepted from this provision are 
clinical, baby-weighing and diet- 
etic scales and those classed as 
laboratory equipment under Or- 
der L-144. Scales in amounts 
costing less than $50 may still be 
not 


the 


such 


sold on ratings issued on 
PD-857. 
It is 


used 


made clear that scales 
for demonstration, — trial 
loans or emergency repair loans 
are covered by provisions of the 
order. Prohibitions on produe- 
tion of repair or maintenance 
parts for scales for household use 
are relaxed to the extent that 
parts may be made for rebuild- 
ing used commercial scales into 
baby-weighing scales. 








PD-851 Expedites Priority Help 
For Civilian Plumbing, Heating 


To expedite priority applica- 
tions for new plumbing and 
heating equipment for civilian 


residential use, Form PD-851 has 
heen issued by the Plumbing and 
Heating Division of the WPB. It 
can be obtained at WPB Field 
Offices .and is to be filed by the 
occupant or owner of a private 
dwelling who desires priority as- 
sistance for the purchase of new 
plumbing, heating, domestic cook- 
ing equipment (except electri- 
cal), or material, the sale of 
which is restricted by Limitation 
Order L-79. 

This new form, which will be 
of mutual assistance to the pur- 
chaser, plumber and dealer, fur- 
ther simplifies the procedure so 
that applications’ will be handled 
in the Field Offices, which are 
more familiar with conditions in 
local areas. 

Form PD-851 should 
obtain plumbing. and 
heating equipment for repair or 
replacement of existing equip- 
ment which is worn out, damaged 
or destroyed. Repair or replace- 


not be 
used to 
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| ment 


procedure should be 
handled by the material sup- 
pliers, who are assisted by Order 
P-84. Form PD-851 should not 
be used to acquire any item 
which is rationed by OPA. The 
local rationing board should be 
consulted concerning rationed 
items. 

When applying on Form PD- 
851, the ultimate consumer (oc- 
cupant or owner) should file two 
copies with his nearest WPB 
Field Office and keep one copy 
for his own records. 


RESTRICTED BY L-5i 

Purchase for civilian passenger 
automobiles, including _ station 
wagons and taxicabs, of anti- 
freeze containing ethylene glycol 
has been prohibited by the WPB 
in a recent amendment to order 
L-51. 

WPB thus restricted this per- 
manent type of anti-freeze to 
commercial vehicles and station- 
ary engines, effective from April 
1, 1943, to March 31, 1944. 
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2520 QUARRY ST. 
CHICAGO, ILLINOIS 


in Principal Cities 


“dw an: Bat Gable tee 
Profitable Items ? 


Here’s a Sure Seller 


VITAMIST 


for More Productive 


VICTORY GARDENS 


The planting of millions of Victory Gardens: is creating a Big 
Demand for a VITALIZER that will assure earlier, bigger and 
better fruits and vegetables. VITAMIST, which Vitamizes As 





You Sprinkle, does the job easily. 


FITS ANY GARDEN HOSE 
NO FUSS — NO MESS — NO 


yor LUXURIANT 
rdens 


ZLE — NO EXTRA ATTACH- 


MENTS TO BUY. One Cartridge 
Vitamizes 1,500 square feet of area. 


Attractive Counter Display FREE 
wit Six Packages 
For Sale by Leading 
Hardware Jobbers 
If your Jobber cannot supply you, 
wi to 


JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York, 


or 
BURGESS SEED & PLANT CO. 
Mich. 
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HOW WILL MARKETS 


SHIFT AFTER THE WAR? 


In an effort to find out how wartime thinking may 
affect postwar buying, a continuing study by the U. S. 
Chamber of Commerce reveals some interesting facts. 


New homes and new home furnishings stand way up on 
the list of the things families intend to buy. 


The evidence points to a huge market for BENNETT 
Flexscreens and fireplace specialties. 


War over, at the drop of the hat, we'll be back in 
production on the finest line of firescreens and fire- 
place accessories you ever saw. 


BENNETT FIREPLACE CO. 


NORWICH, N. Y. 








Permit Warehouse Charge on Frozen 


New Household Refrigerator Stocks 


Manufacturers and distributors 
who have inventories of new 
household mechanical refrigera- 
tors frozen by WPB orders are 
authorized to make a charge for 
the warehousing services, the 
Office of Price Administration 
has announced. This charge will 
be the amount accrued under a 
previous authorization, plus $5.00 
per refrigerator during the period 
May 1, 1943, to Dec. 31, 1943, 
and plus $10.00 per refrigerator 
after Dec. 31, 1943. The previous 
authorization was one per cent 
per month beginning Feb. 14, 
1942, or the date on which the 
refrigerator was placed in the 
warehouse, whichever is later, 
and Sept. 13, 1942. 

Under no circumstances may 
any warehousing service charge 
be passed on to the ultimate con- 
sumer who purchases one of these 
refrigerators for use in his own 


home. The inventories of me- 


chanical refrigerators still frozen 
by WPB have heen earmarked 
for the Army, Navy, National 
Housing, Lend-Lease and other 
claimant agencies. Hence, the 
cost of living will not be af. 
fected by this OPA move. 

Under War Production Board 
Order L-5-b, stocks of new me- 
chanical domestic refrigerators 
were frozen on Feb. 14, 1942. 
Subsequently WPB _ released 
nearly 250,000 units for sale to 
consumers. The first release of 
100,000 units was made in Sept., 
1942. The second release came 
last month for 148,852 units. 

OPA authorized this action 
by amending Revised Price 
Schedule No. 102 (Househo]d 
Mechanical Refrigerators) , which 
governs ceilings of manufac- 
turers, and Maximum Price 
Regulation No. 110 (Resale of 





New Household Mechanical Re- 
frigerators), which governs ceil 
ings of distributors and dealers. 








WPB Issues Warning Against 
Blanket Purchase Orders For Gages, Etc. 


The Tools Division, WPB has 


| issued a warning to distributors 


of gages and precision hand tools 


| that some “war contractors have 
been issuing ‘blanket’ purchase 


orders to distributors of gages 
and precision hand tools, apply- 
ing to such orders the contrac- 


tor’s maintenance, repair and op- 


erating supplies preference rating 
for tools to be held in the dis- 
tributor’s stock for sale exclusive- 
ly to the particular contractor’s 


| employees.” 


The warning points out that 
such practice is a direct viola- 
tion of Priorities Regulation No. 
3 as well as General Preference 
Orders E-5-A. No person may 
apply a rating to secure material 
being purchased not by the per- 
son applying the rating but on 
the contrary being bought and 
paid for by a third person. The 
only mechanism under which the 
contractor’s rating may be used 
is that established by E-5-a. 

It is further stated in the 
warning to distributors that, 
“Any distributors who have 
stocks of precision tools so ear- 
marked for a specific contrac- 
tor’s employee must make these 
tools available to any approved 
user or employee in accordance 
with the terms of General Pref- 
erence Order E-5-a. ... All pur- 





chase orders placed by you with 


any producer of gages and preci- 
sion hand tools which were rated 
by your customer with such an 
understanding that they are to 
remain in your place of business 
as earmarked stock for such cus- 
tomer’s employees should be can- 
celled immediately.” 


LIMITING LUGGAGE TO 
SEVEN BASIC TYPES 


Luggage will be made only in 
seven basic types, and will be 
drastically limited in size and 
design, beginning July 1, under 
order No. 1-284, issued by WPB. 
Eliminated from production are 
several types of bags and suit- 
cases; the use of critical mate- 
rials is restricted to functional 
purposes, and an over-all cut has 
been ordered of approximately 40 
per cent in dollar volume of lug- 
gage manufactured, based on 
1941 output. 

All-leather luggage is out for 
the duration, and canvas, cotton 
duck, other fabrics and wood 
must be used as_ substitute. 
Banned completely are cosmetic 
cases, fitted cases, Gladstone 
cases, hat boxes, hat and shoe 
boxes, picnic cases, vanity cases. 
women’s wardrobe cases, ward- 
robe trunks of all types, bottle 
cases, kit bags, victoria cases and 
animal carriers. 
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L-33 Amendment Provides Continued Making 
Of Portable Elec. Lamps Until July 15 


Manufacturers of portable elec- 
tric lamps may produce such 
articles from parts which had 
been wholly or partially fabri- 
cated by Dec. 10, 1942, the War 
Production Board has provided 
in Limitation Order L-33 as 
amended. Such production may 
continue until July 15. After that 
date production again will be 
prohibited except for orders of 
the Army, Navy, Maritime Com- 
mission, and War Shipping <Ad- 
ministration. 

Under Order L-33 as amended, 
restrictions of Copper Conserva- 
tion Order M-9-c do not apply 
to specified parts that were in a 
manufacturer’s or his supplier’s 
inventory on Dec. 10, 1942. 

Temporary allowances also are 
made for renewed production of 
shades. Beginning May 1 and 
until July 15, a manufacturer 


may use silk which was in his 





inventory on March 23, 1942. 
Iron and steel in the form of 
wire or wire frames, and phenolic 
plastics, which were in his own 
or his supplier's inventory on 
Dec. 10, 1942, also may be used. 

Under L-33, portable electric 
lamp production was stopped, ex- 
cept for military orders, on Dec. 
10, 1942. The stop date for 
shades, under the same order, 
was Jan. 1 of this year. 

Pre-war annual production of 
the lamps has been estimated at 
30,000,000; and shades, about 
50,000,000. Some 600 companies 
were engaged in the production 
of these articles. 

L-33 as amended May | is ex- 
pected to provide relief for many 
manufacturers who had filed ap- 
peals with the Consumers Dura- 
ble Goods Division and the Cop- 
per Division for permission to 
assemble prefabricated parts into 
lamps and shades. 








RADIO TEST EQUIPMENT 
SALES METHOD CHANGED 


\fter May 1, deliveries of ra- 
dio and radar test equipment will 
he made in accordance with 
schedules determined under 
M-293 instead of preference rat- 
ings, it was stated at a recent 
meeting of the Test Equipment 
Industry Advisory Committee 
with the Radio and Radar Divi- 
sion of the War Production 
Board. 

Buyers of test equipment will 
fill in Form 556, on the basis of 
which the placement and delivery 
of new orders will be determined. 
These forms, available at WPB 
regional offices, will be submitted 
to the WPB Radio and Radar 
Division for approval, and the 
approved forms will be attached 
to purchase orders. 

Elmer Crane, Chief of the 
Components Section, said that 
while deliveries of test equipment 
no longer would be subject to 
the competition of priority rat- 
ings, production would continue 
lo be expedited by the use of 
ratings to purchase components 
and materials. Since supplies of 
these components, consisting of 
resistors, condensers and other 
equipment, are not as tight as 
those of test apparatus, schedules 
of the component producers will 
not be upset. 

Since test equipment purchase 
orders hereafter are to carry 
WPB approval on Form 556, 
manufacturers receiving purchase 
orders without such approval 
should return them to their cus- 
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tomers, it was stated. Jobbers, 
like manufacturers, are to see to 
it that their customers receive 
approval on Form 556, and that 
the approved form is sent with 
the purchase order to the pro- 
ducer. 


SCRAP BURLAP, ETC. 
AGAIN UNDER GMPR 
(Washington Bureau 
of HARDWARE AGE) 

Scrap burlap and scrap bag- 
ging or bale coverings composed 
of jute, hemp, istle, sisal or simi- 
lar fibers again have been placed 
under GMPR at all levels of dis- 
tribution by Amendment No. 48 


to GMPR issued by OPA. This | 
sales of | 


amendment removes 
these materials from exemption 
which previously had been in 
effect. The General Regulation 
therefore applies once more to 
sales of scrap burlap and scrap 
bagging at all levels of distri- 
bution. 

Scrap bagging is extensively 
used in the manufacture of 
paper, gunny sacks, twines and 
jute batts, as stuffing, for rug 
cushions and as basebacking for 
rugs. OPA pointed out that with 
sales by accumulators not subject 
to any ceiling, prices to con- 
sumers would increase greatly. 

Simultaneously, jurisdiction 
over scrap burlap and scrap bag- 
ging is transferred to the Paper 
and Paper Products Branch of 
the Industrial Manufacturing 
Price Division from the OPA 
Textiles, Leather and Apparel 
Division. 


"NORTON ABRASIVES . 


ONE OF THE LESSONS 
OF WAR 


Under pressure of the war effort, industrial 
plants are learning what tremendously in- 
creased production (28 times in one case) can 
be obtained from machine cutting tools whose 
edges have been touched up with an oilstone, 
as compared with those that have merely been 
ground. 


For years INDIA Oilstone Files have been the 
choice of experienced machinists. Now thou- 
sands of men are being trained in war plants 
every day. Many of them buy these abrasive 
files, as they do other tools, and you Hardware 
people can easily be their source of supply. 


You can stock a good many in negligible space 
and with surprisingly small investment. Order 
from your Jobber a trial supply of these stand- 
ard, indispensable shapes. 


Among the 30 shapes, 97 sizes and three grits, Fine. 
Medium and Coarse, in the INDIA line, there are 
many others made to fit the most intricate moulds and 
dies, where close tolerances are demanded. So with 
these INDIA shapes, you have a double market: 
Refined sharpening of machine cutters 


Precision finishing of moulds and dies 


BEHR-MANNING 


0) 0506-900). REO) we. [O) UNO). MOO) 8-7-0. & 4 


TROY, N.Y. 





Also Quality Sandpapers Since 1872 











$1 











| from the provision placing a 
| limitation on users’ and distrib- 
| utors’ inventories by General 
| Preference Order E-5-a as 
amended today by the War Pro- 

| duction Board. 
The original order required 
| that a purchase order be accom- 
panied by a certification that it 
does not increase the purchasers’ 
inventory beyond a 30-days’ sup- 





Amendment Exempts Production Gages 
From E-5-a Inventory Limitation 


Production gages are exempted | quirement and, on Schedule B, 


lists the following types of pro- 
duction gages covered by the 
exemption: round external gages, 
round internal gages, external 
thread gages, internal thread 
gages, snap gages, fixture gages 
and flat gages. 

Production gages are gages 
that are part of larger produc- 
tion tools. They are exempted 
by the amendment because they 





are usually purchased on special 


| ply. The amended order exempts | orders and to fit special specifi 
production gages from this re- | cations. 








| REVISE CRITICAL COMMON 
COMPONENTS SCHEDULE 









mute coe (Washington Bureau 
ve = 
We ceo KEP OS soteens of HARDWARE AGE) 





Revision of the schedule of 
critical Common components 
whose manufacture and distribu- 
tion are controlled by General 
Scheduling Order M-293 were an- 
nounced recently by WPB. Prin- 
cipal changes eliminate all hand 

| tools and add Parker type valves, 
gasoline carburetors, marine fit- 
tings hardware, electric motors 
and generators and oxygen equip- 
ment to the components con- 
trolled by the order. There are 
also changes in product designa- 
tions and changes in the forms 
which must be filed. 


FARM TRACTOR TIRE 


POSTWAR BUSINESS RATIONING PROCEDURE 
FOR YoU Rationing certificates for re- 


placement tires on farm tractors 

= ‘ can be issued in areas where 
This timely advertisement on the control facilities for recapping the cas- 
of vermin is an example of Stevens adver- ings already on the vehicle are 
tising addressed to millions of farmers. ‘ | inadequate, the Office of Price 
Administration announced today. 
This amends a previous rule 
preventing replacement under any 





After the war, when unlimited supplies 
of Stevens rifles and shotguns will again 


be available, you may expect to sell more circumstances if the tires for 
of these popular sporting arms than ever which replacements were sought 
before. were in  recappable condition. 
The action was taken to avoid 

J. Stevens Arms Company making a farm tractor stand idle 
Division of Savage Arms Corporation for lack of tires where there are 
Chicopee Falls, Mass. no recapping molds or the ones 


available are unsuitable or al- 
ready overburdened. 


To make this change in the 
& A V A as EK regulations, effective May 1, 
OPA has issued Amendment No. 


27 to Ration Order 1A. 


STEVENS MAKE FISH NET ONLY 


FOR WAR, COMMERCE 
| The entire facilities of all fish 
| netting manufacturers were or- 
| dered April 3 by WPB devoted 
| exclusively to the manufacture of 
| camouflage nets and fish netting 








for domestic (commercial) _fish- 





ing and lend-lease purposes. Or- 
der L-282 will have the effect of 
curtailing entirely the manufac- 
ture of sport nets—such as ten- 
nis, volley ball, badminton, and 
table tennis nets made on_ the 
machines affected by the action. 
However, suitable substitutes are 
being developed which.can_ be 
made on other types of ma- 
chines. The order also assigns an 
A-2 rating for seine twine and 
other yarn to be incorporated 
into commercial fish netting. This 
yarn will not otherwise be pro- 
curable. 

After April 5, all manufactur- 
ers who produced during the 
calendar year 1942 more than 12 
tons of fish netting are prohibited 
from producing or processing in 
any stage of manufacturing any 
netting, except that required to 
fill specific military orders for 
camouflage netting or fish netting 
as defined in the order. Likewise. 
manufacturers are prohibited 
from selling or delivering any 
netting which they know or have 
reason to believe will be used 
for any purpose other than 
camouflage or the catching of 
fish for commercial purposes. 





DIRECT BABY CARRIAGE 
PRODUCTION INCREASE 


WPB has directed increased 
production of baby carriages. For 
the next two months, 300,000 
carriages are to be made. Pro- 
duction at this rate, if authorized 
for the balance of 1943, would 
about meet the anticipated de- 
mand. 

In addition, 163,500 strollers, 
baby-walkers and sulkies are per- 
mitted to be manufactured by 
June 30, under amended order 
No. L-152. Production is placed 
on a scheduled basis, with each 
manufacturer assigned a quota. 

The permitted larger output 
will be aided by easing the re- 
strictions on the use of metal. 
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Some Over-the-Knee Rubber Boots 
Are Freed From Rationing Rules 


Over-the-knee olive-drab, clay | 
and khaki colored rubber boots— | 
the kind worn in sport hunting | 
and fishing—were released April | 
21 from rationing restrictions 
applying to men’s rubber boots | 
and rubber work shoes, OPA an- 
nounced in issuing Amendment 
No. 10 to Ration Order 6. 

Because of the rubber short- 
age, boots of this kind which are | 
not heavy enough for workmen 
are no longer being produced. 
However, the existing supply 
can be sold ration-free as soon | 
as the seller has filed a revised | 


inventory, dropping the released 
boots from his previous report. 
The revised inventory is to be 
fled with the OPA district office 
serving the reporting establish- 
ment. 

In announcing the change, 
OPA emphasized to the trade 
that only over-the-knee boots 


| classified as types 1 and 2 in the 


rationing regulations, and which 
in addition are of the designated 
light colors, are released. Below- 
the-knee height boots are still 


|under rationing control regard- 


less of color. 








Abolish Some Reports 


The Office of Price Adminis- | 
tration on April 28 abolished cer- 
tain reports formerly required | 
under four revised price sched- 
ules and one maximum price reg- 
ulation governing manufacturers 
or distributors of cooking and 
heating stoves, floor coverings, 
radio receiver or phonograph 
parts, washing machines, and 
vacuum cleaners and __attach- 
ments. 


Records of any business trans- 
acted still must be kept, OPA | 
said, on these articles as well as | 
on household mechanical refrig- 
erators. Provisions setting a defi- 
nite time limit on preservation 
of records have also been elimi- 


nated. 
No longer required are: Under | 


on Home Appliances 


Amendment No. 8 to Maximum 
Price Regulation No. 111 (New 
Household Vacuum Cleaners and 
Attachments), reports by distrib- 
utors or dealers on lists of mod- 
els for sale other than those 
listed in Appendix A of the 


| regulation. Under Amendment 


No. 2 to Revised Price Schedule 
No. 65 (Resale of Floor Cover- 
ings), reports by distributors of 
sales and inventory of wool floor 
coverings. 

All these amendments are ef- 
fective May 4, 1943. Amend- 


| ment No. 5 to Revised Price 


Schedule No. 102 (Household 
Mechanical Refrigerators) also 
effective May 4, 1943, eliminates 


| the time limit on preservation of 


records. 








88,200 NEW BICYCLES 
FOR RATIONING IN MAY 


The Office of Price Adminis- 
tration recently. announced a 
quota of 88,200 new bicycles for | 
rationing in May, unchanged 
from April. State, regional and 
national reserves set up to meet 
any demand that may develop in 
excess of the quotas for May are: 
state, 34,750; regional, 16,000; 
national, 3000. 

In the eastern shortage area 


where gasoline rations for auto- 
mobiles with “A” books have 
been cut, bicycles are rationed 
to anyone gainfully employed in 
any occupation: or doing work 
necessary to the war program or 
public welfare if he can show 
need for a bicycle in getting to 
or in doing his work. School 
pupils who need bicycles for 
transpertation to and from school 
also are eligible. In the rest of 
the country, eligibility is more 
limited, including only persons 
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doing work essential to the war 


| effort, and pupils. 


TAX CALCULATIONS ON 
NEW PHONO RECORDS 


Tax calculations on sales of 
new. phonograph records that re- 
sult in a fraction of a cent 
should be reduced to the nearest 
lower cent if less than one-half 
cent, and may be increased to 
the nearest higher cent if the 
fraction is one-half cent or more, 
the Office of Price Administra- 
tion said April 28. 

For a sale by the retailer, the 
calculation should be based on 
one record as the unit of sale 
regardless of the quantity includ- 
ed in the sale. For a sale by a 
manufacturer or wholesaler, the 
calculation should be based upon 
the quantity included in the sale. 

These provisions were incor- 
porated into Maximum Price 
Regulation No. 263 (New Phono- 
graph Records and Record 
Scrap) by Amendment No. 3, 


| effective May 4, 1943. 
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WHO HAS JU 
A UNION | 
HACK SAW 
FRAME 


Quickly adjustable, 
sturdy UNION hack 
saw frames give good 
blades a chance to do 
the best work. Those 
who use them will want 
other UNION tools, 


so— 
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EVERY 
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| merly marketed as 
| “rejects” by the issuance of sup- 
| plementary Order M-15-h, effec- 
| tive April 30, 1943. 


tail outlets 


| date, Oct. 15, 1941. 








Precision Measuring Tool Prodacers 
Get Shipping Instructions Under E-5-a 


In Directive No. 1, issued by 
the Gage & Precision Tool Sec- 
tion, War Production Board, 
leading precision measuring tool 
producers were “authorized to 
make shipment during the period 
starting May 1, 1943, and ending 
June 30, 1943, of precision mea- 
suring hand tools against any 
order not exceeding $200 net bill- 
ing value” then on their books 
and “bearing a preference rating 


| of A-9 or higher which were ac- 


cepted” by them prior to the 
issuance date of General Prefer- 





ence Order E-5-a, March 26, 
1943. 

The Directive further indicated 
that all orders accepted by these 
producers of “over $200 net bill- 
ing value prior to March 26, 
1943, and all orders accepted 
after March 26, 1943, must bear 
certification as set forth in para- 
graph (b) (1) of General Pref- 
erence Order E-5-a. This action 
was taken to insure the uninter- 
rupted distribution of tools to 
essential users during the month 


of May, 1943. 








M-16-h Restricts Sales of Rubber Gloves 


The Office of Rubber Director 


| has instituted action to place un- 


der its control the distribution 


| and sale of all rubber gloves for- 


“seconds” or 


Stating that an increasing num- 
ber of “seconds” or “reject” sur- 
geons’, autopsy, mortuary and in- 
dustrial gloves were reaching re- 
where resale for 





household useswas more profit- 
able, the Rubber Director’s Of- 
fice now will require all manu- 
facturers of these products to file 
quarterly reports showing their 
percentage of “seconds” or “re- 
jects.” 

In addition, this order provides 
that all “seconds” or “rejects” 
must now be sold either to fill 
war orders or to certain desig- 
nated classes of persons. Permis- 
sion must be obtained to con- 
summate any other sale. 








CHANGE DISCOUNTS ON 
PETROLEUM AND 
PRODUCTS 
Discount provisions of Revised 
Price Schedule No. 88—Petro- 
leum and Petroleum Products— 
were altered April 10 by the 
Office of Price Administration. 
1. Sellers must allow discounts 


| no less favorable than those al- 


lowed pursuant to and stated in 
contracts or invoices during the 
60 days prior to the base pricing 
These dis- 
counts are to be deducted in de- 
termining the maximum prices 
established under the schedule. 

2. Discounts, however do not 
apply to specific dollars-and- 


| cents prices established by the 
| schedule as the latter are net 
| prices and discounts are not re- 
| quired under OPA regulation. 


3. Deliveries pursuant to con- 
tracts of sale entered into more 
than 60 days prior to Oct. 15, 
1941, shall not be considered in 
determining discounts. 

4. The base price period is 
changed from Oct. 1-15, 1941, to 
60 days prior to Oct. 15 to in- 
clude a_ sufficient number of 
transactions. 

The action is contained in 
Amendment No. 91 to Schedule 
No. 88 effective April 16. 





M-305 LIMITS MAKING OF 
VULCANIZED FIBRE ITEMS 


Production of waste baskets, 
file fasteners, book backs, athletic 
guards, and similar less essential 
civilian goods made of vulcanized 
fibre faced restriction April 23 
through issuance by WPB of 
Order M-305 placing vulcanized 
fibre under allocation. 

The many uses for vulcanized 
fibre make it impossible to list 
in the order the items which are 
to be restricted or unrestricted. 
The order, therefore, makes pro- 
vision for WPB to pass upon the 
essentiality of each use before 
permission is given the producer 
to fabricate or make delivery of 
vulcanized fibre for that use. As 
this essentiality will be deter- 
mined by the ultimate use to 
which the fibre is put, a complete 
and comprehensive statement of 
the exact use must be given by 
the fabricator or manufacturer. 
This description will be trans- 
mitted by the producer of vul- 
canized fibre to WPB on stan- 
dard allocation form PD-602. 

Inventory control is accom- 
plished in the order by limiting 
the acceptance of deliveries 
from a producer to a 60-day sup- 
ply determined by the consumer's 
method of operation or sales. 
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REPORTED 48 PER CENT 
INVENTORY DECLINE 


Members at Wholesale Hardware Distributors 
Advisory Committee meeting declare problems 
of transportation and manpower serious. WPB 
Officials agree essential materials for civilians 


must be _ provided 


An informal poll of the 12 
members of the Wholesale Hard- 
ware Distributors Industry Ad- 
visory Committee, meeting for 
the first time recently with offi- 
cials of the Wholesale and 
Retail Trade Division, WPB re- 
vealed that the merchandise in- 
vestment of those present had 
fallen off 48 per cent in the past 
12 months. 

This relatively severe drop in 
their inventories was viewed by 
the committee as serious, particu- 
larly since it has developed in 
spite of the tendency of the 
majority of wholesale hardware 
distributors to add new lines of a 
non-critical nature to their inven- 
tories to maintain a satisfactory 
sales volume. 


Explanations for Drop 


Members of the committee felt 
that there are several explana- 
tions for the drop in inventories, 
the major ones being curtailment 
of production of hardware for 
civilian use and also lack of pri- 
orities for purchase of those 
goods available at the consumer 
level. With the necessity of 
maintaining as far as possible ex- 
isting hardware equipment and 
tools, and also of providing ade- 
quate repair parts for both urban 
and rural civilian requirements, 
members declared that steps 
should be taken to assure alloca- 
tion of materials to produce es- 
sential civilian hardware goods. 

WPB officials agreed that es- 
sential materials for civilian use 
must be provided if the economy 
is to be maintained on a stable 
basis. It was indicated that 
where there is any actual short- 
age of necessary materials, steps 
would be taken to correct the 
situation. 

Also, it was suggested that cer- 
tain modifications of the present 
PD-1X form be adopted in the 
interest of simplifying the form. 

Transportation problems also 
were taken up at the meeting, 
the major one being that of or- 
dering goods in carload lots to 
reduce freight costs. Officials 
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for 





stabilized economy. 


pointed out that it is contrary to 
WPB policy to encourage less 
than carload shipments when full 
carloads are possible. One sug- 
gestion was that distributors 
should place their orders jointly 
with others ordering the same 
type of goods so as to make max- 
imum use of transportation facil- 
ities. Distributors were also 
urged to note on their PD-1X 
applications whether full carload 
lots or less than carload ship- 
ments were intended. 

Officials pointed out the rela- 
tion between Order L-63 and 
L-219 which covers limitation of 
consumer goods inventories—as 
it applies to hard goods lines. 
Such lines are subject to L-63 
when in the stocks of wholesale 
distributors, and also come under 
L-219 when in the stocks of deal- 
ers, who are covered by that 
order. 

Manpower problems of the in- 
dustry were also considered. With 
a large number of workers 
drafted and others transferring to 
armament plants, some of those 
present said that they are meet- 
ing the situation as best they can 
through greater employment of 
women in their warehouses, and 
also by calling back retired em- 
ployees. However, distributors 
who supply defense areas were 
urged to determine whether or 
not some of their specialized em- 
ployees could be classified as es- 
sential. 


Committee Appointed 


A task committee was ap- 
pointed to consult with Depart- 
ment of Agriculture officials, par- 
ticularly to determine whether 
an increase in production of farm 
supplies equipment is contem- 
plated. It was pointed out that 
there are many hardware lines 
where production has been cur- 
tailed, resulting in shortages in 
distributors’ stocks of equipment 
needed for food production. 
Shortages are particularly acute 
in supplies of harnesses, horse 
collars, harness hardware, hames, 
and wagon wood stock. 
























lily Waste 
St CANS 


DEPENDABLE FIRE WARDENS 
on GUARD 24 Hours a Day 


Fires, today, are an inexcusable loss 
to the nation as well as to industry. 
WITT Oily Waste Cans _ provide 
quick, low-cost protection — the safe 
way to dispose of oily waste, rags and 
other inflammable refuse. Approved by 
Underwriters’ Laboratories, Inc. 


DEPENDABLE FIRE WARDENS, 
these cans are of heavy gauge steel, 
hot-dip galvanized. In seven sizes, 5 
to 30% gallons, with or without foot 
lever. Promptly scheduled in accord- 
ance with priority furnished. 


Sell WITT CANS 
to UNCLE SAM 


These models meet FED. SPECS. #RR-C-81 
and are available on “preferred orders” only, cer- 
tifying their use and ownership by the U. S. 
Army, Navy, Maritime Commission or War Ship- 
ping Administration. Promptly scheduled in ac- 
cordance with priority furnished. 


#1 WITT CAN 
Size D—20'2 gals. 


- 





#3 WITT CAN 


Size F—33 gallons 
. 


#2 WITT CAN 


Size E—25'/2 gals. 









#92 WITT 
PAIL 


Size B—i0 gallons 


#7 WITT PAIL 


Size A—5 gallons 
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Farm veterinarians Effec- 
tive Apr. 19, OPA modified the Tire 
and Tube Rationing Order 1A, permit- 
ting farm veterinarians to be added to 
the list of drivers who may get new 
tires as replacements. They may do 
this even when the casings on their 
tires are recappable because they are 
now recognized as a class whoze occu- 
pation sometimes necessitates emergency 
driving at high speeds. Farm veteri- 
narians are also eligible for two mud 
and snow tires, in addition to their 
ordinary tires, to make driving easier 
and safer in inclement weather. 

a ae & 

Netting for victory garden- 
ers—Victory yardeners and back-yard 
chicken raisers are permitted by the 
War Production Board to buy up to $10 
worth of netting without priority rating 
or purchase certificate. If more than 
$10 worth is required, application must 
be made by the buyer on Form, PD-IA 
to the nearest WPB regional office, but 
such larger applications will receive 
consideration only when made by an 
established farmer. 


* * u 


Barn equipment Manutfac- 
turers of barn equipment have asked 
permission of the War Production Board 
for the scheduling of 1944 production 
as soon as their 1943 quotas under 
Order L-170 are completed. The sug- 
gestion is also made that workers en- 
gaged in the manufacture of farm ma- 
chinery and equipment be authorized 
hereafter to wear distinguishing badges, 
similar to those worn by other war in- 
dustry workers, to emphasize to the 
employee his importance in the over-all 
war program. 
. ~ *” 
Sole leather for civilians 

Sole leather tanners and converters have 
been directed by WPB (order M-80-I) 
to set aside only 20 per cent of their 
sole leather bend production for repair 
of civilian shoes during May and sub- 
sequent months, until further notice. 
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The reduction from the former 25 per 
cent was made to balance March de- 
liveries to shoe repair shops, which were 
in excess of the quantity scheduled for 
the repair trade. The elimination of 
“stick-on” rubber soles from the market 
has increased the demand for leather 
soles. Many grades of leather are not 
available due to army and navy re- 
quirements. 


* ~ a 


New linseed oil curb—Further 
curtailment in the use of linseed oil for 
civilian paints will be necessary to 
balance future supplies of linseed oil 
against the persistently heavy demand. 
The paint, varnish and lacquer industry 
advisory committee has been so in- 


formed by WPB, who also state it will 
be necessary for the industry to prac- 
iice every possible conservation in using 
the lesser quota of linseed oil to be 
allowed. The price trend on linseed oil 
since Jan. 1 {and before) has been con- 
sistently and sharply upward—a 21!» 
cents rise per gallon to a peak on Apr. 
6. The last 1% cents advance, how- 
ever, was rescinded on Apr. 21. 
x * * 

Fiber heels — By amendment 
effective Apr. 20, under Price Regula- 
tion No. 200, OPA has established max- 
imum prices for heels made of scrap 
rubber and waste woven fabrics taken 
from garden hose, belting, raincoats, 
and similar materials. Described as 
“fiber heels,” this new product is to be 
placed in the lowest rubber heel price 
classification except where actual tests 








Wholesale Hardware Sales 
By Geographic Regions, for March, 1943 


(COMPILED BY THE U. 8. DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 


Percent Change 

REGION March 1943 

from 
Number | 

of Mar. Feb. 

Firms 1942 1943 

New England 22 -—7 +20 
Middle Atlantic 101 —2 +14 
East North Central 50 —14 +11 
West North Central 36 —19 +25 
South Atiantic 47 —16 +12 
South Central 22 —25 +3 
West South Central 29 — 8 +12 
Mountain 5 +2 —14 
Pacific 30 +10 +18 
U.S. TOTAL a 346 —7 +15 

Bureau of the Census 


a Includes data for 4 firms not allocated to geographic regions. 





States comprising regions: 


, SALES REPORTED 


Mar. | Mar. | Feb. | 3mos. | (Add | (Add 
1943 | 1942 | 1943 | 1942 | 000) | 000 


SALES-YEAR-TO-DATE 


Thousands of Dollars 


| from | 1943 


$937| $1,008) $782 +14 | $2.856) $2.98 


1379 | 6,345 | 
5,829; 6,817) 5,261; —19 | 16,743| 20,753 


4,951; 6,083; 3,962, —24 14,005 18,453 
3,519 4,178; 3,149| —18 10,683 | 13,035 
2,364 | 3,138; 2,285, —24 7,357 9,620 
5,114, 5,565) 4 | —13 14,528 | 16,692 

266 262 310, —11 1,439; 1,625 
10,513; 9,695, 8933, +7 31,767 825 


40,883 44,177; 35,658 —i1 124,639 | 139,371 


Current Statistical Service 


New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 

Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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FOR WAR PLANTS 


... AND A STRONGER POST-WAR 
MARKET FOR YOu 


Offering free posters for America’s War 
Production Drive, advertisements like these are 
helping build the will to win—and influencing the 
men whose good opinion will increase the value 
of your EMPIRE brand franchise, wartime or 
peacetime. This is one of a series emphasizing 
the importance of each smallest metal part in the 
war equipment on which the lives of our fighting 


men depend. 
Russell, Burdsall & Ward Bolt and Nut Company 


13, 1943 
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REG. U. S. PAT. OFF. 


SAMSON 
SPOT 


SASH CORD 





The Most Durable Material 
for Hanging Windows 


We manufacture braided cords 
of all kinds, sizes, colors and 
qualities, including sash cord, 
clothes line, awning line and 
small braided lines. Our cords 
are adapted to many other uses, 
such as flag halyards, tent rope, 
Tope for truck covers and tar- 
paulins, hitch rope, dog leashes, 
cord for knapsacks and duffle 
bags, etc., etc.—wherever smooth, 
durable cord, which will not kink 
or ravel, is required. We also 


show that the wearing quality is equal 
to rubber heels higher priced. For ex- 
ample, if a man’s “fiber” half heel con- 
tains materials which wear as well as a 
V-2 rubber heel, it may be marked V-2, 
after securing OPA approval, and be 
priced at the V-2 basis. If not meet- 
ing the higher wearing standard, the 
price must be the same as the lowest 
V-4 rubber heel classification. 


* * * 


Tool redistribution—In addi- 
tion to the urge for conserving and re- 
conditioning present tools, to avoid 
waste, WPB is now urging the redis- 
tribution of any idle supplies—particu- 
larly of machine tools, not useful in 
some industrial plants and possibly very 
much needed by other concerns. WPB 
has found that large numbers of tools 
lie unused in all types of factories, as a 
result of changes in design, or com- 
pletion of war contracts, or possibly 
overbuying on the part of purchasing 
agents. 
users is urged in the locating and the 


The cooperation of all tool 


putting into use of any such items in 
their stocks. 


te * * 


Conserving metal-working 
tools—Howard Coonley, director of 
the WPB Conservation Division, has 
recommended that each war production 
plant make a study of its tool handling 
problems and adopt a tool-care policy. 
Widespread adoption of “tool-tipping” 
or repairing could mean a saving of 75 
per cent of the 36,000 tons of repair- 
able tools estimated as being needed in 
1943, and a large tonnage of critically 


needed alloys could thereby be saved. 
A similar emphasis upon care and con- 
servation may well be “preached” by 
the hardware stores, among their too!- 
using customers in all occupations. 


* * « 


Scythes and snaths—Manu- 
facturers have succeeded in securing a 
better supply of steel during recent 
weeks, and are making more liberal 
shipments of scythes. Under a recent 
WPB ruling, jobbers are at present able 
to secure an AA-3 rating on these tools 

a great aid to the manufacturer in 
securing a better quota of raw materials. 
Snath makers are having difficulty se- 
curing ash timber of the needed high 
grade, and this is curtailing the de- 
sired production, together with a short- 
age of fittings. 

* * * 

Planters and seeders—Fac- 
tories are late with production and 
shipments, only able to take care of 
part of their jobbers’ normal require- 
ments. While patterns in production 
are chiefly the popular-selling numbers. 
the limited quantities available promise 
a very definite shortage before the plant- 
ing season is over. 


* & % 


Lawn sprinklers, ete. — Re- 
striction of the usual types of metal 
lawn sprinklers limits the field to plas- 
tics and porcelain. One with plastic 
head and porcelain base, is proving 
popular, and two or three other pat- 
terns of porcelain sprinklers, similar to 
the old cast iron models, are also on 
the market. There is a noticeable in- 








Wholesale Hardware Inventories 
By Geographic Regions, for March, 1943 





crease ill 
soakers,” 
gardener: 
now per! 
rup pum 
ing fires 
eral gare 


F 
Victory f 
fertilizer: 
great di 
demand. 
a heavy 
issued fe 
limiting 
cides for 
mals. A 
pyrethru 
of caterp 
leaf hop) 
control 
leaf hor 
raisin g1 
vegetable 
munity ¢ 
tection 
barns; 
around 
and rela 


unable, 
tions, t 
their it 
offering 
which j 
The hea 
kind ha 
refuse 2 
on these 
three to 


] 
tion of 
by WPI 
Now, hi 


























make polished cotton twines, and (COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) port thé 
specialties in the cordage field. to mak 
; TOTAL HARDWARE quality 
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for an identical group of firms. 
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crease in the call for canvas “soil- 
soakers,” particularly from victory 
gardeners. Government _ regulations 
now permit the sale of the OCD sstir- 
rup pump—originally limited to fight- 
ing fires and incendiary bombs—for gen- 
eral garden spray purposes. 


x cd * 


Fertilizers and insecticides— 
Victory gardeners are free spenders for 
fertilizers, and producers are having 
great difficulty in supplying the huge 
demand. Similarly, later, there will be 
a heavy rush on ins<cticides. WPA has 
issued food production order No. 11. 
limiting the use of pyrethrum insecti- 
cides for protection of crops and ani- 
mals. Among the encouraged uses of 
pyrethrum for agriculture are: control 
of caterpillars on cole crops; control of 
leaf hoppers and bugs on sugar beets: 
control of corn earworm; control of 
leaf hoppers on beans, potatoes and 
raisin grapes; control of all insects on 
vegetables grown in farm, home com- 
munity or victory gardens; for the pro- 
tection of cattle from flies in dairy 
barns; and control of other insects 
around creameries, cheese factories. 
and related dairy prolucts plants 


os * ok 


As to padlocks—One maker. 
unable, because of government limita- 
tions, to supply for civilian purposes 
their line of brass padlocks, is now 
offering a laminated steel padlock. 
which jobbers report as selling largely. 


The heavy demand for padlocks of any, 


kind has compelled manufacturers to 
refuse all but high-rated orders. Even 
on these, delivery promises range from 
three to six months. 
cd * i 

Horse-shoe nails—The produc- 
tion of horse nails has been curtailed 
by WPB for the past year and a half. 
Now, however, the leading makers re- 
port that they soon will be in position 





to make shipment of their standard | 


quality (one grade only) in regular 
sizes 5, 6, 7, 8 and 9. 
* * %* 

Work gloves—Many manufac- 
turers of work gloves have had their 
lines off the market for the past two 
months, but some of them probably 
will be in a position shortly to take on 
a limited amount of new cotton glove 
business. Orders, they say, will be re- 
stricted to the quantity bought during 
the second quarter of last year. Prac- 
tically no leather-palm numbers will be 
available. 

od te 7” 

Rubber gloves The ORP 
has taken under its control the distribu- 
tion and sale of all rubber gloves 
formerly marketed as “seconds” of 
“rejects.” Supplementary order, M- 


















Pvt. Wilbur Grathwohl 
of the U.S. Marines stops 
in for a visit with his dad, 
Ed. Grathwohl, foreman 
in Estate’s sheet steel 
press department, finds 
him setting a die on a big 
press. Pvt. Grathwohl, 
wounded in action in 
Guadalcanal, was home 
recently on sick leave. 





“You'll push ’em off some 
more islands, Son... 


AND, BELIEVE ME... WE'LL BE IN THERE SHOVIN’, TOO 


“Every time this press bears down, I feel like we’re 
takin’ a 250-ton poke at a Jap. I guess maybe we 
are. For a lot of the stuff we’re making here at Estate 
is going to help you fellows keep right on shoving 
those Nips back to Tokyo. 


‘A good many of us here have sons or brothers in the 


service. And we figure the harder we work at our 
jobs, the quicker your job will be over. 


‘When you come back, son, to stay, we'll be making 
ranges and heaters again—for the homes you’re helpin’ 
protect. 

“Stand back, Bill . . . here comes 250 tons of bad 
news for the Axis.” 


Over the Estate plant in Hamilton, Ohio, under the Stars and Stripes, 
flies the Army-Navy "E” flag for excellence in war work production. 


ESTATE 


..- the NAME TO REMEMBER IN COOKING AND 
HEATING APPLIANCES FOR ALL FUELS 


The Estate Stove Company, Hamilton, Ohio 









































15-h, provides that all “seconds” or 


been urging WPB to provide a more 
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M lA M “rejects” must now be sold either to fill workable plan, whereby plumbing and as 'e 
CABINETS war orders, or to certain designated heating repair and replacement items a pt 
pe ute 
“essential” classes of users. can be obtained by civilians. The ; 
‘s jmportal 
and WOOD FRAMED MIRRORS Fi Oe Committee urges establishment of a leber a 
‘“ ” preference rating sufficiently high to ledee 4 
iZ ly t d ] be Steel wool — Steel wool de- enable distributors to obtain repair dock ft 
eprec 00 as liveries are very slow. Jobbers’ orders parts and complete replacement units oe @ 
bearing ratings as hi s A-l-j - i : ittee also “ 
Miami Mirrors in six : 4 a ti Ky Ah} ase be when essential. The Committee als liquor. 
sizes. (Ne. I plate ing filled only after considerable delay. asks revision of order No. L-79, to per- 
ss; fram shed F } . 
‘ three conte ef ta Army requirements recently have been mit wholesalers and plumbers to dis- 
on white enamel. taking a large percentage of steel wool pose of slow-moving deluxe type equip- 
' production. ment, most of which is now frozen in lians an 
Te ae stock. They report that because of the plies are 
Alarm clocks—cutlery—Re- shortage of bathtub:, builders of pri- fort fro 
cently the WPB announced there would vately-financed war housing were tailment 
be a limited quantity of alarm clocks hesitant about undertaking construction of mate! 
made by two clock manufacturers in projects. Inventories of bathtubs suit- war use 
the country. The two makers are: Wil- able for war housing are almost com- the con 
liam L. Gilbert Clock Corp., Winsted, pletely exhausted. types of 
Conn., and Westclock Division of Gen- making 
eral Time Instruments Corp., La Salle, las machete 
Ill. The quota which they are allowed ducing 
for civilian use, however would only be Huge lumber demand — The ing grat 
| about 10 per cent of normal require- lumber shortage becomes steadily more leather 
| ments. Actually, jobbers report, no evident and more acute. The 1943 re- Army h 
| clocks have been distributed by either quirement has been estimated at 35 lions of 
of the manufacturers as yet. Both are billion board feet, with 31% billion this fo 
in production, but they cannot make board feet classed as “indispensable, highest 
deliveries until distribution details have yet the Department of Agriculture 
been ironed out by WPB. Cutlery. reckoned the year’s production at not 
both kitchen and pocket, is increas- above 29% billion board feet. Stock ( 
ingly difficult to obtain. Very shortly piles were depleted last year by eo reason 
a new limitation order is expected, sumption exceeding production. The the sur 
which will further curtail the permitted Army, Navy, Merchant Marine, el building 
patterns and styles. culture and industry are all crying for oer 
more lumber, largely now for boxing WPB re 
- Sus and crating overseas shipments of food tion in | 
ieesi io producing Weed Bathroom Cabinets Civilian plumbing supplies and munitions. There is a heavy sup- ‘a ees 
F for the duration. They are modern, streamlined, The industry’s advisory committee has plementary drain on lumber supplies and 8 
i beautiful. Their neatly framed mirrors, durable : 
' finish and compact, easily accessible cabinet Another 
i space refiect good design and craftsmanship. ated | 
} Miami Wood Cabinets are equipped with conve- mate 
i mienee Fn mon - are standard in MIAMI construc 
| etal Cabinets. hey are built to meet today’s ° moe 
f needs for real service : structio! 
needs for, real | Wholesale Hardware Collections se 
, ~ . 
‘a on Accounts Receivable L) =p 
Whatever your custom- i hil 
' ers’ bathroom cabinet ! ’ a ° ‘ ‘ Aé while g 
requirements, you may By Geographic Regions, for March, 1943 coral 
/ recommend MIAMI , , I . 
a gene ih apt (COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 
; that these new cabinets 
} will prove worthy of TOTAL HARDWARE 
; the name. Write Dept. " lat «oie Fae ? - - 
' — for complete de- j ACCOUNTS RECEIVABLE Collection Percentages Manufa 
| tails. -§_ simplific 
Percent Change to char 
| REGION March 1943 Thousands of Dollars 
' P —_ } from course, 
| OY oa » Ei | numb : ing the 
/ - on mamn comrnomatin ss od 
} of Mar. Feb. Mar. Mar. Feb. Mar. Mar. Feb. . 
eu—3 L_____._ Firms | 1942 1943 | 1943 | 1942 | 1943 | 1943 | 1942 | 1943 catalog 
‘ No. 103-W — Kiln - . — manufa 
——_—? dried hardwood; joints i 
double locked, glued New England 20 —31 —3 $788 $1,140) $813 90 73 83 umes % 
' and tonened; steel Middle Atlantic 92 -17 | +4 | 7,375; 8,853, 7,099, 83 64 75 varictie: 
mirer wane. East North Central 49 —38 | +12 5,587| 8,951 4,984 94 68 90 : 
. West North Central 35 —40 | +1 4,545| 7,629, 4,085 94 66 84 this co 
| a a a a ey | ty 
: it entral _ -1 ’ 5 . 1e 
. ACCESSORIES West South Central 2% | -18 +6 | 4120) 4,907/ 3,888 95 81 82 a 
Seared Wo. 9% dentays Mountain § | +4] -4 380, 366, 39 76 70 62 von 
separate ems, - 2 
| cessed and preiection Pacific 29 +9 +3 12,132, 11,106 | 11,756 83 71 71 of tran 
7 Ry Mh U.S.TOTALa... 325 | —21 | +4 | 40,968) 52,123| 39,228 87 69 77 househ« 
; ete. : a SP. Ld ON: SE, Es SES i: oe have be 
MI Bureau of the Census Current Statistical Service former], 
’ AMI CABINET DIVISION a Includes data for 4 firms not allocated to geographic regions. the ren 
i The Philip Carey a Or, Gependatte Products ee ee (ee wows has beet 
nce ” 
; Collection percentages are obtained by dividing the collections on accounts during the sellers 
b MIDDLETOWN, OHIO month by accounts receivable outstanding at the beginning of that month for an identical 
{ group of firms. 
4} . 
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for wood pulp for explosives and news- 
print, and for a variety of new substi- 
tute products. Among these is alcohol, 
important now as a base for synthetic 
rubber and explosives. Research is even 
under way toward production of live- 
stock feed and yeast from saw mill 
scrap and from the resulting sulphite 


liquor. 


War leather savings Civi- 
lians and private agencies whose sup- 
plies are curtailed will gain much com- 
fort from the frequent reports of cur- 
tailments and savings also being made 
of materials wherever pos-ible in direct 
war uses. A late announcement covers 
the conservation of various important 
types of leather used for war purposes. 
making military gloves, shoes, saddles. 
machete sheaths and the like. By re- 
ducing sizes, eliminating linings, alter- 
ing grades or substituting a less critical 
leather for a more critical type, the 
Army has announced the saving of mil- 
lions of square feet of leather, releasing 
this for the myriad uses where the 
highest grades only are suitable. 


oo ae + 


Construction supplies One 
reason for the recent improvement in 
the supply of nails and some other 
building supplies, is the less urgent call 
for these in war-time construction. 
WPB reports that total U. S. construc- 
tion in February fell off to $736,000,000 


a decline of 5 per cent from January,” 


and 8 per cent from February, 1942. 
Another decrease of 7 per cent is e ti- 
mated for March. War housing and 
construction declined 12 per cent; con- 
struction of privately-financed housing 
and of facilities showed declines of 22 
per cent and 30 per cent, respectively, 
while government-financed housing re- 
mained at just about the January level. 


* . * 


Oilers and oil containers 
Manufacturers have resorted to extreme 
simplifications of their lines, partly due 
to changing demand, and partly, of 
course, to WPB restrictions. In review- 
ing the recent changes made in the 
catalog offerings of one well-known 
manufacturer, wh puts out in normal 
times a catalog of several hundred 
varieties and types, it is noted, first, that 
this company has discontinued alto- 
gether the making of gasoline and oil- 
carrying cans. A considerable variety 
of transparent plastic oilers, both in 
household and tractor or harvester types, 
have been completely dropped, and the 
formerly staple copper-plated finish in 
the remaining varieties of steel oilers 
has been discontinued. The usual “best- 
sellers” in polizhed and blued steel oil- 

(Continued on page 93) 
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“Huh? Say that again!” 


Glad to, Mr. Dealer! If you’re swamped with service work and don't have enough 
manpower to repair Toastmaster products, here’s help for you, and profit, too! 


You simply send the Toastmaster appliances, complete with all parts, to the nearest 
authorized service station listed below. Expert repair jobs will be done for you, at the 
lowest possible prices consistent with good service work. When billing your customers, 
you just add your normal handling charge to the repair cost. Easy, isn’t it? 


On the other hand, if you can do the repair work yourself, you may obtain the neces- 
sary new parts—provided you return the old parts with your order. 


HOWEVER YOU HANDLE TOASTMASTER SERVICE, 
REMEMBER THESE POINTS! 


% Check the operation of a Toastmaster appliance before starting 
to repair it or sending it out for repairs. Failure to operate prop- 
erly is often due to a poor connection caused by a faulty outlet. 


* When shipping a Toastmaster appliance to an authorized service 
station, include a complete report of the customer's complaint. 


*% Explain that toasting too dark or too light is often caused by a 
variation of voltage in the power line. If changing the adjust- 
ment button setting does not correct the trouble, it is best to 
send the toaster to an authorized service station. 


%& Be sure to pack Toastmaster* appliances carefully when shipping 
them, so that they will not be damaged in transit. 


FACTORY Cincinnati, On te Elec. Co. Pigeburgh, Pa. ses uiek Sgryice 
. : opkins St. ec. Co., Jenkins Arcade fe] 
tigin, Ill... ..MeGraw Electric Co. Cleveland, O..... Elec’l Repair & Portland, Ore. . . Bressie Elec. Co. 
FACTORY BRANCH SERVICE Const. Co., 811 Prospect Ave. 909 Southwest Fifth Ave. 
STATIONS wen A” Cee. App. Reading, eee Cgomery Co. 
Chicago, Ill. . . .2229 W. Adams St. D Q., - Davis ot. : » Ninth st. 
enver, Col........Midwest Elec. San Diego, Cal. . . J. F. Zweiner 
Los Angeles, fale, Patan pWiring Co, 393 Ww. Colfax Ave. mere Efec' Co., 229. B St, 
; letroit, Mich. . Cooley- Van Howe eattle, Wash... Appliance Parts & 
oases bp g SLE = - aa Service Co., 744 Mich. Theatre Bidg. Serv. Co., 214 Stewart St 
Ae 4 Miami, Fla..... Florida Appliance Spokane, Wash... Maxwell & Franks 
AUTHORIZED SERVICE STATIONS Sls. & Ser., 751 W. Flagler St. First at Wall 
Atlanta, Ga.. .Georgia Power Co. Minneapolis, Minn., E.B. Kelly & Co. San Francisco, Cal... . .Radelfinger 
Electric Building 214 S. Seventh St. Bros., 544 Natoma St. 
Baltimore, Md... .. Baltimore Elec. New Orleans, La. . Reliance Elec’! St. Louis, Mo... Kaemmerlen Elec. 
Lt. Co., 300 W. Cold Spring Rd. Works, 814 Carondelet St. Co., 2318 Locust St. 
Boston, Mass... .. Farrington Elec. Philadelphia, Pa. . Joseph T. Fewkes Washington, D.C.. .Carl W. Dauber 
Co., 18 Boylston St. & Co., 137 N. Twelfth St. 2320 18th St., N. W. 


TOASTMASTER 


**¢ ToasTMASTER” is a registered trademark of McGraw Exvectric Company. Toastmaster Products Division, 
Elgin, Ill. Copyright 1943, McGraw Electric Co. 
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WANTED 


ANOTHER POSTWAR 
PRODUCT 


AND A PRODUCTION 
EXPERT TO MAKE IT! 


EFORE the war halted produc- 

tion of “‘non-essentials," we man- 
ufactured and marketed, for several 
years, a phenomenally successful 
line of small electrical household 
appliances. And we plan to con- 
tinue as soon as the war is won. 


Our customers — electrical and 
hardware wholesalers, retailers, and 
four of the largest national chain 
groups—believe in us. They bought 
over $1,500,000 worth of our prod- 
ucts yearly, and that volume was 
increasing by 25% annually when 
the war hit us. 


For the future, we have big plans 
—and here's why. Our outstand- 
ing strength is a sales, promotional 
and advertising organization that 
doesn't take its hat off to any other 
in American business. What we 
want to do is harness this organi- 
zation to a bigger job in the post- 
war years. We have enough money 
to handle an extra million in sales, 
and our credit is excellent. We 
want to branch out by broadening 
our line and increasing our volume. 


That's where you may fit into our 
picture. Specifically, here's what 
we're looking for: 


1 A new electrical household or hard- 
® ware product that can add another 
million or two to our volume. It 
might be of metal. or it might be 
of plastic. It should be something 
for the retailer to sell to the house- 
wife—something for the millions of 
new homes to be built after the 
war, as well as for present homes. 


2 An outstanding electrical engineer- 

» ing, research product development, 
and production expert who can 
equal, in the calibre of his work, 
the selling power of our organiza- 
tion. He may even have a plant 
of his own that would be useful in 
manufacturing the new product for 
which we are searching. 


In your case, maybe those two points go 
together. You may have the product 
were looking for, and you may be the 
man, too. Perhaps you just have a 
product that’s a “natural,” and that 
you'd like to sell. Or maybe you're the 
man we need, but merely have ideas for 
new products that deserve development. 


If this advertisement applies to you in 
any way, let's talk it over .. . confiden- 


tially. hat each of us has to offer may 
make a grand combination that will 


benefit us both. 


Address THE PRESIDENT 
P. O. BOX 531, CHICAGO, ILL. 
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SALES OF 1,245 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


March, 1943 Comparisons 
SUMMARY 








March’43 March ’43 








No. Stores vs. vs. March °43 March ’42 Feb.’43 
Var.’42 Feb.’43 
Total 1,245 5 +25 $7,734,974 $8,121,075 $6,181,628 





First quarter, 1943 showed 7 per cent decline from 1942 
1943, $21,953,671; 1942, $23,600,486 


Cumula- 
Per Cent Change tive 
Number Mar. °43 Mar.’43 Per- 
States by Regions of firms vs. vs. cent 
reporting March *42 Feb.’43 Varch ’43 Change 
New England 80 7 +25 517,812 —13 
Maine y 7 +37 50,186 —ll 
Vermont & N. Hamp. 11 22 +32 119,793 27 
Massachusetts 38 +2 +21 239,959 7 
Rhode Island 6 13 +17 32,767 8 
Connecticut 16 4 +24 75,107 6 
Middle Atlantic 133 2 +42 853,214 8 
Pennsylvania 133 2 +42 853,214 8 
Last North Central 376 17 +33 1,915,139 15 
Ohio 101 15 +31 569,578 15 
Indiana 59 20 +29 253,043 17 
Illinois 89 y +38 504,300 lv 
Michigan 38 16 +26 201,864 14 
Wisconsin 89 25 +35 386,354 22 
West North Central 167 y +29 635,235 « § 
lowa 55 17 +34 224,837 —I12 
Missouri 40 14 +28 138,777 9 
Nebraska 35 -16 +27 90,543 +16 
Kansas 37 3 +24 181,078 a aie | 
South Atlantic 46 +7 a 286,640 +10 
South Carolina 12 9 + 8 84,845 — § 
Georgia 17 - 6 + 4 78,325 +10 
Florida 17 +36 +11 123,470 +23 
East South Central 14 + 6 +42 129,917 + | 
Alabama 14 + 6 +42 129,917 + | 
West South Central 101 y +12 657,879 — 
Arkansas / 15 ¢ +7 123,442 +12 
Oklahoma 33 + 6 +19 166,778 + 9 
Texas 53 16 +11 367,659 ll 
Mountain 80 + 8 +25 689,178 2 
Montana 18 l +26 97,312 10 
Idaho 17 + 6 +45 116,716 l 
Wyoming 
Colorado 23 6 +19 98,180 ; 
New Mexico 7 +25 +12 136,370 6 
Arizona 7 +10 +27 193,285 r 9 
Nevada S 
Pacific 248 + 5 +18 2,049,960 ee - 
Washington 37 +11 +3 241,334 +16 
Oregon 27 +24 +42 398,781 + 8 
California 184 t +11 1,409,845 — & 
Chicago, Ill. 19 23 +15 71,648 —16 
Los Angeles, Cal. 24 12 —12 245,018 —29 
Portland, Ore. . 8 +22 +24 49,982 +23 
San Francisco 23 + 6 +15 83.524 +14 
Seattle, Wash. 10 +49 +22 37,632 +46 





*Note while stores in these states are included in grand total, figures for 
these states are not shown, in this chart, because of insufficient data. For states 
marked t the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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ers are still available, including several 
flexible spout numbers, and_ several 
pump oilers, both with and without 
flexible spouts. While some sellers have 
advised the trade that at present steel 
oilers can be had on ratings of A-l-a 
or better, other makers require an AA-5 
for shipment. Brass oilers may be had 
only for Government use, with end-use 
symbols required, and top ratings in the 
AA. class. 


News of crops—tTrade corre- 
spondents in the grain areas confirm 
announcements from the weather bureau 
that the small grain crops are backward 
because of general late rains and cold. 
Plowing for corn is progressing rapidly, 
although the season is one to two weeks 
late. Except in the far northern states, 
oats and rye are sown, but are making 
slow growth. The winter wheat condi- 
tion is very irregular, with many poor 
sections throughout the southern area, 
and some fields abandoned. Consider- 
able frost damage to fruits has been 
reported from Ohio and Michigan. The 
Department of Agriculture has just re- 
leased final figures on the 1942 cotton 
crop, showing production of 12,824,000 
bales, compared with 10,744,000 pro- 
duced in 1941. The average yield to 
the acre last season was 272'2 pounds, 
compared with 232 pounds for the 1941 


crop. 


March sales and inventories 

Sales of all retail stores in March 
were estimated by the Department of 
Commerce at $5,052,000,000, or 13 per 
cent above the same month in 1942. 
The gain from last year partly resulted 
from the extra shopping day this year. 
First quarter retail sales totaled 10 per 
cent higher than sales for the same 
period last year. Reports from 2,708 
wholesalers representing most kinds of 
business showed sales up 7 per cent for 
March, compared with March a year 
ago, according to the U. S. director of 
the census. For the first three months, 
sales were 3 per cent up from 1942. 
Wholesalers’ inventories at the end of 
March were 23 per cent lower in dollar 
value than on the corresponding date of 


1942. 


Late industrial jottings 
Freight loadings totaled 794,194 cars 
in the week ended Apr. 24. This was 
an increase of 1.7 per cent over the 
preceding week, but a decrease of 7.8 
per cent compared with the correspond- 
ing year-ago week. It must be remem- 
bered that the persistently heavy load- 
ings of war materials are secret, and 
are no longe included in the announced 
total. Another “top” was reported in 
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PREPARING FOR 


PEACETIME PRODUCTION 


Out of the fiery crucible of war will 
come new devices that will amaze the 
world...radio sets that are revolutionary 

. electronic equipment that will create 
new standards of living. The battlefronts 
of the world are the proving grounds 
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for these new developments. 


Sentinel, pioneer builder of receiving 


' gets since the birth of the radio industry 


is right in the thick of the battle .. . pro- 
ducing equipment exclusively for the 
use of our fighting forces — equipment 
that is meeting the rigorous standards of 
our Army and Navy. Equipment that is 
given the acid test of war and is coming 
through with flying colors. 


Meanwhile we can’t plan the time of 
the war's end—But we can plan what 
Sentinel’s going to do and what the new 
Sentinel Radio is,going to be like. This 
much we can say now: There will be new 
Sentinels that will surpass every present 
radio... Electronic devices that will 
stagger the public’s imagination... Mer- 
chandise that promises a new era of pros- 
perity for Sentinel Dealers. 


- ~ SENTINEL RADIO CORPORATION 


2020 Ridge Ave., Evanston, Ill. 
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electric power consumption throughout 
the country for the week ended Apr. 24. 
Electricity use was raised 19.9 per cent 
above a year ago, with the busier war 
production centers heavily exceeding 
that increase. The We-t Coast, for ex- 
ample, used 32.6 per cent more, and the 
Southern States 24.9 per cent more cur- 
rent than a year ago. Nation-widé de- 
partment store sales for the week ended 
Apr. 24 increased 29 per cent from the 
corresponding 1942 week, showing the 
late Easter influence. Sales for the four 
weeks ended the same date increased 
15 per cent over a year ago. 


Slower expansion Informa- 
tion compiled by the National Indus- 
trial Conference Board shows that over- 
March 
reached a new peak of 203 per cent (of 
the 1935-39 par). Despite this new top, 


all industrial production in 


recent expansion has moderated con- 
siderably, and in the latest month the 
rise wa; only one point, compared with 
gains of two or three points in each of 
the preceding four months. All of the 
rise is in “durable goods” or heavy pro- 
ducts, which, of course, includes all war 
“Non-durable —_ goods,” 
comprising much of the civilian produc- 


production. 


tion and the lighter range of manufac- 
ture:, turned downward in March. In 
reviewing the 12 months ending Dec. 
31, non-durable goods gained 6 per 
cent over a year ago, while durable 
goods gained 30 per cent. The shrink- 
age of available civilian supplies for 
1943 is being hastened by the continu- 
ing good rate of retail sales. These 
sales are draining inventories largely, 
as replacements are not reaching the 
trade as rapidly as shipments are going 
out. While retailers’ orders are re- 
ported running about 2% times their 
rate of sales, their actual receipt: of 
new merchandise are regularly falling 
behind sales. 


Past the Peak — Announce- 
ment by the U. S. Department of Com- 
merce is interesting, to the effect that 
mo t of the building construction neces- 
sory for full-scale armament output has 
been completed, and already there is a 
shift of men and materials from con- 
struction to other activities. The De- 
partment estimated that during the first 
quarter of 1943 new construction de- 
clined 32 per cent from the last quarter 
of 1942, and 11 per cent below the first 
quarter of last year. While the amount 
being spent for military and naval con- 


A REPAIR REMINDER THAT HELPS 


THREE WAYS 


1. IT HELPS THE VICTORY EFFORT 
2. IT HELPS YOUR CUSTOMERS 
3. IT HELPS YOU 


Here's how to help the Victory effort, your cus- 
tomers—and yourself. 
Corrugated Fasteners. 
the Government's conservation program — by 
encouraging repairing and fixing up. 
fas:eners are just the thing for repairing furni- 
. ture, screens, cabinets and other wooden articles. 
8\ Just put the attractive Acme Corrugated Fast- 
ener display box on your counter—and watch 
your extra sales grow. 
tomers of that repair work at home that is 


Sell Acme Tack-Point 
They tie right in with 


Acme 


It reminds your cus- 


waiting to get done. 








Let this display box 


ACME TACK-POINT CORRUGATED FASTENERS 


Are easily and quickly applied. Driven with a hammer, they 
assure stronger joints, easier and faster. With their long- 
beveled points and sharp cutting edges, they penetrate but do 
not crush the wooden fibres. Almost anyone who works with 
wood is a prospect f.r this inexpensive victory item. 

Acme Fasteners are avaiable in 100-pound kegs, offering op- 
portunity for profitible sales. In addition there are standard 
cartons of 250, 50) and 1,000; boxes of 100 fasteners, ten 
boxes to a carton; aso in boxes containing 50 fasteners of 
one size... %” x 4; 4%” x 5; %” x 5. A display carton 
contains 12 of these boxes 


if your jobber can't supply you, write us direct. 








ACME STEEL COMPANY 
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with the red, white and 
blue REPAIR label, go 
to work for you — and 
Uncle Sam. 





General Offices: 
2838 Archer Avenue 
CHICAGO, ILLINOIS 


Branches and Sales Offices in Principal Cities 


struction is still about 40 per cent 
higher than a year ago, it is showing a 
sharp decline—about 36 per cent—from 
the preceding (final) 1942 quarter. Re- 
strictions on certain civilian construc- 
tion types have been eased slightly by 
W.P.B. in amending Order L-41, even 
where priority assistance is needed to 
obtain materials. This “easing” includes 
construction neces:ary to make safe or 
to protect any structure or its contents 
if damaged or destroyed by fire, flood, 
tornado or other disaster. Also permitted 
is any minor agricultural construction 
neceszary to avert threatened loss of 
farm products. 


Refunds that hurt—No com- 
pany likes to refuse business, but in war- 
time countless orders are placed every 
day, with every branch of the trade, which 
the expected seller must refuse, “and 
like it.” It must hurt especially to make 
refunds against prepaid orders, as the 
large mail-order companies are doing 
constantly. Recently announced was the 
startling news that Sears Roebuck paid 
$50,000,000 in rebates to mail-order cus- 
tomers last year, and Montgomery Ward 
refunded $46,000,000. The refunds—by 
far the greatest in the two firms’ history 

were necessitated by shortages of 
stock and the need for priority ratings 
on some lines of goods. The companies 
point out that it “cost money to give 
back money,” although no figures were 
obtainable on this expense. Both mail- 
order houses, of course, have reduced 
the number of items offered in their 


latest catalogs. 


Scrap shipments — Shipments 
of iron and steel scrap to the consum- 
ing mills during the first two months of 
1643 amounted to 31.3 per cent of the 
first half-year quota for 1943, the 
Salvage Division of WPB announced 
recently. In February, 1,995,000 net tons 
of iron and steel scrap were shipped to 
consumers, a decrease of 83,000 net 
tons from the 2,078,000 net tons shipped 
during January. Compared with ship- 
ments for the same month a year ago, 
however, February, 1943, shipments were 
slightly higher, mills having received 
1,992,000 net tons in February, 1942. 
Consumers’ inventory continued to de- 
cline in February and at the end of 
the month amounted to 6,205,000 net 
tons, a drop of 24,000 net tons from 
January. The leading state in the nation 
is California with 42.2 per cent of its 
quota reached by the end of February. 
The fact that several northern states 
shipped only a small proportion of their 
quota may be attributable to weather 
conditions and it is expected that the 
low percentage of quota for these states 
will be improved. 
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Shows New Goods Up Front 





New items are featured at the front of the store in a special 
space reserved fcr them and they attract plenty of attention. 








[ is used to feature new items 
by the Lake Mills Hardware, Lake 
Mills. Wis. This has stimulated vol- 
ume on the lines more quickly and 
has served to impress customers 
with the firm’s efforts to supply sub- 
stitute merchandise for the duration. 


ee at the front of the store 


houses costing considerably more 10 
years ago. 
One million housing units will be 





required annually, for 10 years o1 
longer after the war, if we as a na- 
tion are to meet the needs for hous- 
ing. 

Many of the elements, materials 
and products pictured as “things of 
the future” will eventually become 
fact. The history of all products 
has been one of improvements 
through research and development 
step by step. New materials require 
new techniques, new machinery and 
periods of test before the reputable 
manufacturer is prepared to place 
them on the market for use by the 
consumer. While many new materi- 
als have been developed for use in 
war products, their application to 
peace will require a period of further 
research and development. 

One way for utilities to aid the 
post-war housing program is to ex- 
tend their kitchen planning activi- 
ties into housing consultation service 
for consumers, engineers, architects. 
builders and realtors. Between 1932 
and 1941 the complete electric kitch- 
en program was developed and ac- 
tively promoted to the mutual benefit 
of home owners and the housing and 
electrical industries. 





A limited number of items are 
shown in the floor space set aside oe 


for this purpose and the artange- 
ment is kept neat at all times. Com- fasy CONTINUOUS 
Sprayer 


plete stocks of the new items are 
provided in other places in the store. Less work. Compresses air 
Customers are reminded of this by to continue spray between 
a show card on the display. as well as during plunger 
Some of the items featured re- strokes. Fits on any quart 
cently are high chairs, shopping mason jar. Non-corrosive 
baskets on wheels, servicemen’s plastic head, syphon-tube, 
handy shipping containers, service- nozzle. Sold without jar. 
men’s gifts, lamps and pottery. MADE 
Retail at 


‘ $1.50 each 


Money-back 
Guarantee 


NON-CRIT 


Post-War Houses 
To Cost Little 


T least 70 per cent of the post- 
\ war houses will cost only $3,- 
000 to $6.000, Irving W. Clark, man- 
ager of the Westinghouse Electric 
Appliance Division’s Home Building 
Department, predicted recently in 
an address before the Edison Elec- 
tric Institute in Chicago. 









IF YOUR JOBBER CANNOT 
SUPPLY YOU—WRITE US AT ONCE. 

Developments in the past five 
years, particularly the past two 
years, make the $3,000 home not 
only a_ possibility but an actual 
fact. From the standpoint of equip- 
ment, appearance and livability, the 


MANUFACTURERS OF FARM 
EQUIPMENT FOR 20 YEARS 
AMHERST @ OHIO 










Lightweight @ EASY TO USE 
DESIGNED FOR EFFICIENCY 


TESTED AND. APPROVED 


The American Specialty Co. 













MILLIONS of 
Victory Gardeners 

NEED THESE 2 
essential weapons 














OF DURABLE 


ICAL MATERIALS 


With the long tube, 
dust cloud can be di- 
rected between & under 
leaves without stooping. 
Easiest & best way to protect 
low planis—kills insects—repels rabbits 











finished product is comparable to 
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Electrified Bicycle 
Beats Gas Problem 
U SING his mechanical ingenuity. 


a bicycle and some used auto- 
mobile and bicycle parts, Howard 
Klauss, son of one of the partners 
of Scarborough & Klauss, Pitts- 
burgh, Pa., created an electrified bi- 
cycle as the answer to the problems 
brought about by gasoline rationing. 
Moving at a fair speed the bicycle 
silently glides along as though it 
were coasting. An old automobile 
storage battery, fitted into the elon- 
gated bicycle frame provides the cur- 
rent to operate the equipment used 
to give power to the rear wheel. The 
handle bar fork was reversed to 
bring the handle bars further back. 

A switch. on the handle bars 
works a relay to the auto battery 
which provides the current to work 
an old Chevrolet starter motor. 
which is supported by a bracket over 
the rear wheel. Other parts used 
include an adjustable speed pulley 
attached to the motor shaft, and a 
26-in. rim. The bicycle still has its 
original pedals and coaster brake so 
that it can still be operated by foot 


JOHNS 


NEW YORK ® AKRON ® LOS ANGELES 





Here's the bicycle that solves Howard Klecuss’ gasoline problems. 


if necessary. At the present time, 
Howard Klauss charges the battery 







XLO MUSIC WIRE for 
quick repairs, for making 
experimental parts, for tool 
and die work. 


This high grade steel! spring 
wire comes to you attrac- 
tively packaged in red and 
silver in units of '/, |b., '/ 
Ib., | Ib. and 5 Ib. pack- 
ages. Wire sizes from .003 
to .200. 


XLO MUSIC WIRE meets 
all commercial and govern- 
mental specifications for 
high grade steel spring 
wire. 

















ON STEEL & WIRE CO.INC. 


WORCESTER * MASSACHUSETTS 





each night at home, although he may 
later install a charging unit. 


Wooden Pails Are Good 
War-Time Items 


_ pails are replacing 
metal ones at the Saecker’s 
Hardware Store, Lake Mills. Wis., 
and farmers are buying them for a 
variety of purposes. The pails come 
in two sizes, 12 quarts and 14 quarts, 
which sell for 90 cents and $1.00. 
Pails like this, according to A. F. 
Reideman, owner, can be used for 
carrying water, for feeding calves, 
and pigs. They are durable and will 
last quite a while if kept clean. 
Some farmers are buying two or 
three of the pails at one time and 
town families are purchasing them. 









This display attracts attention 
and makes many additional sales. 
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Shadow Boxes Help Feature Seasonal Merchandise 


~, HADOW boxes are used ef- 

fectively to spotlight seasonal 
merchandise at Herzog’s, Newburgh, 
N. Y. These units are located in 





Decorative candles are featured 
in this spot which is located 
up near the front of the store. 


Popular selling food jugs are on 
display in this shadow box near 
the wrapping counter at the rear. 


the sidewall fixtures at uniform in- 
tervals. They occupy the space be- 
tween two fixture uprights, which is 
approximately 30 in. They also are 
as deep as the fixture and run from 
the ledge all the way to the fix- 
ture top. 

To create the shadow box effect, 
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a frame of decorative design is in- 
serted in the front. Illumination 
makes the item on display stand out 
and this is necessary if these units 
are to secure the proper attention. 
A fluorescent lamp at the top of 
the box provides adequate illumina- 
tion for the display and attracts 
attention to it. 





Seasonal items and special mer- 
chandise are featured in these spots 
most of the time. Boxes of this 
type help maintain the appearance 
of the store and convert empty 
shelves. common today, to excellent 
use. Not too difficult to construct. 
they serve to add an attractive ap- 
pearance to a store. 


TTI LL 
YOU CAN SELL... 





PLANET JR. 


Even though many of your stock items 
are ‘war casualties” ... even though 
new Planet Jr. Tractors, Seeders, Cul- 
tivators, and other equipment can be 
had only in very limited quantities 
... you can still get Planet Jr. repair 
parts and Planet Jr. Steels to sell to 
your customers. 

What's more, you'll find that today’s 
Planet Jr. repair parts, and today’s 
Planet Jr. Steels...sweeps, fur- 
rowers, and other shapes... are 
exactly the same as the Ones we made 
before Pearl Harbor . . . designed and 
built with Planet Jr.’s “know how” 
for long life and rugged service under 
every soil condition. 

Planet Jr. Steels, for example, are still 






Planetized—specially treated, hardened, 
tempered and finished. They do more 
work, do it better, faster and easier. 
They never bend or break off with 
part of their useful life still to go. 
They're the toughest, longest-wear- 
ing Steels that money can buy. 

And, Planet Jr. helps you and your 
customers in still another way. This 
year we're publishing a new and en- 
tirely different kind of garden book. 
It’s particularly helpful in answering 
the myriad questions that confront 
those taking up gardening as a patri- 
otic duty. Write for a copy of “Grow 
What You Eat’’. Look it over, then 
let us know how many you want to 
give to your Customers. 


S. L. ALLEN & CO., Inc., 3425 North 5th Street, Philadelphia, Pa. 


FARM IMPLEMENTS 





GARDEN TRACTORS 
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And Still Available for Hardware Distribution 


Aluminum Cleaner 


“Club”-aluminum cleaner is a granu- 
lated compound, packed in a cardboard 
carton, which is said to remove ordi- 
nary mineral discoloration; also steam 


ALUMI 
ALUMINUM 


CLEANER 


stains, burned-on grease, etc. Accord- 
ing to the maker, it restores light color 
and sheen and is harmless to hands, 
food, utensils, sink, drainboard, etc. 
Works quickly, with a minimum of 
effort, all that is necessary is to sprinkle 
a little on a wet cloth and erase the 
stains. Comes in two sizes, 10 and 14 
oz., in two-color cartons with pouring 
spout indicated. Club Aluminum Prod- 
ucts Co., 1250 W. Fullerton Ave., Chi- 
cago, Ill. 


New “Cory” Catalog 


Emphasis in the new 1943 edition of 
the Cory Glass Coffee Brewer catalog 
is placed on the rubberless models, 
with a special ground glass seal. To 
the 4-8 cup Royal Rubberless model 
has been added a new 2-4 cup Petite 
Rubberless. To complete the cycle of 
small, medium and large size brewers, 
there is an 8-12 cup Family Circle 
model using rubberless seal. The Cory 
Glass Filter Rod is given prominence 
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and new displays are pictured. More 
space is devoted, than in previous cata- 
logs; to replacement glass and parts. 
Cory models for restaurants and foun- 
tains continue to be pictured, but are 
available only on_ preferred ratings 
which are specified, applying to models 
using electricity or gas. Copies can be 
obtained by writing to the Cory Glass 
Coffee Brewer Co., 325 N. Wells St., 
Chicago, Hl. 


“Buttonaid” Kit 


A convenient, complete, all-purpose 
packaged button box. Kit measures 
3% by 4% in., and contains 100 as- 
sorted buttons in the popular colors, 
sizes and shapes necessary for every 
day apparel, principally for men, boys 
and children. Buttons are segregated 
into compartments within the box so 
that it is simple to locate those neces- 
sary for specific purposes. Inside cover 
of the box features an illustrated chart 
indicating the location of each type of 
button. There is a booklet in each 
box entitled “Buttons Tremendous 
Trifles,” which gives many helpful 
points. The Morley Co., 25 E. 26 St., 
New York City. 


Waterproofing and 
Rustproofing Compound 


“Acid-O”—an acid-resisting, water- 
proofing compound. Maker states that 
old, worn metal containers and equip- 


ment, usually considered junk as a re- 
sult of rust and leaks, can be renewed 
and made watertight for long periods 
of additional service when coated with 
this product. Has many uses in home, 
farm and hatchery. Said to be highly 
effective in preserving materials and 
equipment usually damaged when ex- 
posed to air, water and weather. Seals 
small holes, waterproofs and rust-proofs 
troughs, pans, fountains, tanks, garbage 
pails, sprinkling cans, gutters and metal 
parts of buildings, according to the 
manufacturer. Ready-mixed and easy 
to use, it requires only a brush to ap- 
ply. Packed in quart, gallon and five 
gallon containers. George B. Klee Co., 
2310 Florence Ave., Cincinnati, Ohio. 


Booklet on Asbestos 


“The Asbestos Factbook”—wherein is 
given in compact form much informa- 
tion concerning asbestos. This 16-page 
booklet contains information as to the 
origin, locations, uses, analyses, quali- 
ties and other important facts about the 
mineral. Copies can be obtained, at 10 
cents a copy, from “Asbestos,” 16th 
Floor. Inquirer Bldg., Philadelphia, Pa. 
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Pin‘your faith 
on,the good things 
/ coming hack 


@ In these perplexing days in the hard- 
ware trade—when the finest goods vanish 
from the shelves and war conditions make 
it obvious that they cannot be immedi- 
ately replaced—let’s not waver for an in- 
stant in the knowledge that their return is 
as certain as Victory itself. You don’t for- 
get the boys who go with the colors and it 
is equally proper that you should not for- 
get brands and products that have been 
business standbys in the days of Peace. 


@ Cortland screen wire cloth, hardware 
cloth and netting certainly will not be for- 
gotten—by either dealers or users. The 
more than 65 years of service, which have 
made Cortland Brands so well regarded, 
also assure better than ever peacetime 
markets once Wickwire Brothers, Inc. 
plants return to normal production. So 
help your customers patch, repair and 
maintain their screens and nettings until 
the day when you can again sell them their 
favorite Cortland Brands. 


y WICKWIRE BROTHERS, INC. 
. CORTLAND, NEW YORK 
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i blueprints of the sleek and streamlined 
ans that were the Victor line just a few 
months ago have been discarded forever. 






Not that we think we'll be e 
work indefinitely — we don’t. 
them out because the fans tha 
the pre-war finest, would be 
war should end today. 





ngaged in war 
We've thrown 
t were among 
obsolete if the 










a new formula for Pfecision and speed so 
vital to our war work has been written j 
delibly on the minds and aa 
Victor worker. 









hands of every 


The fans you sell tomorrow will be the prod- 
ucts of many new ideas learned_the hard way 








The Quality Name 
In Things Electrical 


VICTOR ELECTRIC PRODUCTS, Inc. 


Dept. F- 
233 2950 Robertson Rd., Cincinnati, Ohio 
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HARNESS HARDWARE NEEDED 


Houses: 





Yes, sir! It takes a lot of 
ANCHOR BRAND Hardware 
—millions of items—to equip 
the rubber boats, canteens, 
first aid kits, and all the rest 
of the battle equipment our 
fighting forces need today. 


That's why we can't always 
offer you complete ANCHOR 
BRAND Hardwore assort- 
ments right now. 


WORK HORSES 
NOT FORGOTTEN! 


Though hardware for "sea 
horses"’ must come first, North 
& Judd is not forgetting the 
necessity of keeping the no- 
tion's work horses going. It is 
putting all the metal and time 
allocated to it under Limita- 
tion Orders into the produc- 
tion of ANCHOR BRAND 
Repair Hardware—more im- 
portant than ever this spring! 


& JUDD 


V BRITAIN cc 

















WHATS NEW 





“Consumers” Liquid 
Cleaner 


An all around cleaner that can be 
used for many different cleaning jobs 


in the home. According to the manu- 





facturer, it cleans linoleum floors, tile 
walls, venetian blinds, porcelain con- 
tainers, etc. For best results from the 
product: dampen cloth or sponge in 
water, wring out the excess water, dip 
into bowl or other container holding 
“Consumers” liquid cleaner, wipe over 
the surface to loosen the dirt and wipe 
back to remove all traces of scum, 
grease, etc. Consumers Glue Co., 3316- 
24 Broadway, St. Louis, Mo. 


Plastic Flashlight 


A right angle, two-cell, pre-focused 
pla-tic flashlight of powerful construc- 
tion. Plastic parts are molded of a 
thermoplastic material that will stand 
up under temperatures ranging from 40 
deg. below zero to 175 deg. above zero, 
according to the manufacturer. Switch 
mechanism is constructed so that there 
is a positive “on” and “off” and when 
the switch button is set at the half way 
notch, the flashing button can be oper- 
ated for fast or slow flashing. Has 
spring steel clip on the back for hook- 
ing on the belt, pécket or other part of 
clothing or hanging on a projection. 
Extra bulb is enclosed in the button 
cup. Maker states that the entire 
mechanism is constructed so that there 
cannot be a “three point contact” from 
the outside that might burn out the 
batteries. Flashlight is said to operate 





when submerged in water and all parts 
can be replaced. Various bulbs are 
supplied in these flashlights, depending 
on whether very bright, medium bright 
or minimum light is required, the life 
of the batteries depending on which 
bulb is used. Gits Molding Corp., 4612 
W. Huron St., Chicago, Ml. 


Toy Dinner Ware Sets 


“Like Mother’s” — juvenile dinner 
ware sets of semi-porcelain and Cremax 
glass ware. New sets have colorful 





decorations and modern designs. The 
Aluminum Goods Mfg. Co., Manitowoc, 
Wis. 


All-Plastic Toilet 
Seats 

“San Duro”—made in solid, one-piece, 
molded plastic and said to be attrac- 
tive, sanitary and durable. According 
to the manufacturer, they are easy to 





retain their 


clean and permanently 
original lustrous finish. Maker states 
that they are non-inflammable, un- 
affected by acids, moisture and ele- 
ments, resistant to oil, grease and al- 
kalis and avoid problems of splitting, 
warping, cracking, color-fading, stain- 
ing, peeling and crazing. Made in 
standard designs to fit the regular oval, 
elongated and extended lip types of 
toilet bowls, in two standard colors, 
brown and ebony black. A _ special 
feature is a new type of plastic hinge 
by means of which no metal is left ex- 
posed to rust, stain or tarnish and per- 
mits easy and fast installation on all 
standard bowls. Eclipse Plastic Indus- 
tries, Inc., 5150 N. 32 St., Milwaukee, 
Wie. 
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* DUCK BILL NO-TONE 
BALLCOCK 


Eliminetes Objectionable 
Noise 


ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS 


The Compal tees of 
Plumbing Brass Goods Since 1890” 























1. To win new customers 

2. To increase sales volume. - - 
3. To dominate competition - - - 
4. To widen your trading area. 


5. To make more money 



































Plan to remodel your store 
with .a new Pittco Store Front! 


SEND 


PITTCO 
$ 


FOR FREE BOOK 


ve fun 





PITTSBURGH PLATE GLASS COMPANY 


2250-3 GRANT BLDG., PITTSBURGH, PA. 


"PUTSBURGH stand for Duality Class and Chiat? 
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(* "DUCK BILL” 














QUIZ : What are Your Answers? 


CHECK HERE 
ves NO 








Does national advertising help you sell trade marked 
products? 


Does national advertising assist in creating con- 
fidence in a trade marked product? 








Does national advertising increase the cost of a 
product to you? 














if YOU HAVE ANSWERED che first 2 questions ‘‘yes’’ and number 3 ‘‘no,”’ 
then this advertisement is addressed primarily to you. . . . Whitney hampers 
are the only narionally advertised Gaon and this advertising is con- 
tinuing to keep women aware of the name ‘‘Whitney."’ A fact to remember 
when we can again supply all you want. 


iF YOU HAVE ANSWERED number 3 “‘yes,’’ then we think you should 
know that the cost per hamper for our national advertising is but a small 
fraction of one cent. It does not affect our price to you. 


IF YOU HAVE ANSWERED the first 2 questions ‘‘no,’’ then Whitney's 
superior construction alone will be of real sales value to you when we can 
again supply your needs. To you we say our national advertising és plus. 
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HERE’S JUST SOME OF THE 
ADVERTISING WHITNEY 

HAS DONE IN AMERICAN HOME 
AND HOUSE BEAUTIFUL . 
SINCE SEPT. 1942 : 





HAMPERS 


BEST KNOWN IN THE PAST... BEST KNOWN IN THE FUTURE 
F. A. WHITNEY CARRIAGE CO, + LEOMINSTER, MASS, 
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Our catalog is no colorful 
picture book—but it is easy 
to use and easy to find 
things in. It was devised for 
the superintendent, the mas- 
ter mechanic and the pur- 
chasing agent. 


It is a catalog of standard 
and special screws — wood 
or metal—stripped right 
down to facts and specifica- 
tions. If you haven’t a copy, 
please send for it now. 
MACHINE SCREWS 
SHEET METAL SCREWS 
MACHINE SCREW NUTS 
PLASTIC INSETS 
HOLDING PINS 
SPECIAL RIVETS 


All types of heads and threads 


> INEWIENGLAN D BSCREW.CO! 


KEENE NEW HAMPSHIRE 











%f 
“ NOW, THE MAKERS 
OF STARRETT TOOLS 
GET THEIR "E" BADGES 


It is fitting that the craftsmen 
and women who have contrib- 
uted their utmost skill and en- 
ergy to the fashioning of un- 
precedented numbers of precision tools now wear 
this badge of honor. Grateful acknowledgment is 
also due our suppliers and the distributors of 
Starrett Tools for doing so much to help us attain 
this honor. 

STARRETT TOOLS are lending accuracy and speed 
and confidence to hundreds of thousands of willing 
and devoted hands helping to win this war of 
precision machines and equipment. We shall keep 
on doing our level best to produce an adéquate 
supply of the tools worthy of this great responsi- 
bility. 


THE L. S. STARRETT CO. 
W orld’s Greatest Toolmakers 
Athol) @ Massachusetts o@ U.S. A. 
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“Universal” Vacuum 
Bottles 


For the duration these vacuum bot- 
tles will wear lustrous dubonnet and 
aquamarine jackets made of water 





repellent press pulp. Bottles, which 
come in pint and quart sizes contain 
standard type fillers with high thermal 
efficiency. “Each bottle has a large 
yellow, berylite drinking cup with screw 
threads which fit closely to the bottles 
giving added protection to the contents. 
Landers, Frary & Clark, New Britain, 
Conn. 


One-Quarter Inch 
Heavy Duty Drill 


Model 47 “Skildrill”’—designed es- 
pecially to speed up tough “skin-drill- 
ing” in airplane construction. - For 
countless production drilling jobs up to 
% in. in steel and % in. in wood. 
Small, light and compact, it is said to 
have great power for toughest jobs and 
great drilling speed under load. Weighs 
3% Ib., is 7% in. long and 29/16 in. 
wide. Maker states that it will fit any- 
where that a fist will and handles 
easily. Said to have every fine feature 
of design and construction. Diecast 
body, helical-cut gears and anti-friction 
bearings to assure smooth, quiet run- 
ning. Extra-powerful Universal motor 
available in four speeds (1800, 2500, 
3500 and 5000 R.P.M.) to fit every 
drilling job. Two-pole momentary con- 





WHATS NEW 


tact switch with lock for continuous op- 
eration. Skilsaw, Inc., 5033-43 Elston 
Ave., Chicago, Ill. 


“Goodyear” Load 
Binders 


A simple and durable tool for team- 
ster or truck driver. Weight, 10% lbs. 
each. Has drop-forged steel hooks, 
drop-forged swivels, hot riveted in 
clevis and hammer welded links of 
15/32 steel. Length of handle or lever, 
21% in. The top binder is shown open, 
ready to hook onto the chain; the 
lower binder is closel, taking up a slack 
of 4% in. Simply hook each of the grab 
hooks of the binder over a link of the 
chain and pull the lever up. This takes 
up the slack and the load is firmly 
bound. Maker states that the swivel 
makes it easy to adjust the chain. It 


OPEN 
ower 
CLOSED 
SWIVEL 


will bind any load upon which a chain 
can be used, on wagon, auto trucks or 
rail cars, according to the manufac- 
turer. Goodyear & Miller. Bloomdale, 
Ohio. 


Plastic Toilet Float 


Made of Lumarith, a tough corros‘on 
proof plastic. Maker states that it is 
impervious to water and has a tensi'e 
strength up to 14,600 lbs. per sq. in. 





This crystal clear toilet float is fully 
reinforced at the spur where strength is 
needed. According to the manufacturer, 
it will not dent and the cemented 
seams are as sturdy as the rest of the 
float. Full size—4 by 5 in. Packed 36 
floats to a shipping carton. Lumarith 
is made by Celanese Celluloid Corp., a 
division of Celanese Corp. of America. 
Float is a product of Kirkhill, Inc., 6828 
McKinley Ave., Los Angeles, Cal. 
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WESTERN OFFICE—TERMINAL SALES BLDG., 


NATIONALLY ADVERTISED 
IN LADIES' HOME JOURNAL 


@ No. 430 Dripless Server, |'/:-qt. size, holds point-saving 46-0z. can 
of fruit juice; is ideal refrigerator container; keeps juice better, longer 
— avoids contamination and odor —cleans easily; retails at 75¢ 
@ Similarly, No. 427 No-Drip Server, |4-oz. size, is for cream, con- 
diments, etc. . . . retails at 25¢ @ No. 630 Sugar Server prevents 
spilling; is sealed with self-closing top . . . retails at 25¢ @ No. 
610-G Gravy Blender mixes gravies, salad dressings, etc. . . . retails 
at 25¢ @ No. 453 Twin Server Set provides sanitary, hinged-top con- 
tainers (complete with spoons) for jellies, jams, horse radish, etc... . 
retails at 50¢ (No. 455 individual jar—20¢) @ No. 459 Salt 'N Pepper 
Range Set has new, sanitary ‘'side-flow'’ pouring holes in shaker iops 
to keep dust and grease from settling down and into contents. . . 
retails at 39¢ (No. 456 individual shaker—l0¢). 


SEE YOUR JOBBER... 


(All retail prices as listed above are suggested retail prices; they may 


slightly higher west of Mississippi 
NEW YORK OFFICE—200 FIFTH AVENUE 


FEDERAL TOOL CORP. 
400 N. LEAVITT ST., CHICAGO, ILLINOIS 


MAY 13, 1943 


SEATTLE, WASHINGTON 


CHENEY 


NAIL HOLDING 
HAMMERS 





| ~~’ 


a S 








The war may demand some changes and 
substitutions of materials in the interest of 
conservation, but DIETZ LANTERNS, we are 
proud to say, have the same candle power, 
some operation, same cdnfrol of flame — 
same long life. 


|R.E. DIETZ COMPANY |} 


1840 
NEW YORK 
Output Distributed Through the 
Jobbing Trade Exclusively 
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or Volume Selling . . . 
Stock—Display 


MILWAUKEE 


BUILDERS’ HARDWARE 


Here's ONE complete line that will 
meet Builders’ needs on all types of 
building. Because it’s designed 
to meet the practical demands of 
easy installation, durability, oper- 
ating efficiency—as well as attractive 
appearance 





New building, remodelling, repairing 
—and the wartime use of ALL 
WOOD partitions for restrooms, 
toilets, offices—offer a ready volume 
market . If you put MILWAUKEE 


BUILDERS’ HARDWARE in prom- 
inent display 












Milwaukee 
Pivot Spring or 
Gravity Hinges 

Sturdy, smooth- 

operating, easily 


installed. 100% 
Universal. 


Stondardize on MILWAUKEE—the Popular Hard- 
wore Line for Over 40 years. 


MILWAUKEE STAMPING COMPANY 
818 SOUTH 72nd STREET 
MILWAUKEE . A 
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WHATS NEW 





Combination Shower 
and Bath 


Using almost no critical materials, 
composed of four sheets of Carrara 
plate glass fabricated into a single unit, 
this combination shower and bath was 
developed primarily for new or low cost 
houses intended for war homes. New 
construction, faced with a lack of tubs, 
has, in general, incorporated not only a 
shower stall but has left an offset or 
alcove for a tub when they reappear 
on the market.. The new Pittsburgh 
combination can fit into this space. 
Flat bottom drilled for drain fitting, 
foot high side walls, in a choice of 





color. According to the maker, the re- 
sult is a bath large enough for com- 
fort. Pittsburgh Plate Glass Ce., Grant 
Bldg., Pittsburgh, Pa. 


“Trimz” Ready-Pasted 
Wallpaper 


Coated with patented adhesive base, 
the paper can be hung easily and 
quickly without the use of brushes, 
paste, rollers, tables, etc. Comes in 24 
different patterns with matching border 
and ceiling papers. According to the 
manufacturer, ready-pasted paper sim- 
plifies and expedites the work so that 
the housewife can hang her own wall- 
paper. without previous experience and 
no instructions other than the simple 
directions contained in each package. 
All that is necessary is to cut a strip 
to the right length, wet it in cool water, 
rub it tight to the wall and allow to 
dry. Hanging is further simplified by 


1-ft. interval markings, for quick mea- 
surement. All papers are said to be 
washable, fade-proof and _style-tested. 
Sold in packages instead of rolls. Each 
package contains an 81-ft. roll of 18-in. 
paper and a 16'4-ft. roll of matching 





3-in. border. Maker states that three 
packages will paper the average room. 
The Trimz Co., Inc., 1012 Spaulding 
Ave., Chicago, Il. 


Air Deodorant 


“Vado”—a chemical product de- 
veloped to neutralize all types of odors. 
Said to be ideally adapted for use of 
farmers and suburban dwellers who are 
raising chicks, as it will neutralize odors 
which emanate from basements, chicken 
houses, etc. According to the manu- 
facturer, odors can be completely neu- 
tralized by spraying a small quantity. 
or by the evaporation of the liquid by 
means of a wick bottle. It is non-toxic, 
non-inflammable and leaves no strong 
odor of its own, says the maker. The 
housewife can use the product to dispel 
cooking odors by placing the wick bot- 
tle on the shelf in the kitchen and lift- 
ing the wick an inch high from the 
neck of the bottle thereby allowing the 
chemical to evaporate by itself. Other 
places where “Vado” can be used are: 
rooms where smoking is _ prevalent, 
closets, ete. Eight oz. bottle lasts about 
three or four weeks. Manufacturer will 
supply cases of one dozen bottles con- 
taining counter display cartons. Also 
available in quart, gallon, and five gal- 
lon quantities. Vapor Chemical Corp., 
2531 Graybar Bldg., New York City. 





Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 74 
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The latest triumph 

in glassware. It’s 
that subtle, satin 
Pastel tinted ling ¢ 
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“Handy” Sponge 
Chenille Covered 
35¢, 50c, 75, $1.00 


“Handy Maid” Sponge 
Cloth Covered 
25¢, 35¢, 50, 75¢ 


Be ready when your customers call 
for “HANDY MAID” or “HANDY” 
Chenille ... for here’s a profitable answer 
to the sponge shortage and skyrocket- 
ing sponge prices. 


People who prefer Natural Sponges 
for many types of cleaning will read about 
““Handy Maid” and “Handy” in national 
magazines . . . and they will come to you 
ready to buy because “HANDY MAID” 
and “HANDY” Chenille are Genuine 
Natural Sponges, selling at prices most 
people are glad to pay. 


They’re genuine Natural Sponge pieces 
enclosed in suitable covers as shown — for 
friction, desired shape and greater wear. Soft 
and pliable when wet . . . hold plenty of water 
... will not drip. Sell “HANDY MAID” for 
ordinary household cleaning . . . “HANDY” 
Chenille for heavy duty and Bath and Toilet use. 


ST. LOUIS, MO., 1711 Delmar Blvd. 
NEW YORK, N.Y., 291 Church St. 
MONTREAL, CANADA, 455 St. Sulpice 


Please address nearést division 


Se 





ROEDER « TREMAYNE, inc. 











LONGER HANDLES—SHAPED AND BAL 
ANCED PERFECTLY. MODELS RANGE 
FROM 10c to $5. Double-edged Blades sup 
pled with super-sharp or serrated edges 
No screw driver or wrench needed to 
replace blades—just push new blade in. Big 
blade replacement’ sales assured dealers 


stocking RED DEVIL WOOD SCRAPERS 


LANDON P. SMITH, INC., IRVINGTON, N. J 





When Happy Days come again, 


it will pay you to... 





We are planning for peace 
while producing for war, and 
applying new-age engineer- 
ing to the long established 
worth of EverhotAppliances. 


THE SWARTZBAUGH 


MANUFACTURING CO. 


FOUNDED 1884. .Toledo, 0. 


ROASTERS - APPLIANCES 


























Suggested window display which makes use of available posters. 


You Can Aid the Womanpower Drive! 


66 ECAUSE the problem of 

manpower, though it is a 
national problem in scope, is local 
in nature, it must be solved in large 
part by local people. And _ these 
local people must be thoroughly and 
accurately informed about the job 
they are being called upon to as- 
sume. . . . It is here that retailers 
can be invaluable—informing and 
directing their customers so_ that 
they may take intelligent and effec- 
tive action.” These are the words 
of Paul V. McNutt, chairman of the 
War Manpower Commission. 

There is a growing shortage of 
manpower and the next big national 
war program will be devoted to re- 
cruiting womanpower in an endeavor 
to lessen the menace of this prob- 
lem. Retailers can do a great deal 
in promoting this program. Win- 
dow displays can be used to call the 
attention of women to the demand 
for their services in aiding the war 


— 












effort. Advertisements can alsu be 
used with excellent effect. Any form 
of promotion that will help to catch 
the eye and drive home the message 
will be decidedly worth while, and 
the more that is done along these 
lines the greater the effect will be 
in relieving the shortage. It is a 
situation that demands both speed 
and ingenuity. 

The War Campaigns Committee is 
extending helps to retailers in order 
that they may be able to enlist more 
women in war work in farm and 
factory and as _ nurses, Waacs, 
Waves and Spars. These helps 
are in the form of posters, sug- 
gested window displays and other 
promotional aids. Inquiries regard- 
ing campaigns and suggestions for 
improving these campaigns should 
be addressed to William H. Howard, 
War Campaigns Committee, 151 
West 34th St., New York City. 
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A War Bond display featuring Norman Rockwell's posters descriptive of 
the Four Freedoms. This series appeared in the Saturday Evening Post. 
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FLUSH VALVE WASHERS (Rubber) 


& 


7 sizes) 





PLAS LOSET 
SPUDS 





TAIL PIECES (2 sizes) 


Pe 





FLUSH ELBOWS (4 sizes) PLASTIC FLUSH VALVES 


» ” 
AMERICAN ‘OD desteucto 


MOLDED PLASTIC 





DEALERS: Stock AMERICAN for Profitable 
Business! 


Meet increasing demand for new installations and replace- 
ments with these light, beautiful, easy-to-handle, and 
most durable units. Watch our advertisements. 


MORE ITEMS COMING! 


To meet expanding business American has taken another 
factory building with vastly increased space. 


Wire or write for details and prices. 


Branch Offices Located in Principal Cities 


J. M. Butts Co. Bona Allen Bidg., Atlanta, Ga. 
J. M. Kane P. O. Box 1552, Fort Worth, Texas 
John Livingstone & Co. 164 Jackson St., Seattle, Wash. 
Mitchell Love 712-16 No. léth St., Philadelphia, Pa. 


2432 E. 8th St., Los Angeles, Cal. 
703 Market St., San Francisco, Cal. 
47 Kemble St., Boston, Mass. 


Potter-Roemer Co. 
Clyde Cary 
Products Preferred, Inc. 
Paul R. Spencer Co. 
John G. Kelly, Inc., 24-14 Bridge Plaza South 
Long Island City, New York 


AMP) AMERICAN MOLDED PRODUCTS SALES COMPANY 


v 


FORGED Hand TOOLS 


Dasco chisels, punches, drills, nippers and 
numerous other hand tools are quality 
built to give years of service . .. and 
they do exactly that! 


Sold by Leading Jobbers 


DAMASCUS STEEL 
PRODUCTS CORP. 


ROCKFORD, ILLINOIS 



















Lp 


TESTED 


MAY 13, 1943 


| 
(one) 1758 N. Honore Street, Chicago, Illinois 












Your 1943 Coldwell mower is riding the con- 
voy lanes somewhere on the high seas. 

All the manpower, facilities and resources of 
Coldwell are at work day and night deliver- 
ing special equipment to our armed forces in 
ever increasing quantities. This we consider 
our duty for the duration. 

In foregoing your order for 1943 Coldwell 
mowers you make it possible for us to do our 
part in the war effort. 

We are maintaining our service department 
and can still furnish genuine Coldwell re- 
placement parts for both hand and power 
mowers. 

The new ideas and methods we are learning 
every day assure you of the finest lawn mow- 
ers obtainable in the future. 


COLDWELL LAWN MOWER COMPANY 


SINCE 1867 
NEWBURGH, N. Y. 
AMERICA'S OLDEST MANUFACTURER OF LAWN MOWERS 
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4000 York St., Denver, Colo. 














ALL CLEAR is the dana Double X | 


flashes a floor after varnish, shellac, wax 
and dirt have been whisked away by its 
double-action. Bleaches-as-it-removes! 
Today this service-veteran is playing a big 
part in Home Defense... making old floors 
do for the duration. How's your stock these 


war-days? Order from your jobber! Schalk | 


Chemical Company, Los Angeles. Chicago. | 











STURDY - PRACTICAL 


SANITARY 
ECONOMICAL 





NO RESTRICTED MATERIALS! 


Here is the answer to today’s demand for practical 
chick feeders made of “‘priority-free’’ materials. 
Admat Feeders are made of high grade, sturdy 
wood fibreboard that will last indefinitely in brooders 
or indoors. Admat Feeders are so cheap they can 
be thrown away and replaced when they're soiled. 


4 - + + In every carton, an attractive 
e Counter Dispiay Stand 
ry rt . ' i j 


A ee. 
WMUK FEEDER 
i 





ADMAT. LTO. MANUFACTURERS 
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Repair Department 
Serves 300-Mile 
Area 


(Continued from page 65) 


They realize that they represent 
the They never leave the 
shop with dirty, greasy overalls. 
The caps they wear, with the firm 
name on them, are set at a jaunty 
angle. The boys themselves sug- 
gested the name on the caps, not 
as an advertising medium, but as 
a badge of honest labor and pride 
in a worth while endeavor to con- 
serve for victory. 


firm. 


All Vital Materials 
Are Conserved 


Strict conservation of vital ma- 
terials is the rule with Johnson- 
Price. “If the rollers of a washing 
machine have six months’ more 
wear in them, we do not replace 
them,” Mr. Thornton said. “I tell 
the customer, or write if the ma- 
chine goes out of town, that I 
can replace the worn rollers with 
reclaimed rollers when the old 
ones are past using. They are al- 
ways willing to go on using the 
old ones if they think they can get 
reclaimed rubber ones when they 
have to have them. Everyone 
wants to cooperate in saving vital 
materials, They only have to have 
it explained to them.” 


All metal is considered vital 
war material in sthe shop. It is 
used, of course, but carefully con- 
served. Even every bolt is care- 
fully cleaned for reuse. “We re- 
claim any usable section of worn 
parts and the rest is turned in as 
scrap. Everybody in the shop 
feels he is personally responsible 
for saving vital material, and do 
the boys watch out for it.” 


Personal Pictures Used 
in Advertising 


Johnson-Price uses pictures in 
their advertising often, not just 
stock pictures, but personal pic- 
tures of real work in a real shop. 
Short features are often run along 
with the pictures and this type of 
advertising has been particularly 
productive of results. 











SI SAKAI Prompt deliveries 


IREGRI 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 











If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together—and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New York City 





HARDWARE AGE 











a 
rep 


1 ||| ==>» 


have t 
been | 
ce 
It is li 
ments 
Hardv 
demar 
atin; 


4 


3 





© Saves 


Hes 


© will 
Warp 


Dealers « 
now. Na 
creating 


GI 





MAY 








Si ewR ES 


a ae 














A popular buy-word 


National 


HARDWARE 
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E score of years that these fine 
products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 


National Manufacturing 
Company 
STERLING - - - ILLINOIS 





















COLLINS VISIBLE 
The blass Mail Box... 


Multiplies Its Own Sales 
Every Home a Prospect 


The All-Glass Mail Box with 
Plastic Fasteners 


Absolutely No Metal or 
Wood Parts 





Because of demands of War 
Housing Projects, we cannot 
always fill orders imme- 
diatey. War orders must have 
priority, but the regular 
trade gets quickest possible 
attention. THE COLLINS 
VISIBLE creates quick sales, 
repeat orders and year-round 
market for a handsome, use- 
ful, non-competitive House- 
hold Specialty. 


FEATURES 


® Saves Time, Unnecessary © Contents Always Visible 
T and Exposure in © Heavy Crystal Glass Body 


Bad Weather in Attractive 
© Will Never Tarnish, Split, Design 
Warp, Rust or Swell ®@ Large Capacity 


A WARTIME SALES LEADER 


Dealers everywhere report increased sales. Stock and display 
now. National advertising in leading home magazines is 
Creating an ever-increasing demand. 

ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS G CO. 


OKLAHOMA 


SAPULPA 
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Air Filters Are 
Staple Merchandise 


50 per cent in air filter 
sales reported by 
Wolff, Kubly & Hirsig 


FENHAT air filters, used in forced 

air furnaces and air condition- 
ing units, are fast-moving, over-the- 
counter items was the profitable dis- 
covery for Wolff, Kubly & Hirsig, 


hardware dealers of Madison, Wis. 





The firm displays air filters in a 
manner bound to catch the eye. 


Previously, this store had sold a 
nominal quantity of air filters in 
conjunction with its furnace depart- 
ment operations. Toward the end of 
1942, however, air filters were stock- 
ed and displayed in the housefur- 
nishings department, given window 
space and otherwise promoted. Over- 
the-counter activity resulted in a 50 
per cent increase in sales. This, in 
the opinion of S. V. Kubly, vice- 
president, was decidedly good con- 
sidering that such a late start had 
been made and at the time when 
Christmas promotions occupied most 
of the store’s space. 

Sales are expected to continue 
throughout the spring and summer 
cleaning seasons when householders 
are having their heating and air con- 
ditioning systems cleaned and re- 
paired. 

This year the drive for winter air 
filter business in this store will be- 
gin much earlier, in September, so 
as to fully capitalize on the profit 
possibilities of an item once looked 
upon as fill-in merchandise but now 
definitely regarded as a staple item. 


















PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 


















SPRADLING'S 


SUMMER SPECIALS 


No. 74—Approx. 13 inches long. 
from assorted colors o 
Leatherette gusset. 
No. 71—15//2”. 
bottom. Leatherette gusset. 


OVERNIGHT BAGS 






a MONEY 
Sei), MAKER 
No. 


1 


Made 
fibre with a 
Soft bottom. 


Lacquered fibre. 














Stiff 














No. 72—Made from assorted colors of 
high quality, heavy weight Leatherette, 
with three snap buttons. 
long. 

No. 73-—Same size. 
proof material. 








Approx. 15/4” 


Made from water- 





ORDER 

é FROM 
YOUR 

JOBBER 
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130 Witllion Preyreti 
fre SCHAFFNER'S “Little Doc’ 


Handy Bandage ADHESIVE STRIPS: 


The hit of the times—everybody wants 
\ one. So practical—so handy—so neces- 
& sary. 8—"'Little Doc" Strips to the pkge. 
> 24 pkgs. to a sales making 5-color Counter 
Disp. Card. Retail at 10c per pkge. Order 
NOW from your jobber, or write us direct. 


GUS. J. SCHAFFNER COMPANY 


34 CALIF. AVE. AVALON. PITTSBURGH. PA 












COOK'S 


SUPER VALUE 
NAIL CLIPPER 


Due to the war, “Clip- 
Rite," "Gem" and "Gem, 
Jr." Finger Nail Clippers 
ore unavailable. Until 
conditions permit their 
sale, remember the name: 
COOK! 

THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 


GUNSHINE 
cHAMOL 


“ASK YOUR JOB8868 
POR GUAR EXTRA VALUE 
SEWEO PIECE CHAMOIS 
HOYT & WORTHEN TANNING CORP 


HAVERHILL MASS 











PNEUMATIC CHISELS 


GUARANTEED 2 FOR 1 
OXFORD TOOL COMPANY 
G. G. CAMPBELL, Pres. 

1633 N. and Street _ Philadelphia, Pa. 





Youll find 
| REAL 


- 


Sales Representatives 
advertising in the Sales 





} Accounts Wanted 
Columns. 
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Washington News Reel 


(Continued from page 52) 


or any friendly government under terms 
of a secret contract or subcontract have 
been exempted from price control by 
OPA. Many such transactions already 
have been exempted. The action, con- 
tained in Supplementary Order No. 42, 
effective April 22, extend: the exemp- 
tions to all commodities covered by an 
OPA regulation. 


x k* * 


ALTHOUGH PRODUCTION 
HAS BEEN CUT to little more than 
enough to fill the needs of the armed 
forces, there are 283,000 new bicycles 
currently available to war workers and 
other civilians who qualify under newly 
liberalized rationing regulations, WPB 
pointed out recently. All but two of the 
12 bicycle manufacturers are: busy turn- 
ing out incendiary bombs and _projec- 
tiles, bomb fu-es, machine gun parts, 
shells and shell adapters, and the armed 
services take big slices of the monthly 
quota of 10,000 bicycles still being pro 
duced. 

Military reconnaissance squads need 
bicycles for scouting around enemy 
lines, and they are used for light trans- 
portation purposes to save gasoline and 
tires at Army camps and flying fields. 

But bicycles not bought by the armed 
services go into the civilian stockpile 
and from there they go out to join the 
11,000,000 now on the road which are 
proving an important factor in solving 
wartime transportation problems. 

All the new bicycles now being made 
under wartime restrictions are war 
models, coming in two styles only——one 
for men, one for women. They’re strict- 
ly utilitarian, use only the smallest pos- 
sible amount of critical materials and 
weigh just a little more than half as 
much as the pre-war models. Tires, 
made 100 per cent of reclaimed rubber, 
won't wear so well as pre-war tires, but 
there are enough to use them for re- 
placements. The war bikes are just as 
strong as the gadget-loaded balloon- 
tired jobs that used to catch the eye 
of every American boy and the more 
maneuverable light-weight models are 
proving them-elves superior when cy- 
cling is done for business instead or 
for fun. 

x * * 


OCCUPATIONS in the production 
of cordage, rope and twine have been 
added to War Manpower Commission’s 
essential list. This was done in connec- 
tion with the broadening of definitions 
of textile production. As pointed out 
by Frank L. Walton, Director of WPB’s 
Textile, Clothing and Leather Division, 
the new definitions and the occupational 
lists will be used by Selective Service 
local boards in considering requests for 
occupational deferment of men liable 
for military service. Also the United 
States Employment Service will use the 


definition in occupational lists as a 
guide to determine which plants should 
have priority on available manpower. 
Finally, the new definition of textile 
production defines the area in which 
WMC’s recent order regulating the 
transfer of workers affects textile em- 
ployees. 


7. 2 @ 


CURTAILMENT OF STAFF OP- 
ERATIONS at the Washington re- 
gional and district offices of OPA in 
order to make possible the addition of 
10,000 clerks to local War Price and 
Rationing Boards throughout the coun- 
try has been announced by Price Ad- 
ministrator Brown. 

This action was taken as the result 
of the Administrator’s recent announce- 
ment that OPA would finish the fiscal 
year without seeking a deficiency ap- 
propriation. 

“Local boards are the heart of OPA,” 
Mr. Brown said. “Their work is of the 
utmost importance in this wartime job 
of rationing and price control and we 
are going to see that they get the help 
they so desperately need in carrying 
out present rationing and price pro- 
grams.” 

With the additional help the 5500 
boards will have a total of 37,000 clerks 
to handle all rationing programs and 
all price work of the local boards. Some 
boards serving a small population may 
have only two clerks, while others in 
metropolitan areas serving a large popu- 
lation and having a heavy work load 
will have a larger number of clerks. 

In addition, there are 53,200 unpaid 
board members and thousands of un- 
paid volunteers, mostly on part-time, 
who provide help equivalent to 19,000 
full-time workers. Further, during na- 
tion-wide registration for War Ration 
Books 1 and 2, approximately 2,000,000 
school teachers and other volunteers 
gave their services. The OPA payroll at 
the beginning of the final quarter of the 
fiscal year had 4800 persons at Wash- 
ington and 17,676 at the regional and 
district offices. 


xk & 


WPB HAS RULED that Pre- 
Flight Training Schools seeking to pur- 
chase commercial dishwashers are not 
exempt from filing for authorization on 
Form PD-638A, under Order L-248. 
Under the order, the exemption applies 
only to purchases by or for the account 
of the Army, Navy, Maritime Commis 
sion or the War Shipping Administra- 
tion. Interpretation 1 of the order holds 
that the exemption does not cover equip- 
ment which will be owned by the Train- 
ing School and not by the Army, even 
though it is intended that the equip- 
ment for the present will be used solely 
for the benefit of the personnel assigned 
to the school. 
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zt KAMPA 4 STAR 
PLUMBING PLASTICS 


LEAD THE FIELD 


é ea 
VAL Y/ Io Driut# S Ih The beauty and practicability 
of 4 Star Plastic Drain Stop- 


pers has made them the most 
popular stopper line with 
American Homemakers. 

Now more than ever, con- 
sumers will be demanding 4 
Star Plastic Drain Stoppers. 
Starting with the May issue of 
Better Homes and Gardens 
Magazine 4 Star Plastics will 
be featured regularly. Protect 
your inventory by ordering 
from your jobber now! 

4 Star Plastic Drain Stoppers 
are available in all popular sizes 
(see illustration). They repre- 
sent a complete line of new, 
modern, non-corroding stop- 
pers that are sanitary and long- 
lasting. The permanent white 
color matches plumbing ware. 

* The Only 
NATIONALLY ADVERTISED 
Plastic Drain Stoppers 


KAMPA MFG. CO. 


Ao wray per 3. ef. eS per 4 1:6" Darin Stepper 5. i68 Pec om 
” Drain Stopper rain © asin Unive: 717 
Tig ae i Saal ~~ 12132 WEST CAPITOL DRIVE 


OTHER KAMPA 4 STAR names PLUMBING ITEMS MILWAUKEE, WIS 
Plastic Floats — Plastic Flush Elbows — Plastic Flush Balls — Plastic Seat Bumpers 


FOR EVERY 
WINDMILL DEALER 


By authority of the War Production Board, it 
is now possible to supply NEW WINDMILL 
HEADS for old .towers, permitting thousands 
of windmills and wells to be put back in service. 
NO RATION CERTIFICATE IS NEEDED, if it is 
specified that the windmill head to be replaced 
is worn out or damaged beyond repair. 


Monitor can provide its genuine original SKY POWER 
wheel and vane to fit any make tower. This is the 
famous Monitor head with automatic wind ‘governing, 
complete with storm-safe V-brake, iron vault gear box 
and ball-bearing turntable sensitive to the slightest breeze. 


Write your nearest Baker branch immediately for book- 
let of directions—“Easy Directions for Buying MONITOR 
Pumping Equipment.” Now is your chance to inspect all 
farm wells and install windmill and pump repairs need- 
ed to keep the farm heart pumping for Victory! 


DISTRIBUTED BY 
INDMILLS org bey Cco.: bargy sg aa i 
‘ S ‘ort Io.; ids, + Frederick 
VAUGHAN NOVELTY MFG. co., . - J , : le.; Omoaho, Neb.; Kanses City, Mo.; Enid, Okle.; 
Worlds lergest Manufacturer of Bottle Openers and Car a ners 0 7h Hutchinson, Ken.; Brandon, Manitoba, Canada. 
ARROLL AVENUE CHICAGO, ILL., U ues AXTELL CO.: Fort Worth, Texas; Amarillo, Texos; 
- Lubbock, Texas; Son Angelo, Texos. 


BUY WAR ONE eMrs * * BAKER MFG. CO., EVANSVILLE, WIS. 
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FOLKS NEED 
to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 

p in powder form...just 
mix with water aad 

wiLL NOT SHRINK ase. Will aot shrink. 
KS AND STAYS pir Sticks and stays pat. 

1 * 


ee | 


WATER 





Your jobber con give immedicte 
delivery on Durham's Rock-Herd 
Weater Putty. Pocked twelve 1-b. 
cons or four 4-Ib. cons to cose. 
Also eveileble in 25,50 ond 
100-Ib drums for industrial users. 


DONALD DURHAM CO. 
Des Moines lewe 


1 Makers of NATIONAL HARD-WEAR WAX j 


— 7 oY ES 


ESTABLISHED 1888 


e Priority required. Consult your jobber 


HANSON SCALE CO., Chicago 


LAWN MOWER 


ert ped PARTS 


A.M. Collot Supplies 


22) N.W.8 “Ave Miami Fila 





(HERE'S WHAT \ 








Gripper Clips 


Registered U. S. Pat. Office 
Patented Gripper . 
Clips, flexible steel, 
Ebony finish. Small 
size hol@s kitchen 
utensils, tools, golf 
clubs, canes, etc. 
Large size for 
brooms, mops, gar- 
den tools, ete. Re- 
talls 10¢ ea. Also 
Robertson original 
“Horseshoe Mag- 
net’ Hammers. 


@ GIBSON GOOD TOOLS, INC. » 
Box 268 Orange, Mass., U.S.A. 














yesTS 
PCLIPPERS 


A COMPLETE LINE 


7S a (7-727 ' Reoulaliore 
“ae he Trade 





President 
Arthur H. Hunt 





Michigan Executive 
Board Conference 


UE to the war and the fact 

that an ordinary kind of con- 
vention was impossible in Michigan 
this year, the 49th annual conven- 
tion of the Michigan Retail Hard- 
ware Association took on the form 
of an executive board conference at 
the Statler Hotel in Detroit, Tues- 
day and Wednesday, on April 6 
and 7. 

Delegates at the conference in- 
cluded executive and advisory board 
members from each of Michigan’s 
seven association districts so each 
member was properly represented 
by his duly elected officers. 

The meeting was called to order 
by President C. L. Goddeyne of Bay 
City at 10:15 a. m., Tuesday morn- 
ing. Following his opening remarks, 


he turned the meeting over to Man- 
ager H. A. Daschner, who discussed 
association business. 

At the close of the sessions, of- 
ficers were elected as follows: Ar- 
thur H. Hunt, Grand Rapids, ad- 
vanced from senior board member 
to president, succeeding C. L. God- 
deyne, who continues as a _ board 


member. G. L. Cassler, Benton 
Harbor, was elected senior board 
member. Re-elected were H. A. 
Daschner, Lansing, manager, and 


William Moore, Detroit, treasurer. 
Board members are Frederick Gart- 
ner, Wyandotte; G. Clyde Wilson, 
Traverse City; Charles Fowler, St. 
Johns; Carl Sturmer, Port Huron; 
and Frank Hartge, Detroit. 


Features Obtainable Merchandise in Model Kitchen 


(Continued from page 39) 


Mothproof cabinets were placed 
along one of the walls formerly 
used for showing refrigerators 
and other large appliances. Four 
of the cabinets were shown in this 
space. This line was related to 
and tied in nicely with the other 
featured merchandise. 

Another section of the model 
kitchen was used to show all types 
of baskets, ironing boards and 
other woodenware. Since these 
items are frequently in demand, 
store traffic to the area was built 


up considerably by this addition. 
The entire area is well lighted all 
the time and this helps attract 
women customers. 








Latest News on 


PRIORITIES 
and 


WAR-TIME ORDERS 
on page 75 








HARDWARE AGE 

















MAY 





ue 











= KALSOMINE 
<== ][,| PATCHING PLASTER 
PLASTER OF PARIS 
tener 1) INSIDE COLD WATER PAINT 
'| STANDARD CASEIN COLD 
zs [| WATER PAINT (WASHABLE) 
_<=iF 1] CONCRETE PATCHER 
ABER, WHITING 
IY PLASTIC PAINT 


NO PRIORITY NV. 


Made of Cellulose 
Nitrate Plastic 
—No Metal. 


Exceedingly 
Strong and 

yet can be used 
on the most 
delicate 
machinery. 


UNBREAKABLE 
MAR- 


Patent Pending 


No. 160 Assortment 
consists of six mallets | Ope" stock on 


Open stock on 


2 each 3%” 





diameter, 1” 


AMBER 
~ PROOF 


%," to 1%” 
144” to 2” 


diameter and 1%” 
with an attractive display card. 
diameter curved head 
diameter straight head 


EEDED! 


. 
ARS 
= ff i 

Replaces 
rawhide 
and 
rubber 
mallets. 


We have brought 
it out for the 
Retail Hardware 
Store to reach 
mechanics. 


diameter 


Prompt Deliveries—Ask your jobber's salesman for catalog pages or write direct for pages and name of nearest jobber. 


FULLER BROS., 207 West 25th St., New York City 


Sold only through regular hardware jobbers. 


N. Y. Representative: A. E. Fuller, 16 Hudson St., N. Y. City 








| PROFITABLE FAST SELLING 
PACKAGED PRODUCTS 


Quality Unconditionally Guaranteed 





























All of Above Packed in Various Size Cartons 
Many Other Tried and Proven Items 


IMMEDIATE SHIPMENT 
Write for Full Information—Price List—Color Cards 


AMBASSADOR SPECIALTIES, INC. 


Manufacturers 


6440 De Buel Ave., Detroit, Mich. 
Established 1930 















DEALERS: 


Call for packaged 
nuts and screws; 
We'll supply what 
your customers 
use. 


%-Page Cata- 
log and Deal- 
ers Discount 
Schedule on 
Request. 
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PERFECTION 
in en 







So Small That It Might Have 
Been Designed for Your Watch 


b $v] millions of these tiny 1-72 
screws (.062 diameter) are going 
into vitally important precision equip- 
ment. Stronghold is one of the very 
few manufacturers who make them. 
Like the equipment of which they are 
a part, these fasteners, too, are pre- 
cision made, so nearly perfect that 
they may be magnified many times 
without disclosing a single flaw in 
heads, threads, or points. They are 
typical of the whole range of Strong- 
hold screws. 


MANUFACTURERS 


SCREW PRODUCTS 
206 West Hubbard St. 
Chicago . . . . Illinois 
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Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Carolinas, Hardware Association of at the Washington Youree Hotel, 


the annual convention during the sec- 


Shreveport, La.; June 15, at Virginia 


ond week of June, 1943, at Raleigh, Hotel, Monroe, La. David O. Mans- 


N. C. Headquarters and sessions at the 
Sir Walter Raleigh Hotel. C. B. Glad- 
den, 407-11 Commercial Bank Building, 


Charlotte, N. C., is secretary. 


Louisiana Retail Hardware and Im- 
plement Association, annual convention, 
June 10, 1943, at New Orleans, La. 
Headquarters at the Roosevelt Hotel. 


field, P. O. Box 1696, Jackson, Miss., 


is secretary. 


Mississippi Retail Hardware and 
Implement Association, annual conven- 
tion, June 8, 1943, at Jackson, Miss. 
Headquarters is at the Heidelberg 
Hotel. David O. Mansfield, P. O. Box 
1696, Jackson, Miss., is secretary. 





District conferences: June 1], at the | 


Gordon Hotel, Lafayette, La.; June 14, 











National Retail Hardware Asso- 


oe ee 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word......... .08 


Positions Wanted 
(Special Rate) set solid, maximum, 
Bt WOE ccdeséckccans see nee $1.00 
Each additional word......... 05 
Allow Seven Words for Keyed Address or Your Addr 
BOXED DISPLAY RATES 
Gene Waele ccc cicdsvesdcccscccccocss $6.00 
Each additional inch......... 4.00 














Fr 
ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! WNationally- 
known brands in stock for immediate 
delivery! The largest and most com- 
plete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for. For additional] informa- 
tion, write— 


Bex H-192, care of HARDWARE AGE 
190 E. 42nd Street, New York City 








WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 


MILTON HARDWARE CO. 
OXFORD, PA. 
We alse buy factory elescouts, 
surplus or discontinued items. 














JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Broadway, N. Y. 











BUSINESS OPPORTUNITIES, FOR MAN- 
UFACTURERS AND JOBBERS. We have 
office and warehouse space in Atlanta. Have 
man, draft exempt, general hardware experience, 
also has specialized in builders’ hardware and 
supplies. Both open for your consideration. 
Hardware man can be had in 30 days. Will 
travel some. Address Post Office Box 591, 
Atlanta, Georgia. 

MAN EXPERIENCED IN BUILDING and 
maintaining modern wholesale and retail hard- 
ware catalog, also print shop supervision required 
by large hardware distributor in northern Min- 
nesota. Must be draft exempt. Give age. expe 
rience, references, draft status, salary, etc., in 
first letter. Attach photograph. Replies confiden- 
tial. Address Box H-224, care of Harnoware Acr, 
100 E. 42nd St., N. Y. City. 





EXPERIENCED HARDWARE SALESMAN 
WITH EXCELLENT following among the hard- 
ware and mill supply jobbers in the Southwestern 
states would like to represent an established 
manufacturer, on commission basis. Can furnish 
necessary references. Address Box H-222, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 








MANUFACTURERS’ REPRESENTATIVE 
WANTS ADDITIONAL LINE on commission 
basis. Well established and qualified, now selling 
the hardware and allied trade in Tennessee and 
Kentucky. Excellent following among the well- 
rated retail and wholesale accounts. A-1 ref- 
erences. Address Box H-223, care of Harpware 
Act, 100 E. 42nd St., N. Y. City. 
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ATTENTION JOBBERS—FOR YOUR RE- 
QUIREMENTS of all brass, rubber, china, and 
iron, plumbing and heating specialties, send us 
your inquiries. Write for our catalog and price 
list. Address — Plumbing Products Company, 
Charlestown, Mass. 





COMMISSION SALESMEN-—ATTENTION! 
ATTRACTIVE PROPOSITION to sell proven 
Shellac Replacement to paint and hardware job- 
bers and dealers. Timely item. Liberal com- 
mission. Prefer men covering limited territory. 
Openings available in New England, Northern 
New York, Florida, Ohio, Indiana, Illinois, Mich- 
igan. Address Box H-225, care of Harpware 
Ace, 100 E. 42nd St., N. Y. City. 





WHOLESALE HARDWARE AND ELEC- 
TRICAL JOBBER interested in acquiring Can- 
adian representation for manufacturers or fac- 
tories desiring Canadian outlet. Also interested 
in purchasing merchandise suitable for hardware, 
departmental, and novelty store trade. Would 
like to contact reputable buying agency. Address 
—Maiestic Trading Reg’d, 207 Craig St., W., 
Montreal, Canada. 





ATTENTION HARDWARE, PAINT, 
PLUMBING, HOUSEFURNISHING dealers 


entire stocks, stores and iob lots of such mer- 
chandise. Please let us know to give you our 
offer. Address Box H-211, care of Harpware 





Ace, 100 E. 42nd St., N. Y. City. 


and jobbers. We pay the highest cash prices for . 





ciation, annual meeting, July 13, 1943, 
at the Hotel Lincoln, Indianapolis, Ind. 
Rivers Peterson, 333 North Pennsyl- 
vania St., Indianapolis, Ind., is manag- 
ing director. 

Sheet Metal Distributors, National 
Association of, war-time conference, 
May 17-18, 1943, at Cleveland, Ohio. 
Headquarters and sessions at Hotel 
Cleveland. Thos. A. Fernley, Jr., 505 
Arch St., Philadelphia, Pa., is secretary- 
treasurer. 


This Ad Created Interest 
in Picnic Goods 








Picnic “Musts" for Outings 


Here are all the gadgets you need to make ogen- 
i UN... more i 


air cooking too! All at 


prices that are fun for your budget! 


0, K. Camp 
Cook Outfit 


Consists of the following 





1. Charcoal Steve with 
Folding Legs. 

2. Reuble Broiler Grill. 
3. Wiener onge 
4. Marshmatiow Reasting Fork ston hint 

Fel dteel. 

tmetne «=—6. 49 
4-Pe. Set, C Folding Stoel, 69c 
Complete with back 

YACHT CHAIRS sles 











Collapsible Grill 


Vor your steak fry. Gyill folds 
Mat when not 
in ose 






LONG MANDLED GRILLS fer 
cube steak, het dogs. 
hamburgers 


VACUUM JUG with plastic 


PITTED PICNK CASE with 

washable fabric timing. 

Luncheon service fet four, 

Ri. totered ie §=plates. 
istic hand! Matware 


Refrigerator 
Box 


$2.98 


Morehouse & Wells Co. 


RT SHOP---Basement 


Water, Eavt “Main and State Streets Phone 4231 

















“Good Pickings for Picnics,” reads 
this advertisement used by More- 
house & Wells Co., Decatur, Ill. The 
advertisement brought in many 
lookers and a goodly portion of 
them became purchasers of the 
picnic “musts” on sdle. The picnic 
“pickings” were located in the 
sporting goods department which is 
in the basement of the store. In its 
published form, the ad was 97, in. 
high and 3%, in. wide. 
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World’s Standard for Half a Century CARPENTERS WOOD 


SAND’S LEVELS AND ALUMINUM 


SAND'S-STEVENS TELL THE TRUTH TILE SETTERS’ WOOD 


SURFACE AND LINE AND ALUMINUM 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. iinet 


“FACTORY ; ——— 7] WRITE 
BUILT-IN ACCURACY” | — . Seem — "VE fe) eV Veele 































































: 18,000,000 Victory Gardeners want 
; || SANDVIK TA INSECT LOTION 
" PULPWOOD SAWS Enables gardeners to work without being 
y- AND plagued by gnats, chiggers, mosquitoes, 
BUCK SAWS sand flies, etc. Contains no oil of Citro- 
(FOR CUTTING FIREWOOD) nella. Squat, shaker-type bottle easy to 
handle. Ideal Soldier Gift. 
e SAVE TIME Compact counter display car- 
t e SAVE ENERGY ton produces prompt sales. 
° SAVE STEEL List 35c 
Through your regular suppliers Dealer Cost 
or write Factory Sales Office: $2. 52 Dozen 


st 


| , 
SANDVIK SAW & TOOL CORPORATION  SONLICIDE LABORATORIES "2%" 


47 WARREN STREET New York, N. Y. 

















Serve Those Soldiers 


HOPPE’S No. 9 


Thousands of soldiers, sailors, air men 
and marines know and use Hoppe's No. 
9 for cleaning primer, powder, metal 
fouling and rust from their rifles. Count- 
less other thousands NEED Hoppe's No. 
9 for the self same purpose. You help 
a friend in need when you serve a soldier 
this faithful gun cleaner. 


FRANK A. HOPPE, Inc. 
2413A North 8th St. Philadelphia, Pa. 


FOOD MILL 


ae canning will increase og oar nay on 
+i this year. The Foley Food Mill is in lim 
oat on ited production because it was declared 
stitutes for Y essential by WPB for home canning and 
b: » copper, straining baby foods from fresh veg-ta- 
rass, rubber, steel, etc., bles. Saves more vitamins and minerals. 
but a permanent replace. 
ment for these strategic ORDER ONLY THROUGH YOUR JOBBER. 
materials. Available in all eS 
usual sizes. Send for free He will serve you the best he can 
sample and Bulletin P-4. from restricted stocks. For FREE 
DISPLAY CARD for window or coun- 


HODGMAN RUBBER CO. ter, also recipe circulars,—write us 
FRAMINGHAM, MASS. saa: 
New York, 261 Fifth Ave. FOLEY MFG. CO. 


Chicago, 412 So. Wells St. 
San Franeiseo, 121 8 SS | 4 Second St. N. E., Minneapolis, Minn. 


. NEW PROFITS WITH 


SS 
Ee eo : SS 
3 : 
: DAN: DEE 
. ° ween 


REG.U.S. PAT. GFF. 


W0-RUBBING FLOOR WAX 


| A High Grade, Quality Prod- 
uct...a Profitable Household 
Item for Dealers. 


Dealers and Jobbers Remember, DANDEE is HEAVY DUTY. | 
olic: 


TWIN CITY SHELLAC CO., INC.,- 340Fiushing Ave., Brooklyn, N.Y. 


























CAN’T GET COPPER? 1m ‘| 


Then investi- - 
gate SARAN 
PLASTIC tube, 
pipe and fit- 















































e- \ *Pat. No. 2160931 











of 
ic 4 
he 
is a 
ts | Safety . Economy - Good Service oy WELDED AND weovess (DR 
THE CLEVELAND CHAIN & MFG. CO. of 3°13 0-1, joe) ile) 
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America’s Fastest Selling, Popular Priced 
Merchandise. 


Complete line of First Aid Kits. 


Complete line of Service Items—Furlough 
Bags, Kit Aprons, Lunch Kits, Mending 


Kits, Utility Kits, Money Belts, etc. 


For Immediate Delivery. See your jobber 
or contact— 


COLUMBIA FIRST AIDERS 


25 S$: MARKET ST., CHICAGO 





War Work Limits 
Supplying Civilian Demand 


CHICAGO LOCKS 
aaa 


But We'll Fill Orders, through 

Jobbers, in accordance to 

Priority Rating, to the best 
of Our Ability. 









Sides 
Locked 












Don't forget—All CHICAGO Locks 
lock BOTH sides of Shackle 
Selling this ‘‘Double Locking - 
Double Security’’ makes quicker, 
easier sales and wins Good Will 
Chicago Locks are priced to enable 
you to meet Price Competition on a 


Quality Basis ... 


CHICAGO LOCK CoO. 
2024 N. Racine Ave., Chicago, Ill. 


Investigate. 











INDUSTRIAL 


CASTERS 


@ SPEED UP PRODUCTION 
@ SAVE MAN-HOURS 

@ MODERNIZE METHODS 

@ BRING WORK TO WORKER 
@ PROTECT FLOORS i 


FAULTLESS CASTER CORP 


Evansville, Indiana 


He 






Canada 
Factory 
Stratford 


Ontario Branches in Principal Cities 


Genwi" DOMES of SILENCE 


SLIDE SILENTLY -SOFTLY-SMOOTHLY 
















40c SET-10c SET-10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 
4 Look for name 
To A “Domes of Silence” 
seT Domes of Sil — Insulated Cushion Glides 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 





nn 


/ 
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a 
Acme Steel Co. 


| Admat Ltd. 


Allen & Co., Inc., & 4. 
Allen Mfg. Co., W. D. 


Ambassador Specialties, inc. 
American Central Mfg. Corp. 
American Chain & Cable Co., Inc. 
| American Chain Div. 
American Molded Products Sales 


Co. 


American Shearer Mfg. Co 


American Speciaity Co. 


American Steel & Wire Co. 


Arcade Mfg. Co. 
Armstrong Bray & Co 
Atkins & Co., E. C. 
Atlas Asbestos Co. 


8 
Baker Mfg. Co. 


Bailonoff Metal Products 


Barrett Div., The 
Behr, Manning 
Bennett Fireplace Co. 
Bethlehem Steel Co. 
Briggs & Stratton . 


Burgess Seed & Plant Co. 


c 


Century Metalcraft Corp. 


Cheney Hammer Coprp., 
Chicago Lock Co. 


Clarke Sanding Machine Co. 


Clemson Bros., Inc. 


Cleveland Chain & Mfg. Co. 
Cleveland Cooperative Stove Co. 


Coldwell Lawn Mower C 
Collins & Co., Geo. F. 
Collot Supplies, A. M. 
Columbia First Aiders 
Columbian Rope Co. 
Cook Co., H. C. 
Cyclone Fence Co. 


0 


Damascus Steel Prod. Corp 


Deming Co., The 
Devoe & Reynolds, Inc. 
Dietz Co., R. E. 
Domes of Silence 


du Pont de Nemours & Co., Inc. 


E. |. (Duco Cement) 
Durham Co., Donald 


E 
Edlund Co. 
Estate Stove Co 
Ethy! Corp. 

F 


Farm Journal 
Faultless Caster Corp. 
Federal Tool Corp. 
Foley Mfg. Co. 
Frigidaire Div. 

Fuller Bros., Ltd. 


6 


General Electric Co., Lamp Div. 


Gephart Mfg. Co. 


Gibson Good Tools Inc. 


H 
Hanson Scale Co. 


Hazard Insulated Wire Wks. 
Hercules Powder Co., Inc. 


Hodgman Rubber Co. 
Hoppe, Frank A. 
Horton Mfg. Co. 


Hoyt & Worthen Tanning Corp. 


I 
International Chain Co. 


J 


Johnson Steel & Wire Co., Inc 


Justrite Mfg. Co. 


K 


Kampo Mfg. Co. 
Klein & Sons, Mathias 
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Lamson & Sessions 7 
Lindemann, A. J. & Hoverson Co. 43 


Lockwood Hdwe. Mfg. Co. x 

Lucas & Co., John 9 

Lufkin Rule Co. 6! 
M 


MacBeth-Evans Div. Corning Glass 

Works <4 1-12 
Manufacturing Screw Products 3 
Martin-Senour Co. v 


McGraw Electric Co. 9 
McKinney Mfg. Co. 70 
Meyercord Co. 2% 
Miami Cabinet Div. 0 
Miller, Inc., Robert E. ile 
Millers Falls Co.... yi) 
Milwaukee Stamping Co. 104 
Minute Mop Co. a ie 
Mossberg and Sons, Inc., O. F. 19 
Myers & Bro. Co., F. E. % 
N 
National Brass Co. 30 
National Mfg. Co. 109 
New England Screw Co. 102 
North & Judd Mfg. Co. 100 
Norton Lasier Co. 17 
° 
Oxford Tool Co 110 
Pp 
Parker McCrory Mfg. Co. 57 
Pittsburgh Plate Glass—Store Front 
Div. . 10! 
Pittsburgh Steel Co. 33 
Porter Inc., H. K. 28 
Puritan Cordage Mills, Inc. 77 
& 
Ray-O-Vac Co. 15 
Remington Arms Co., Inc. 47 
Rockford Brass Wks. ; tol 
Rogers Isinglass & Glue Co. 28 
Ruby Chemical Co...... ago Se 
Russell Burdsall & Ward Bolt & 
Nut Co. 
Ryerson, Jos. T. 109 
Ss 
Samson Cordage Wks. 88 
Sand's Level & Tool Co. 5 
Sandvik Saw & Tool Corp. 15 
Savage Arms Co. 82 
Savogran Co. 17 
Schoftner Co., Gus J. 110 
Schalk Chemical Co.... 108 
Schroeder & Tremayne, Inc. 105 
Schwartz Mfg. Co..... 49 
Sentinel Radio Corp.. ‘a 
Shapleigh Hdwe. Co... 120 
Simonds Saw and Steel Co. 69 
Simoniz Co. Jeceeted ‘ 6 
Smith, Inc., Landon P. 106 
Socony Vacuum Oil Co., Inc. 10 
Soilicide Laboratories 115 
Spradlings, Inc. 109 
Stanley Tools 7 
Starrett Co., L. S. 102 
Swartzbaugh Mfg. Co. 106 
T 
Textile Mills Corp. 118 
Twin City Shellac Co. +. 5 
U 
Union Hardware Co. 84 
United States Steel Co. 29 
v 


Vaughan Novelty Mfg. Co., Inc... II! 
Victor Elec. Products, Inc. 99 


w 
Westinghoue Electric & Mfg. Co.2!-22 
Whitney Carriage Co., F. A. 10! 
Wickwire Bros., Inc. 


Witt Cornice Co. 85 

Wooster Brush Co. 2 

Wright & McGill Co. 78 

Wright Steel & Wire Co., G. F... |17 
Y 

Yale & Towne Mfg. Co. 3 
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“Neglect of Necessary Repairs is a Direct Violation of the Nation's War Endeavors"—Federal Housing Administration, December, 1942 


FIRST for Home Repairs — The Original and Only Patented Powder-Form Plastics — 


4 

Ay !} wT 

Repairs wood, tile, Made with real wood "U if i 
plaster, concrete, efc. —easily tooled. For wy, 

floors, woodwork, fur- 


Stays put — will not usmnen 
shrink! Quick, easy! CRACK FILLER e°« WOOD PUTTY niture. Won't shrink! 
THE SAVOGRAN COMPANY, India Wharf, BOSTON, MASS 


Kee) FOR THE 
| DURATION.. 







































































































9 we’re working 100% for Uncle Sam. But . . our engineer- 
7% ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 
30 
iy GEPHART MFG. CO. 
— 1020 West Adams Street + Chicago, Ill. 
Specialists in Steel Fishing Rods for 
a BAIT CASTING « FLY FISHING « SALT WATER FISHING 
57 
+ ~)\ 
10! 
5 RUBYFLUID The WRIGHT family h oduced 
© ami as pr i 
7 sells better'n ever wire products Po ecsom. & Gees alin. vo as 
T oO D A : the resources of this organization are first for 
tein ind dane Oi Gatos war. Every effort possible is being made by us 
; a oe tcgpe Rg — | to meet the requirements of our customers, and 
a as the professional, “J using with equipment that will bring to them greater 
101 Rubyfluid Soldering’ Products. service when victory comes. 
2 That's because they're fast 
17 acting, economical, easy to 
4 use and give off no objection- | 
9 able een, Ror } 
109 ture the self-selling, colorfu | 
Rubyfluid displ 
i. Se oe STEEL & 
Order f bb 
“ rder —_ jobber or WIRE («) 
" . 
115 RUBY CHEMICALCO. || | 
A 58 McDowell St. WORCESTER "* MASS. 
Columbus, Ohi 
We olumbus, Ohio Y 
105 
49 
93 
120 
i Good Salesmen Wanted— 
"0 If you’re a good salesman inside or outside and 
= want to get located, use the Classified Oppor- 
a tunities Section of HARDWARE AGE. That's 
106 the place where concerns looking for qualified Coe eae 
men and men looking for desirable connections ASK YOUR ARDEN SFRA‘ 
usually advertise and “connect”. HARDWARE JOBBER! DS Cae en ae 
+: AGE is read by more men in the hardware busi- aos 3 ee ESE 
ness than any other trade publication. Consult Slotted nezzie throws a FLAT FAN- 
and use it for quick, tangible results. Address spares cleson gotmen i 
£4 —Full Se sen ae 
29 pressure io hw 5 ! us 
HARDWARE AGE i i ES 
Classified Opportunities Section SS 
i. 100 East 42nd St. New York City W. D. ALLEN MANUFACTURING COMPANY 
566 W. Lake St., Chicago (New York, 28 Warren St.) 
iat Hardware Age Takes Your.Sales Message To Over 21,000 Subscribers 
9 P 4 ‘ P 
8s There’s no waste circulation— your Help Wanted, You can run a fifty-word, set solid, classified sales 
a Accounts Wanted, Sales Representatives Wanted and message under any of these headings for only four 
117 Business Opportunities advertisements go straight to dollars; or a Position Wanted ad at a (Special Rate) 
the hardware trade—the very class you want to reach. of onlyone dollar. Send check or money order (only) to: 
3 HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York City 
F 
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IRONING BOARD PADS 
and COVERS 


A COMPLETE LINE 
PRICED RIGHT! 


@ Ironing is much easier and 
quicker . . . ironed work has a 
smooth, professional finish 
when your customers use these 
improved pads and covers! That 
is because Tex-Knit Pads are 
WAFFLE KNITTED for greater 
resiliency, faster heat and mois- 
ture absorbency. Four styles... 
popularly priced..all fast sellers. 


© Order from your 
jobber or write for 
illustrated price 
ast C-2. 


Jobbers! Your 
inquiries invited. 


TEXTILE MILLS CORP., 


820 S. Tripp Ave. 


Chicago, Ill. 


Gr SSO OOOO SSS SSS OSS SS SSS SSSSSSSSSSS886y, 


"VICTORY 


War work is our number one job 
until victory is won. Then a newer 
and finer assortment of hardware, 
tools and toys will again flow from 
our production lines. 





We at Arcade are not forgetting 
our many loyal customers . . . but 
today they must be secondary to 
the Victory viewpoint. 


* 


ARCADE MFG. CO. 
1201 SHAWNEE ST. 
FREEPORT, ILL. 
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AKCADE 


HOGRDWARE « TOOLS 
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fat Cllr, / \ts New! It's Better Than Ever! 


MINUTE MOP 
ann DRAINER 


* New Features ! 


New 8-ply long fibre cotton 
cord mop-head. New ad- 
justable drainer fits any 
pail! New money - back 
guarantee behind MINUTE 
MOP! 


* New Sales Power ! 


Houseware Departments 
everywhere found the orig- 
inal MINUTE MOP a 
sure-fire seller. One store 
sold over 500 in ONE 
DAY! Another sold 13,000 
in 22 weeks .. . others 
average 3 gross a week! 


* New Profits! 


The new MINUTE MOP 
is available for immediate 
delivery. Write for 
special demonstration 
advertising deal that 
introduce it to your 
tomers. 


Minute Mop Co. 
2225 Calumet Avenue 
Chicago, Mlinois 


GOOD Reliable FLOOR SANDERS 
for RENTAL PURPOSES 


BUT. . DON’T WAIT! 
— —————E—7E— 


Sander rentals and sales of allied materials 
are proving life-savers for many dealers in 
the present curtailed market. Get your 
share and make sure you have adequate 
equipment. 

In spite of the fact that our facilities 
are now devoted 100%, to producing 
ior Victory, we still have available for 
rmmediate shipment a limited num- 
ver of new and factory rebuilt 


DREADNAUGHT Floor Sanders, 








BUSY HOUSEWIVES NEED IT! 


This all-purpose mop cleans everything, 
from floors and walls to even autos. 
Keeps hands out of water. Saves tire- 
some wringing, stooping, splashing. 
Drainer fits any pail and drains mop 
quick as a wink. No mechanical parts 
for women to fool with. 
















as well as various other rebuilt DREADNAUGHT 
machines which will give long and MY 7 
satisfactory service. 
DON'T WAIT. Double V-Belt 
Write TODAY for 2 Stee 
complete facts and ne Powmapese 
prices. Rebuilt Ma- 
We have an adequate chines Avail- 
supply of parts for all able. 
DREADNAUGHT 
SANDERS. - 
ated BUY 
CLARKE SANDING MACHINE CO. BONDS 
DEPT.HAAS2,MUSKEGON, MICH. 











HARDWARE AGE 














Te DI 
FANCY WT ING 


eer ee 


ee ee ~~ 
M —_—. 
—_——o 
N] IT’s 
Ke cc 
— 


$ STANDARD MEASUS 








Are Switching to 


rofit for 
thi ke money Let Lucas Paints produce a p sib 
al taal you, too. They have had consum : 
| , century. ey 
“oe E—one that produces ceptance for almost a cle 
© | 
perme va tion. 2. MERCHAN- build repeat nenponen pet engin 
sce age stream of fast. That combination—p 
NG - ' cm 
es tive business-building aids. sure-fire pain 
pap TURNOVER-—the result of a selling ideas—can 
; ; we 
line and merchandising ideas. — Hyild real pain 
goo 






































, business for you. me naam COmtson 
Y et all three with Lucas— that's Don't delay—mail ial «sat 
“a 9 many hardware dealers every- i cemoaancaalid 
ainsi the co 
where look to Lucas. 


T! 
LOOK TO LUCAS FOR THE NEWES 


j JOHN LUCAS & CO., INC. 
322 Race Street, Philadelphia, Penna. 


! want all the facts on the Lucas Paint 


@ Great Name in PAI NTS NAME... 


Line. 
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JOHN Lucas S COMPANY 


ADMINISTRATION OFFICES « 


i. fom OFFICES, FACTORIES, WARE 








PHILADELPHIA, PENNSYLVANIA 
HOUSES IN PRINCIPAL CITIES 





Compare the Pre-Historic Stone Drill 
With DIMAMOWD EDGE or KEEN KUTTER 


VICTORY 1S WON” 


SHAPLEIGH HARDWARE COMPANY 


$7. £0 07S 








